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Squeeze on Profits’ 


In Spotlight at 
Dealer Hearings 


Task-Force Teams 
Open Sessions Today; 
Relief Is Rumored 


HE task force of the National 

Automobile Dealers Assn. be- 
gins its allout assault on the prob- 
lems of franchised dealers today 
(April 17). 

Dealers will voice their opin- 
ions in 24 meetings throughout 
the country this week. The ses- 
sions will be conducted by teams 
composed of members of NADA’s 
Industry Relations Committee. 
All franchised dealers are invited 
to attend. 

Data and information collected at 
the meetings will be analyzed and 
consolidated by the task force. Ap- 
pointments with top factory offici- 
als already have been set up to 
discuss the findings, according to 
H. L. Galles jr., committee chair- 


man, 
* aE oa 


CCUPYING prominent places on 
the agenda of each meeting 
will be the profit squeeze, distribu- 
tion practices and the inventory 
situation. 
On the eve of the meetings, 





Stimulator Letter 


An open letter (See Page 38) 
to Henry Ford II, which blasted 
the stimulator-dealer concept, has 
found favor among many dealers, 
including William H. Mitchell jr., 
chairman of NADA’s public rela- 
tions committee; Hugo L. Sepa- 
rini, president of the Massachu- 
setts and Boston dealer associa- 
tions, and spokesmen for Albany 
and Rochester dealer groups. 





rumors circulated about possible 
factory aid to dealers. 

Among them was a report that 
General Motors, sensitive to 
dealer complaints about high in- 
ventories, was working on a pro- 
gram of floor-plan assistance for 
dealers. GM denied the report. 

On the inventory problem, many 
dealers contend that it is impos- 
sible to carry a large enough sup- 
ply to meet demands, and they note 
that customers balk at the waiting 
period on special orders. They feel 
the factories should have reservoirs 

(Continued on Page 52, Col, 4) 





Top Cars 


New-car registrations for one month, 
plus five states for February: 


1961 1960 
Pos. Make Pos. 
1—113,004 Chevrolet 108,631— 1 
2— 97,060 Ford 108,164— 2 
3— 28,621 Pontiac 26,010— 5 
4— 26,535 Rambler 28,109— 4 
5— 25,255 Oldsmobile 24,969— 6 
6— 23,432 Plymouth 29,001— 3 
J— 21,263 Buick 19,926— 8 
8— 16,931 Dodge 21,334— 7 
9— 12,506 Comet _......... 
10— 12,198 Cadillac 11,527—10 
11— 9,629 Mercury 12,537— 9 
12— 6,952. Chrysler 5,818—12 
13— 6,738 Studebaker 8,406—11 
14— 2,889 Lincoln 2,445—13 
15— 1,162 Imperial 1,521—14 

28,418 Misc. 46,527 

Total All Makes 
432,593 454,925 


Further details on Page 44. 








However, the 113,656 cars were 
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New Ford President— 


John Dykstra, left, new president of 
Ford Motor Co., chats with Henry Ford Il, 
who now serves as chairman and chief 
executive officer. Dykstra, who joined the 
company in 1947, will be in charge of 
operating units including manufacturing 
activities and the car and truck divisions. 








(See story on Page 4.) 


‘Dealer Sales Drives Cut 


Stocks to 52-Day Supply 


By Maynard M. Gordon 
News Editor 


EARLY 75,000 new cars were} 


chopped from the one-million- 
plus stockpile last month by stren- 
uous dealer selling efforts in the 
last 10 days of March. 

The inventory cutback amount- 
ed to 7.4 percent and left the field 
inventory at an estimated 932,414 
domestic units at April 1, or the 
equivalent of a 52%-day supply. 

The inventory included an esti- 
mated 310,000 compacts, reckoned 
at a 51-day supply at the improved 
March selling. rate. Comparable 





Car Output Hits 61 High; 
Compact Rate Up 21 Pet. 


By Martin L. Whitmyer 

Staff Writer 
a scheduling at Comet, 
Corvair, Falcon, Lincoln and 
Thunderbird, together with the re- 
turn of Buick, Oldsmobile and Pon- 
tiac to normal assembly operations, 
helped push car output in the 
United States to its highest level 

of the year last week. 

An estimated 113,656 cars were 
turned out last week. The previ- 
ous weekly high was 110,828 on 
the week ended Jan, 10. Last 
week’s output represented a 21.1 
percent increase from the week 
ended April 8, when 93,883 units 
were assembled. 





Used-Car Stocks 
At 5-Year Low, 
Market Brisk 


By Robert M. Lienert 
Associate Editor 

RISK action continues in the 

used-car market, although vol- 
ume and prices appear to be gain- 
ing at a faster rate than are 
profits. 

In a corollary development, 
stocks of unsold used cars held 
by franchised dealers on April 1, 
according to Automotive News’ 
estimates, were peeled down to a 
28.6-day supply, a five-year low 
for that date, 

Dealers around the country, con- 
tacted by Automotive News, were 
highly optimistic over the used-car 
movement, with most reporting vol- 
ume gains of 40 to 50 percent last 
month over the previous month. 

* * * 

7 profit story was consider- 

ably different. As compared 
with the previous month, dealers 
said used-car profits were about the 
same or slightly better. As com- 
pared with a year earlier, they 
said, profits were the same or some- 
what smaller. 

One Corn Belt dealer, reporting 
improved volume, said he lost | 
$7,500 on used cars in the first 
quarter, compared with a $10,000 
profit in the 1960 period. 

On the other hand, an old-line| 
Midwest dealer said last week, 
“The best part of our business in 
March was the used-car depart- | 
ment.” He was virtually alone in 
reporting sharp gains in used-car | 
profits. 

An Eastern dealer, noting a small | 

(Continued on Page 4, Col, 4) 





16.2 percent below the week ended 
April 16 a year ago, when 135,588 
cars were built. 
cd * * 

_ overtime scheduling by 

Comet, Falcon and Corvair, 
coupled with the return of the 
Buick Special, Oldsmobile F-85 and 
Pontiac Tempest, were the biggest 
factors in pushing compact output 
to an estimated 41,089 units or 36.2 
percent of total industry assem- 
blies last week. A week earlier, the 
compacts picked up the same per- 
centage on 33,952 assemblies. 

Standards took 40.6 percent on 
46,185 cars last week, compared 
with 49.3 percent gained on 46,271 
assemblies a week earlier. Medi- 
ums took 19.5 percent on 22,197 
cars, against 10 percent on 9,380 
units the previous week. The 
highest priced group picked up 
3.7 percent on 4,185 assemblies, 
compared with 4.5 percent gained 
on 4,280 cars during the week 
ended April 8. 


Numerically, compact car output 
was up 21 percent; standards were 
off 0.2 percent; mediums, with 
standard Buick, Oldsmobile and 
Pontiac on five-day schedules both 
at home and at the six B-O-P field 
plants, rose 136.6 percent, and the 
highest-priced class was off 2.2 per- 
cent. 

ok * * 
HANCES for continued in- 
creases in output were deemed 
good last week with the announce- 
ment that Comet, Mercury, Plym- 
outh and Valiant are increasing as- 
sembly schedules. 

Comet schedules in April will 
be 58 percent higher than March 
and Mercury assemblies will be 
up 56 percent over last month, 
according to Lincoln-Mercury Di- 
vision. The combined total of an 
estimated 29,000 Comet and Mer- 
cury assemblies this month near- 
ly equals the 29,593 units produc- 
ed during April last year. 

The new Comet luxury model, the | 
S-22, will get a share of the April | 


(Continued on Page 53, Col, 1) 
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days’ supplies at the beginning of 
March were 67 days for the entire 
unsold float and 62 days for the 10 
compacts. 
ok * * 
ee significantly in the 
month-end sales spurt were the 


windup of sales contests for Chev-| 


rolet and Rambler dealers. Com- 
petitive dealers, with carryover in- 
centive programs, nevertheless 


were spurred to fever-pitch selling | 


by the Chevy and Rambler cam- 
paigns. 

As a result, April dawned with 
an inventory below the same ievel 


of a year ago for the first time in} 


eight months. 

It was on April 1, 1960, when 
the national stockpile of new 
domestic models first crossed the 
one-million line. The aggregate 
reached 1,006,427 a year ago and 
stayed above the one-million 
mark into August. 

Following a skein of record 
cleanup inventories, the total re- 
gained one-million ground towards 
the end of January. Doubt existed 


until the end of March whether | 
another decline from the milestone | 
level would be made after 1,006,525 


units were counted at Feb. 28. 
The inventory decline reflected 
factory cutbacks, as well as in- 
creased seasonal retails, at a time 
when the “spring upturn” 


have been used as a lever for steep | 
scheduling boosts. 


* * * 


OME makes were still deep in 


the woods of oversupply, how- 
ever. The contests brought Chevy 
and Rambler dealer inventories 
down sharply, but little help was 
forthcoming for the luxury com- 
pacts or sticky medium and stand- 
ard makes, 

Ford Motor Co.’s dealer inventory 
was approximately 49 days at the 
end of the month, with General 


Motors and American Motors about | 


might | 


|60 days, Chrysler Corp. nearly 76 
| days and Studebaker above 85 days. 
Continued selling momentum 
for Falcon, Comet and Thunder- 
bird kept the Ford stockpile in 
the closest proximity to the sales 
| rate last month. The company’s 
compacts, Thunderbird and Lin- 
coln enjoyed inventories less than 
the 49-day average, while stand- 
ard Ford and Mercury ranged 
| higher. 
| Rambler stocks tumbled from 
| what had been a three-month level 
| during the sales slump of January 
and February. American Motors 
| geared its first-quarter contest to 
year-ago sales on an individual 
| dealer basis, and finally realized the 
fruits of the program in the last 
| March period, 


aE * ok 

ITH Chevrolet, Corvair was in 

a unique position among the 

General Motors entrants. All GM 

divisions offering compacts had 

pictured their junior editions as 

“plus business,” but for the first 
(Continued on Page 4, Col, 3) 
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Neves Stocks 


In Field and in Transit, 
Domestic Makes 








1,006,525 
: 1,006,427 
932,414 i 3 
| April, March, April, 
1961 1961 1960 





Current Records 
High (1,038,967) - - July 1, 1960 


Low (157,607) - - - Nov. 1, 1954 
@© 1961, by Automotive News 
















U.S. Eyes Other Makers, 


Sues Chrysler on Duals 


By John K. Teahen Jr. 
Associate Editor 

ATE in 1957, the chief of the 

Justice Department’s antitrust 
division warned the Big Three auto 
makers that the Government would 
look with disfavor upon any retali- 
ation against dealers who took on 
additional franchises. 

Last week, the Government 
showed it meant business as it 
slapped Chrysler Corp. with a 
civil antitrust suit charging that 


Chrysler used illegal pressure to | 


force some of its retailers to drop 
their Studebaker selling agrée- 
ments. 

As Automotive News went to 
press last week, no other suits had 


Inside Automotive News... 


Mechanic recruits ready to harvest. Service high- 
light, Page 21. 


A chat with Clare Briggs, Page 6. 
Blast against stimulator tactics, Page 38. 
Backshop business up in March, Page 2. 
Minimum-wage report, Page 6. 





been filed, and there were no indi- 
cations that additional suits were 
planned. 
* * Eo 

TUDEBAKER-PACKARD ig be- 

lieved to have initiated com- 
plaints last fall about pressure 
being put on dual dealers. Last 
| week, a Justice Department 
spokesman refused to say whether 
the complaints involved companies 
other than Chrysler or if other 
companies had been investigated. 

However, other sources indicated 
that General Motors and Ford 
Motor Co. were included in the 
| probe. 
| Chrysler denied the Government’s 
| charges, saying it feels there is no 
cause for action. 

“We have made our records 
available to the Department of 
Justice and cooperated with them 
in every way,” Chrysler said. “It is 
not our policy to apply illegal pres- 

sure against our dealers, and we 
| have not done so.” 
* * * 

HE suit was filed in Fort Wayne 
in the United States District 
Court for the Northern District of 


(Continued on Page 50, Col, 3) 
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But March Volume Trails Year Ago... 





Shop Business Up Seasonally 


“typical auto dealer’s parts 

and service business increased 

in March over February but fell 

short of the results posted in March 

of last year, an AvuTomoTive NEws 
survey shows. 

March sales of parts for cars 
being repaired in dealers’ shops 
ran 6.8 percent ahead of the Feb- 
ruary total but fell 10.7 percent 
below March, 1960. 

Total sales of parts and acces- 
sories, both wholesale and retail, 
went up by 10.3 percent between 
February and March. However, the 
March showing was 10.4 percent 
under the year-earlier figure. 

* * * 


USTOMER labor sales in March 

ran 8.5 percent ahead of Feb- 
ruary but showed a decrease of 5.7 
percent from the March, 1960, fig- 
ure. 

The number of repair orders 
written in the typical dealership 
in March was 7.3 percent ahead 
of the February total but 6.0 per- 
cent under the figure for March 
of last year. 

Much of the gain from February 
to March can be traced to the cal- 
endar. March had three more busi- 
ness days than February. 

* 


SPOT check of dealers con- 
ducted along with the monthly 


Chrysler Agrees 
To Keep Proxies 


Showdown Tomorrow 
On Foes’ Resolutions 


DETROIT. Antimanagement 
forces won a victory of sorts as 
Chrysler Corp. shareholders pre- 
pared for what will probably be 
their third stormy annual meeting 
in a row, 

This year’s session is scheduled 
for 10:30 Tuesday (April 18) at 
the Chrysler Training Center in 
Center Line, Mich., a Detroit sub- 
urb. 

The antimanagement victory 
came after Sol A. Dann, Detroit 
lawyer who has been the chief 
critic of Chrysler management, 
asked that the votes cast at the 
annual meeting be impounded 
under a Federal Court order. 

The Dann forces expressed fears 
of the manner in which the votes 
will be counted. They also said that 
3.6 million of Chrysler’s nearly 9! 
million shares are held in the 
names of brokers and other fidu- 
ciaries for the true (beneficial) 
owners. 

They said it is almost impossible 
for these shares to be voted in 
favor of the antimanagement pro- 
posals on the agenda without also 
permitting their votes to be cast for 
the management slate of directors. 

The Chrysler lawyers argued 
that Dann had not offered proof 
to back up his fears on the vote 
count, that Chrysler had no plans 
to do anything unusual with the 
votes and that a court order on 
their safekeeping was unneces- 
sary. 

It has been the policy of the com- 
pany to hold annual meeting voting 
materials for at least a year after 
their use, Chrysler lawyers pointed 
out. 

In the end, the Chrysler lawyers 
agreed in court that the voting ma- 
terials will be held while the cur- 
rent meeting is subject to dispute. 
There was no court order issued on 
the subject and the Dann forces 
withdrew their request for such an 
order. 

After settlement of the saving- 
the-votes issue, which Chrysler re- 
garded as no particular victory for 
Dann, he issued a statement which 
indicated that he wanted to reach 
similar settlements with Chrysler 
on all points in dispute. It said: 

“The agreement reached yes- 
terday before Judge Freeman in 
reference to saving and preserv- 
img the Chrysler proxies could 
very well be the forerunner of 
similar agreements that could 
dispose of many of Chrysler’s 
problems and practically all the 
litigation, provided such agree- 
ments could, like this one, be 

{Continued on Page 50, Col. 4) 





AUTOMOTIVE News survey of parts 
and service business in March 
showed that the typical dealer sells 
75.55 percent of his mechanics’ 
available time for customer repairs 
and warranty work. 

Other internal work—new-car 
preparation, used-car recondi- 
tioning and come backs—con- 
sumes 18.41 percent of mechanics’ 
time in the typical shop. The re- 
maining 6.04 percent of time goes 
unsold. 

The figures from the individual 
dealers replying to the question did 
not often stray very far from the 
averages. 

Practically all dealers sell some- 
thing between 70 and 85 percent 
of mechanics’ time on customer re- 
pairs and warranty work. There 
are some dealerships where these 
sales take up 90 percent and more 
of mechanics’ time and there are a 
few dealerships which sell as little 
as 50 percent. 

* * + 
THER internal work takes up 
15 to 20 percent of the time in 


Autolite Sells Ford 
Distribution Right, 
Name, 2 Plants 


DEARBORN. — Ford Motor Co. 
last week purchased two parts- 
manufacturing plants from Electric 
Autolite Co. and sold one of its 
assembly plants to Reynolds Metals 
Co. 

In the Autolite deal, announced 
jointly by Henry Ford II and Auto- 
lite President Robert H. Davies, 
Ford acquired a battery plant in 
Owosso, Mich., and a spark plug 
plant in Fostoria, O, Ford also 
agreed to buy a “substantial vol- 
ume” of automotive parts from Au- 
tolite. 

Ford purchased rights to the 
trade name Autolite in the trans- 
action, which involved payment by 
Ford of $28 million in cash. 

Electric Autolite will make avail- 
able to Ford its sales organization 
for distributing in the replacement 
market spark plugs, batteries and 
electrical products. Ford will sell 
such products with the Autolite 
brand name to distributors and 
other independent outlets. 

Electric Autolite will continue to 
supply spark plugs and batteries 
under the Autolite trade name to 


its original equipment manufactur- | 


er customers. Other automotive 
products manufactured by Electric 
Autolite will be sold primarily 
under the trade names Prest-O-Lite 
and Rebat or private labels. 
Reynolds Metals purchased the 
Ford assembly plant at Chester, 
Pa., for $2.2 million for use as a 
fabricating facility. Ford halted 
production there March 15. 








Business Barometer 


Automotive News Economic Index — 


100.5 Percent of Last Week 
95.0 Percent of Like Week Last Year 


Percent of Like Week 

Last Week Last Year 
Auto Production .............. . 93,883 92.3 70.4 
SPECK PPOUBETION: 2.0 cccccccacs 23,555 110.5 84.9 
Auto Registrations—Year to date.. 432,593 ; 95.1 
Truck Registrations—Year to date. 63,712 sie ta 106.2 
Steel Production—Tons ......... 1,696,000 103.9 70.2 
Lumber Production—Board feet... 203,642,000 93.8 79.9 
Paperboard Production—Tons.... 305,857 95.4 96.5 
Soft Coal Output—tons ........ 6,565,000 99.2 85.7 
Oil Refinery Output—Boarrels ..... 49,829,000 100.5 99.1 
Electric Output—Kilowatt hours.... 14,182,000,000 100.1 102.4 
Barometer Freight Car Loadings 316,610 101.8 86.5 
Department Store Sales Index .. 150 107.1 104.9 
Stock Market Price Index....... 133.1 101.4 115.6 
U.S. Gevernment Spending 

—Fiscal year to date .........00. $74,399,643,000 ceee 103.5 

Commercial and Industrial Loans $31,959,000,000 99.8 103.1 
Savings Deposits ................ $35,207,000,000 100.6 115.7 
Used-Car Prices—Average........ $1,053 99.2 100.0 
Business Failures ................ 343 98.0 103.0 
Common Common 
Stocks April 12 April 5 1961 Range Stocks April i2 April5 1961 Range 
te ss 20% 21 21%4-16 1 | eee 50% 50% 52%-42% 
Chrysler. .s ae 44 46-37% Mack...... 40 395, 44 -32% 
Bord....... 805% 79%, 811%4-63% cae bases 7% 7%, 9Y%,- 7 
MO iveaas 46 46 473, -405% | White...... 545, 52% 553%4-40Y% 


(April 17, 1961) 


most shops. There are a few deal- 
erships which report no unsold 
time, most dealerships fail to sell 
some of their time and there are 
a few spots where unsold time rungs 
up to 10 percent or more. 

Another question asked the 
dealers was whether they pay 
their service salesmen the same 
commission on warranty work as 
they do on regular customer-paid 
repairs. 

Of course, the smaller dealer- 
ships which have no service sales- 
men were out of this question 
automatically. When the commis- 
sion on warranty work differs from 
the regular commission, the sales- 
man is paid less for handling this 
work. 

* * * 


OX THOSE who do pay service 
salesmen commissions, about 40 
percent pay the same commission 
on warranty work and 55 percent 
do not pay the same commissions. 
The other 5 percent pay the same 
commission on warranty work to 
Service managers but do not ex- 
tend the commission to service 
salesmen. 

The final questions in the sur- 
vey explored the typical dealer’s 
file of service customers, They 
showed that the typical dealer 
has 1,548 names in his file and 
has seen an average of 614 of 
them for service work in the last 
two months. 

This means that 39.7 percent of 
customers are what might be con- 
sidered active service customers. 
Actually, many dealers depart 
widely from this average. In many 
dealerships, 50 to 65 percent of 
customers are active while quite 
a number have five or six inactive 
names in the file for every active 
customer. 
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Suslavich Gets 
S-P Sales Post 


SOUTH BEND.—Appointment of 
Frank J. Suslavich as vice-presi- 
dent and general sales manager of 
Studebaker - Packard’s automotive 
division is an- 
nounced by Pres- 
ident Sherwood 
H. Egbert. 

Suslavich, 44, 
had been assist- 
ant general man- 
ager of Plym- 
outh. He entered 
the auto industry 
in 1944 with Gen- 
eral Motors sales. 
He later served 
Oldsmobile as 
Chicago zone sales Manager and as 
Atlantic regional sales manager in 
charge of Oldsmobile sales in New 
York, Boston, Philadelphia, Newark 
and Washington sales zones prior 
to joining Chrysler Corp. in 1957. 


F. J. Suslavich 







Percent of 




































An 


S-P Opens Retail Store— 





Studebaker-Packard held a grand opening of Frontier Motors, its new retail store 
in Kansas City. On hand to greet visitors were, in foreground, from left, E. J. Platfoot, 
S-P retail operations manager; Frank J. Urquhart, Mercedes-Benz zone manager, and 
Marty Dubowy, Frontier Motors general manager. At left are H. L. Pence and Mike 


Liebman, Frontier sales managers. 
es a 


* * * 


Second Retail Store Opens 
In Kansas City for S-P 


KANSAS CITY. — Studebaker- 
Packard opened a factory retail 
store here last week—the second 
such outlet opened by the corpora- 
tion in the past month. The other 
is in New York, 

Called Frontier Motors, the new 
store here will be managed by 
Marty Dubowy, who most recently 
was owner of Downtown Rambler. 
His general sales manager at the 
Rambler dealership, H. L. Pence, 
has joined Frontier in the same 
capacity. 

Other officials of the store in- 
clude Michae] Liebman, sales man- 
ager for both Lark and Mercedes- 
Benz; Ernest F. Nicholson, fleet 
and leasing manager, and Claude 
Honeycutt, service manager. 

An S-P spokesman said that sim- 
ilar stores are contemplated in 
other markets “to fill the gap 
where good, well financed dealers 
are not available.” Previously, S-P 
denied a report it would open 20 
“factory branches” in the United 
States. 

The store here will not be in 
competition with other Lark deal- 


ers since the corporation bought} 


out the last S-P dealer in the area, 
Keith Ware Studebaker, to set up 


Ford Salesmen 
In Peoria Prove 


Pessimists Wrong 


PEORIA, Ill.—The sales force of 
Peoria Motors, Ine. (Ford), 
wouldn’t believe business was as 
bad during the past few months as 
everyone said it was. 

Because of that, they won for 
themselves and the dealership top 
honors in the “Dearborn Holiday” 
promotion staged by Ford Divi- 
sion’s Davenport district Jan. 1- 
March 10. 

The sales manager and 14 sales- 
men were feted by Ford Motor Co. 
officials in Detroit and Dearborn 
for their sales efforts. In their ab- 
sence, factory executives took their 
places in the dealership showroom. 

“Their showing indicates that 
business is a lot better than people 
have been giving it credit for,” 
commented general manager War- 
ren Farr. 

Farr consistently maintained 
during the sluggish January-Feb- 
ruary period that sales could be 
made if salesmen were willing to 
get out of the showroom and hustle 
up prospects. His crew sold 105 
new and 152 used cars and trucks 
during last month’s off-market to 
exceed the dealership’s 1959 level 
for the month, he said. 

Sales personnel who won the trip 
are Sales Manager John Bearce, 
John Watkins, Laddie Buckles, 
Norman DeWalt, George Walden, 
Gerald Buckman, Albert Rashid, 
Tom Dentino, Claude Dawson, 
Ralph Sepp, Earl Brubeck, Ray 
Alms, Carrol Graham, Fred Brown 
and Ray Ziegler, 








the new store, the spokesman said. 

A two-day celebration marked 
the opening of the store, which has 
better than 25,000 square feet of 
showroom space, and a service de- 
— that covers 30,000 square 
eet. 


Volvo Shortage 
Reported in East; 


Mercedes Sales Up 


DETROIT.—A six-week order 
backlog for East Coast delivery of 
the Volvo PV-544 sports sedan and 
10-day sales peaks for Mercedes- 
Benz and DKW cars were reported 
last week. 

Noting that this was the first 
time there has been an announced 
waiting period for delivery of the 
Volvo since its United States in- 
troduction in 1955, Ake Hogman, 
president of Volvo Import, explain- 
ed that East Coast sales rose al- 
most 50 percent in March and were 
up threefold in the first four days 
of April. 

“Dealer franchise applications 
during this period have also in- 
creased considerably,” Hogman 
said. “In fact, during the first five 
days of the International Automo- 
bile Show in New York we received 
three times as many franchise re- 
quests as in the entire ’60 show.” 

Hogman said a sufficient supply 
of Volvos is available for immedi- 
ate delivery on the West Coast. 

L. A. Fleener, president of Mer- 
cedes-Benz Sales, Inc., said sales 
of Mercedes-Benz cars totalled 403 
units during the March 21-31 period 
—67.9 percent above the preceding 
10-day period and 7.5 percent over 
the previous 10-day high of 375 
units set in March, 1959. 

Fleener said March sales of 879 
Mercedes units were the highest 
for any month since June, 1960. 
These sales were 73.7 percent above 
February and 7.9 percent over 
March a year ago. 

Wholesale deliveries of Mercedes- 
Benz cars to dealers by the U. S. 
distributor of 1,017 units during 
March were the highest monthly 
total since April, 1960. Deliveries in 
Europe to American tourists dur- 
ing the month were said to be the 
highest since last September. 

Fleener added that Auto Union- 
DKW retail deliveries for the final 
10 days of March exceeded by 
11.1 percent the previous high 
for a similar period established in 
August, 1960. 


Almanac Next Week 


The April 24 issue of Automo- 
tive News will be in two sections, 
the second section being the 1961 
Almanac. The sections will be 
mailed together. 

If your issue is late, please bear 
with us, as mailing problems of 
this big issue may cause some 
delay. 
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| Dealer Forum 


by Robert M. Finlay 





: E HAVE lost the concept of| little money each month for some- 


simplicity.” 

This is the anguished cry of an 
auto executive caught up in a 
multi-million-dollar mass produc- 
tion machine which is flounder- 
ing because it has lost direction. 

This week auto dealers will hold 
crisis meetings in cities from one 
end of the country to another. They 
are seeking immediate relief from 
conditions which threaten ruin on 
the retailing front. The long-term 
goal is to revitalize the franchise 
system of selling automobiles. 

These task-force meetings came 
about after talks last winter be- 
tween dealers and factories, during 
which the dealers pointed up the 


grave danger threatening retailing | 


of cars. 

“You’ve got to act fast to save 
the dealers,” the dealer spokes- 
man asserted. 


“We want to save the dealers,” 
the factory men said. “Just tell us 
what do you want us to do?” 

K * OK 


Reflected Indecision 


HE indecision on the retailing 

front in a sense reflects inde- 
cision in the auto headquarters in 
Detroit. 

The auto makers ran out the tide 
of American longing for big, more 
powerful, more gaudy automobiles 
which, in part, was a reaction from 
the austerity of the war years. The 
car-buying public finally got a bel- 
lyful of cars built for style and not 
for people, of auto payments that 
seemed to go on forever. 

A little mechanical beast, design- 
ed on orders of a megalomaniac as 
the people’s car in pre-World War 
II Germany, came over the seas 
and captured the pocketbooks of a 
steadily increasing portion of the 
bloated American car market. 

For all its ugliness, the Volks- 
wagen was designed by a Ger- 
man automotive engineering gen- 
ius, Ferdinand Porsche, and it 
was built by a former General 
Motors production genius, Heinz 
Nordhoff, with typical German 
honesty. 

As an American production man 
put it: “An ugly car can be so 
beautifully built that it has an in- 
ward beauty that gets through to 
people.” 

It met in a unique way the 
basic needs of a people dedicated 
to individual mobility, but suffer- 
ing from big-car indigestion. 

In effect, it became the modern 
Model T. Here again was the con- 
cept of simplicity—an honest car, 
built to do the job of giving people 
freedom to move as the mood arose, 
and in a comfort the American cars 
had lost through chasing the trend 
of lowness and longness. 

You hear people saying: “For the 
first time since the war we are able 
to have a new car and yet have a 
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thing besides the car payments.” 
* * 7. 


The Uncertain Turn 


_—— American auto makers got 
the message. Slowly, ponderous- 
ly, the giant began a turnaround— 
a turnaround which is not yet com- 
plete, which is not yet even certain. 

And thus you have scenes like 
this: 

A production man is fighting time 
to tool up for a running change on 
a car that sold well last year but 
is bogged down this year with non- 
functional lines the public won’t go 
for. He finally gets the production 
lines ready for a return to clean 
body lines when the word comes: 

“Our sales guys don’t think 
this is the reason the car isn’t 
selling.” 


And so you hear the production |} 


man scream: “We have lost the 
concept of simplicity.” 
Or the man in body engineering 


drawing a simple fragment of the]; 
driven mad because he can|}} 


car, 
find no one to approve it. 

“We've got 29 guys with a lit- 
tle authority, but no one who can 
say, ‘yes, do it that way.’ 

“The so-called bosses go to so 
many committee meetings they 
haven’t got time to make up their 
minds. All this lends itself to the 
art of buck-passing.” 

It isn’t all that, of course. It is 
simply that the auto industry isn’t 
sure yet in which the direction the 
main stream of car-buying demand 
is going. And this is an industry 
in which an afterthought may cost 


millions of dollars. 
* *~ cK 


A Sales Scene 


SCENE on the sales side: A 

group of dealers were in town 
trying to find out where their com- 
pany was going. Among others they 
met with the vice-president of sales 
and the vice-president of market- 
ing. 

“Tell me,” asked one dealer, 
“what is the difference between 
you guys?” 

He was informed that one han- 
dled marketing problems and the 
other sales. 

“Well,” he said, “supposing you 
were going to put a new dealer 
in my town. Which one of you 
would have authority over that?” 

“I would,” said the sales official. 
“No, I would,” said the market- 
ing chief. 

Once the target is uncovered, 
and the lines of authority straight- 
ened out, the wheels of the auto 
industry can roll with overpower- 
ing force. 

Right now the gears are clashing. 

oK * * 


Real Auto Men? 


OME cite a need for the giants 

of old with vision to see through 
the complexities to the needs of 
the people and with strength 
enough to get the team moving in 
the right direction. 

On the one hand they see a need 
for a simple, honest car, improved 
year after year, but not changed 
just for the sake of change in a 
direction that has no relation to 
the needs of a car-travelling people. 

On the other hand is the fact 
that the wants of people change 
with the times. Henry Kaiser 
moved into the industry with the 
concept of simplicity at a time 
when a war-wearied people were 
revolting against austerity. 

Now they are revolting against 
the big and the gaudy, the design 
that bears no reference to comfort 
and mobility. And they are revolt- 
ing, too, against the free-wheeling 
dealer who shakes them up but 
doesn’t serve them. 

Where is the vision coming 
from? The modern, organized auto 
industry tried to do it with highly 
trained research people. Many of 
the auto executives looking for 
work today are the research ex- 
perts. 

And the man in demand is the 
forceful auto man of vision, in- 
tegrity and guts. 











Two Minnesota Laws 


Helpful to Dealers 


ST. PAUL, Minn. — Largely 
through the efforts of Secretary 
of State Joseph Donovan and As- 
sistant Motor Vehicle Registrar 
William Howes, two new bills 
have been signed into law by 
Gov. Elmer E. Andersen that will 
help dealers in the state. 

Effective July 1 an out-of-state 
buyer may drive his new car for 
72 hours on dealer’s plates for 
the purpose of getting the car 
home for registration in another 
state. Also, the period a dealer 
can hold a transfer of registra- 
tion before being subject to pen- 
alty is changed from seven to 14 
days. The old penalty which 
Started at 25 cents and increased 
gradually to $1.50 is changed to a 
flat $1. The law is effective Jan. 1. 








$77,000 Paid to Ex-Dealer ... 





Ford Cites Settlement 
In Good-Faith Reply 


By Maynard M. Gordon 


News Editor 


_— MOTOR CO. paid a termi- 
nated Bronx (N. Y.) dealer ap- 
proximately $77,000 in a 1959 settle- 
ment agreement, according to a 
company answer to a $4.4 million 
good-faith suit. 

The answer was filed in New 
York Federal District Court, where 
Hammond Ford, Inc., initiated the 
litigation under the Automobile 
Dealer Franchise Act of 1956. 

The company said acceptance 
of the settlement by Alexander 





Dealers Form Association— 








Dealers in Poplar Bluff, Mo., have organized the Franchised Automobile Dealers 
Assn. of Poplar Bluff. James A. Gorman, executive vice-president, Missouri Automobile 
Dealers Assn., installed officers at the association's first meeting. A. L. VanDover was 
elected president, James C. Corrigan, vice-president, and Coral Cruce, secretary-treas- 
urer, Among those at the installation meeting were, seated, from left, Gorman, Van- 
Dover, Mrs. Cruce and Corrigan. Standing: Gordon Lewis, Floyd Whitener, J. W. 
Carlton, Frank Nelson, Guy Shackelford, Leo Baumgart, Joe Eichelberger, Clyde Kin- 
der, Charles Boyer, Syl Resnik, W. B. Price and Lee Bryan. 


Cook County Dealer Total 
Dips Below 400 Mark 





CHICAGO.—There were 392 new- 
car dealerships in the Chicago and 
Cook County area at the end of the 
first quarter, 12 fewer than on Jan. 
1, according to the Chicago Auto- 
mobile Trade Assn, 

During the three-month period, 
there were 14 known cancella- 
tions or resignations and seven 
appointments of new dealers, the 
CATA said. Eight of the losses 
were in Chicago and six in the 
suburbs, Three appointments 
were in Chicago and four in the 
suburbs. 

The number of outlets totalled 
455, compared with 505 on Jan, 1. 
The CATA said the decrease was 
due to the fact that “Valiant was 
recently combined with Plymouth 
and is no longer considered as a 
separate franchise or separate deal- 

er outlet.” 

Chicago accounted for 232 of the 
outlets and the suburbs had 223. 
There were 203 dealerships in the 
city and 189 in the outlying com- 
munities. 

Chevrolet and Ford had the 
greatest number of outlets, 50 each. 
Chevrolet had the same number on 
Jan. 1 while Ford had 52, Ford’s 
total was evenly divided between 
the city and suburbs, while Chev- 
rolet had 26 in Chicago and 24 out- 
side the city. 

Rambler ranked third in the 
number of outlets with 48, one 
less than at the start of the quar- 
ter. Twenty-three were in the 
city and 25 in the suburbs. 

The totals for other makes at the 
end and at the start of the quarter 
follow: 

Plymouth, 42 and 43; Studebaker, 


Flint Dealer Official 


Elected to 33rd Term 

FLINT.—Laverne P. Marshall 
has been elected to his 33rd con- 
secutive term as secretary-treasur- 
er of the Flint Automobile Dealers 
Assn. 

H. Leonard Lippincott was elect- 
ed president, succeeding Victor E. 
George, and James H. Applegate 
was elected vice-president. 





33 and 35; Pontiac, 32 and 32; Olds- 
mobile, 30 and 30; Buick, 29 and 29; 
Dodge, 27 and 26; Chrysler, 26 and 
26; Imperial, 23 and 23; Mercury, 
22 and 23; Willys, 15 and 15; Cad- 
illac, 14 and 14, and Lincoln, 14 
and 15. 

The totals for other makes in 
Chicago were: 

Plymouth, 22; Pontiac, 19; Olds- 
mobile, 17; Buick, 16; Studebaker, 
15; Dodge, 13; Chrysler, 12; Impe- 
rial and Mercury, 11; Cadillac, 
eight; Lincoln and Willys, seven. 

Other suburban totals were: 

Plymouth, 20; Studebaker, 18; 
Chrysler and Dodge, 14; Buick, 
Oldsmobile and Pontiac, 13; Impe- 
rial, 12; Mercury, 11; Willys, eight; 
Lincoln, seven, and Cadillac, six. 





Wemhoft 





ing on dues... 


Plaza Hotel . . 











On the House... 


With relatively few changes coming in the ’62- 
model cars, dealers should experience little difficulty 
overcoming advance publicity on next fall’s autos. 
One wag perhaps oversimplifies it by saying that 
“the big change for ’62 will be wire wheels,” but 
it’s certain there won’t be any radical changes .. . 
Wyoming dealers have demanded a retraction from 
Senator McGee, who charged that dealers utilizing 
the piggyback system of transport are pocketing 
the savings on freight rates. . 
of NADA’s public relations committee, gives a nice 
pat on the back to AMC’s Roy Abernethy for his 
strong letter to a dealer using discount-house type 
advertising. Dealer promptly stopped ... 

New York fraud bureau is checking complaints of “older imports 
masquerading as newer models,” 
imports that look the same year after year ... Philadelphia associa- 
tion has changed name to Automobile Trade Assn. of Greater 
Philadelphia, is considering code of ethics for salesmen and has 
set up a “Public Service Committee” to handle customer complaints 
... Indiana association and NADA have returned to separate bill- 


Metropolitan New York, reduced to only one vote in NADA direc- 
tors’ action because of lower membership, starts drive for members 
. Indianapolis association has moved headquarters to Meridian 
. Richard M. Nixon has just bought his third new 
ear from old school chum, Clint Harris (Oldsmobile), Whittier, Calif. 


Hammond precluded and dis- 
charged any of the allegations 
made by the former dealer’s bill 
of complaint. 

Hammond's causes of action ac- 
cuse Ford of sales pressure, inven- 
tory overloading, favoritism for 
other dealers and refusal to ship 
new cars without factory-installed 
radios. 

ok * * 


| i RESPONSE to the company 
answer, Hammond filed with 
the district court 82 written inter- 
rogatories (requests for informa- 
tion), seeking from Ford specific 
material regarding sales practices 
in the New York area from 1955 to 
1959. 

Hammond, himself an attorney, 
has voiced the hope that his case 
will undergo the first complete jury 
proceeding in the history of the 
good-faith law. All other dealer 
suits to date have been either dis- 
missed by district judges in mid- 
trial or settled out of court, 

Ford said Hammond not only 
accepted the $77,000 settlement 
two years ago but also asked to 
be reconsidered for appointment 
as a Ford dealer in the New 
York district. 

The settlement amount, the com- 
pany said, consisted of the follow- 
ing: $39,000 for parts and accesso- 
ries; $20,000 for signs, tools and 
mechanical equipment, and $18,000 
for “dealer’s premises.” 

ed * * 


ORD said it agreed to give 

Hammond the settlement bene- 
fits provided in the company’s re- 
vised 1957 franchise, although 
Hammond had been operating 
under a 1955 franchise. Ford said 
it never offered Hammond a 1957 
agreement and sent him a notice 
of termination, because of low 
sales, on Aug. 22, 1958. 

Ford denied all of Hammond’s 
charges of misconduct under the 
good-faith law. The company asked 
for a judgment dismissing the com- 
plaint. 

The company took issue in its 
answer to car radio sales statis- 
ties given in Hammond’s com- 
plaint. A total of 836,000 radios 
was installed on Ford Motor Co. 
cars sold last year, with a value 
of $54,428,000, the company stated. 
Hammond had estimated Ford 
radio sales last year at 1.2 mil- 
lion units worth $70 million. 

In Lexington, Ky., a good-faith 
suit asking for $369,000 was filed 
against Studebaker-Packard and 
Mercedes-Benz Sales, Inc., by Rust 
Motor Sales, Inc. The dealer said 
it lost its Mercedes franchise last 
Dec. 31 although the agreement 
had nearly 18 months to run, 
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warns dealers to double-check 















—Perte Wemuorr, Editor, 
Automotive News 
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Retirement Rule Waived . 
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Dykstra Ford President at 63 


EARBORN. — Ford Motor Co. 
directors last week elected 
John Dykstra, who has been manu- 
facturing vice-president and a di- 
rector since 1958, as the company’s 
sixth president. 

The election of Dykstra, who 
was 63 yesterday (April 16), was 
something of.a surprise in a com- 
pany which has set 65 as the 
normal retirement age. It was 
reported that Dykstra was .given 





d. O. Wright R. J. Hampson 


a dispensation and will be eligible 
to serve until he reaches 68. 

In other action, the company 
named James O. Wright, vice-presi- 
dent in charge of the car and truck 
divisions, a director. Robert J. 
Hampson was named a corporate 
vice-president. He was placed in 
charge of tractor operations here 
and in England last month, 

Ford has had a number of execu- 
tive changes since Ernest R. Breech 
stepped down as chairman last 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Dealers 
Cars Cars tn Total 
In Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
duly 1, ’50.... 311,084 167,500 478,584 
dan, 1, ’51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Jan, 1, ’52.... 224,968 31,000 255,968 
Apr. 1, ’52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
Jan. 1, ’53.... 291,671 83.300 374,971 
Apr. 1, ’53.... 445,882 89,300 535,182 
July 1, ’53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan. 1, ’54.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
duly 1, ’54.... 445,665 62,500 508,165 
Oct. 1, ’54.... 267,469 29,000 296,469 
Jan, 1, ’55.... 293,881 68,500 362,381 
Apr. 1, ’55.... 544,038 99,500 643,538 
duly 1, ’55.... 736,591 77,000 813,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
Jan, 1, ’56.... 755,177 53,300 808,477 
. 1, °56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 198,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 008 277,975 
Dec, 1, ’56.... 318,587 79,656 398,243 
dan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68, 133,008 
Apr, 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 137,205 
June 1, ’57.... 724,329 63,420 187,749 
duly 1, ’57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 729,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov. 1, ’57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
dan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 
May 1, ’58.... 738,464 38,500 
dune 1, ’58.... 704,751 36,500 
duly 1, ’58.... 630,598 45,000 
Aug, 1, ’58.... 600,656 30,000 
Sept. 1, ’58.... 455,984 7,700 
Oct, 1, ’58.... 291,397 21,500 
Nov. 1, ’58.... 241,382 45,100 
Dec, 1, ’58.... 387,131 73,200 
Jan, 1, ’59.... 477,099 67,000 
Feb, 1, ’59.... 608,525 58,200 
Mar, 1, ’59.... 643,239 63,600 
Apr, 1, ’59.... 710,382 66,620 
May 1, ’59.... 766,185 68,000 
June 1, ’59.... 845,920 63,300 
duly 1, ’59.... 844,152 64,000 
Aug. 1, ’59.... 928,390 48,000 
Sept, 1, ’59.... 688,035 15,000 
Oct. 1, ’59.... 467,038 52,500 
Nov, 1, ’59.... 472,409 51,000 
Dec, 1, ’59.... 387,972 20,000 
Jan, 1, ’60.... 510,467 56,000 
Feb, 1, ’60.... 687,153 85,200 
Mar. 1, ’60.... 862,334 77,000 
April 1, ’60.... 934,427 712,000 1,006,427 
May 1, ’60.... 942,894 66,300 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,000 
duly 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,290 1,018,334 
Sept. 1, ’60.... 852,981 28,500 
Oct, 1, ’60.... 784,677 71,000 
Nov, 1, ’60. 840,450 73,300 
Dec, 1, ’60.... 892,627 67,500 
Jan, 1, ’61.... 953,603 41,525 
Feb, 1, ’61....*973,845 50,000 *1,023,845 
Mar. 1, ’61....*962,525 44,000 *1,006,525 
April 1, ’60.... 878,814 53,600 932,414 


+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
cs 


July. At that time, Henry Ford II 
assumed the chairmanship ag well 
as the presidency. 
* * * 

ARLY in November, Robert S. 

McNamara was named presi- 
dent but he left two months later 
to become secretary of defense in 
the Kennedy administration. Since 


Steel-Town Push 
Spurs Car Sales 


Dealers All Don 
Yellow Helmets 


By John E. Walsh 
Staff Writer 


¥. ELLOW helmets proclaiming 
“We Sell Steel” pdlossomed in 
auto showrooms in Middletown, O., 
last week as members of the Mid- 
dletown New Car Dealers Assn. 
opened a drive to spur the steel 
town’s economy. 

Eighty salesmen in eight deal- 
erships donned steel workers’ 
headgear supplied by Armco Steel 
Corp., Middletown’s biggest em- 
ployer which is cooperating in 
the April 11-30 campaign. 

About 8,000 persons in the Miami 
Valley community of 41,000 work 
for Armco under normal conditions. 
During the worst part of the slump, 
an Armco official said, about 1,300 
of the 5,000 production workers 
were idle. All but about 800 are 
back on the job, he added. 

“We weren’t hit as hard as some 
steel towns, but things could be a 
lot better and that’s the object of 
this campaign,” he continued, “By 
Selling steel, in this case cars, we 
get idle steel workers back in the 
mills.” 





* * * 


7 auto industry was called the 
biggest customer of Armco’s 
Middletown Works, whose chief 
products are cold-rolled and flat 
steel. 

“Auto manufacturers take 
about 40 percent of Middletown’s 
sheet and strip steel and about 
30 percent of Armco’s total out- 
put,” W. B. Quail, distribution 
vice-president, told dealers, sales- 
men and factory representatives 
at a dinner kicking off the drive. 
“The steel mills have plenty of 
capacity, as have the auto facto- 
ries,” said Quail. “The bottleneck 
appears to be in the communities 
throughout the country. What we 
need now is to get America selling. 
“There is only one sure way to 
success in selling,” he added, “and 
that is to give customers higher 
quality with better service at an 
economically justified price.” 

Quail said that although the first 
such campaign was staged in 
Sharon, Pa., another steel town, the 
idea was originated in Middletown 
last January by James J, Guyler, 
Guyler Buick. 

* 
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* * 


STORY on the Guyler promo- 
tion was carried in a Buick 
(Continued on Page 52, Col, 2) 
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Long Beach Dealers Kick Off 'Buy-Now' Campaign— 


McNamara’s departure, Ford has 
been both president and chairman. 
The Ford-Dykstra team will 
function in much the same fashion 
as Ford and McNamara planned to 
operate. Ford will be chief execu- 
tive officer and receive the reports 
of the staff units. Dykstra will 
be in charge of operating units 
including manufacturing activities 
and the car and truck divisions. 

Dykstra joined Ford Motor Co. 
as a manufacturing executive in 
1947. He was elected a vice-presi- 
dent of the company in 1950. A 
44-year veteran in the automotive 

industry, he has given most of 
his time over the last three years 
to the company’s intensified pro- 
duction-quality program. 

“The results Mr. Dykstra has 
obtained from the wide-reaching 
quality program he conceived and 
put in effect are a tribute to his 
executive skills and a testimonial 
to the depth and breadth of his 
knowledge of our business,” Ford 
said. 

“To his new position as president 
of Ford Motor Co., he brings long 
experience and an outstanding rec- 
ord of management accomplish- 
ment. As a senior executive and 
member of the board of directors, 
he has made significant contribu- 
tions to the progress of this com- 
pany in virtually every aspect of 
corporate activity.” 

* * ca 

HE company’s staff vice-presi- 

dents—finance, legal, industrial 
relations, product planning and 
styling, engineering and research, 
marketing, purchasing and public 
relations—will report directly to 
Ford. 


Reporting directly to Dykstra 
(Continued on Page 54, Col, 1) 


Dealer Sales Drive 
Cuts 61 Stockpile 
To 52-Day Supply 


(Continued from Page 1) 


time last month Corvair proved a 
positive “plus” for its GM division 
with a record-breaking 31,000 sales. 

The Corvair performance brought 
Chevrolet alone to the same level 
of sales chalked up in March of 
last year, Neither Pontiac, Buick 
nor Oldsmobile were able to ap- 
proach their year-before volume 
last month despite their lower- 
priced compacts, 

Lynn A. Townsend, administra- 
tive vice-president of Chrysler 
Corp. said about 150,000 new cars 
were in the company’s dealer 
float March 31. The corporation 
reported more than 54,000 sales 
by dealers last month, 

The Chrysler Corp. inventory in- 
cluded 15,000 Chrysler cars and 
3,000 Imperials, Clare E. Briggs 
said in an AUTOMOTIVE NeEws inter- 
view. 

The Chrysler and Imperial Divi- 
sion general manager said both 
these levels were about 20 percent 
less than desirable for the spring 
season, adding that a shortage of 

Newport convertibles has arisen. 


nt ee 


BUY IT NOW! 


KEEP DETRO/7 ON THE GOS 





Detroit Dealers Spur Sales— 


The Detroit Auto Dealers Assn. has kicked off what it says is ‘the biggest auto- 
mobile sales push Detroit has ever known" in an attempt to spur auto sales. The 
““Buy-a-Car-Month" sales campaign starts today (April 17). Advertising theme of the 
campaign is ‘‘Need a car—buy it now! We're trading high and pricing low to keep 
Detroit on the gol” The slogan and the program's ‘Green Light’’ symbol are being 
displayed in store windows, theaters, gas stations and on the sides of trucks and 
buses. The symbol also is being exhibited over new and used-car specials in every 
Detroit dealership. Local newspapers, businesses and radio and television stations are 


participating in the promotion. 








U.C. Stocks at 5-Year Low; 
Volume, Prices Advance 


(Continued from Page 1) 


month-to-month gain, said that 
business was running 15 percent 
behind a year ago and explained, 
“Working people buy used cars and 
working people are frightened 
about all the unemployment pub- 
licity.” 
* * * . 
_ appeared to be little pat- 
tern to customer demand, Re- 
ported a Midwesterner, “Older 
models seem to move; late, high- 
priced models are not selling.” 

But a dealer in the Rockies 
said, “Low-priced and medium- 
priced cars are not selling as well 
as well-equipped deluxe models 
and Cadillacs.” 

The feeling of dealers appeared 
to be well summed up by a Cali- 
fornian who said, “I believe we 
are out of the woods—or just 
about.” 

of * * 
1. used-car inventory of 28.6- 
days’ supply on April 1 com- 
pared with 35.4 days a month ear- 
lier and 35.5 days a year earlier. 
Not since 1956 had April 1 stocks 
been so low. 

The April 1 count also marked 
the first time that used-car in- 
ventories had fallen below the 
30-day level since last Oct. 1 
when stocks stood at a 26,6-day 
supply. 

The reduction from March 1 to 
April 1 amounted to 19.2 percent. 
The reduction since the first of the 
year has been even more spectacu- 
lar—down more than 41 percent 
from a 47.5-day count on Jan. 1. 

Of dealers reporting on April 1, 
a total of 13.3 percent said they 
could wipe out used-car inventories 
in 15 days or less. This compared 
with only 5.9 percent in this cate- 
gory a month earlier and in Janu- 
ary and February, no dealers sur- 






A kick-off breakfast in Long Beach, Calif., launched the community's “Drive America to Prosperity’’ sales promotion cam- 


paign. The slogan is: “Keep This the Bright Spot—Buy Now.” 


Rama rally sponsored by the Sales Executives Club. 


The campaign is sponsored by the Motor Car Dealers Assn. of 
Long Beach and the Chamber of Commerce in cooperation with the city’s merchants, and will close April 25 with a Sale-O- 





veyed claimed inventories so small. 

Not since last Sept. 1 had so 
many dealers put themselves in the 
15-day category. 

* * 
— was also a gain in the 
number of dealers rating their 
stocks at 16 to 30 days, with the 
share standing at 60.0 percent on 
April 1, compared with 52.9 percent 
the previous month. 

This left only 26.7 percent of 
reporting dealers with used-car 
inventories ranging above the 
theoretical 30-day limit. A month 
earlier, this classification covered 
41.2 percent of reporting dealers 
and last Jan, 1 a whopping 73.3 
percent admitted their supplies 
exceeded 30 days. 

Range of stocks reported was 
eight to 60 days, compared with 
eight to 63 days the previous 
month. 

A year ago, with average used- 
car stocks good for 35.5 days of 
selling, 6.3 percent were in the 15- 
day category; 37.5 percent were at 
the 16-to-30-day level, and 56.2 per- 
cent reported over 30 days. Range 
of stocks reported was 15 to 60. 
days. 


Rambler Offers 
Custom 400 Line 
With Bucket Seats 


DETROIT. — American Motors 
joined the bucket brigade last week 
by announcing five new Rambler 
Custom 400 models. Bucket seats 
will be standard on all of them. 

The newcomers are dressed up 
versions of the Custom models in 
the American, Classic and Ambas- 
sador series. 

The Custom 400 models and 
prices are: American four-door 
sedan, $2,199; American convertible, 
$2,459; Classic 6 four-door sedan, 
$2,563; Classic V-8 four-door sedan, 
$2,662, and Ambassador V-8 four- 
door sedan, $2,812. All figures in- 
clude federal tax and dealer prep. 

The Custom 400s are $90 more 
than corresponding American Cus- 
toms, $150 more than Classic Cus- 
toms and $130 more than Ambassa- 
dor Customs. 

In addition to front bucket seats, 
a number of interior and exterior 
trim items will be standard equip- 
ment on the Custom 400 models. 
Padded instrument panel will be 
standard on American and Classic 
Custom 400s, and padded visors 
will be standard on Classics. Both 
are already standard on Ambassa- 
dor Customs. 





Fire Hits Schoen 


ROCHESTER, N. Y.—A defective 
oil burner was blamed for starting 
a fire which wrecked the auto con- 
ditioning shop of Schoen Pontiac, 
Inec., in the suburb of Perinton. 
Damage was estimated in excess of 
$30,000. 
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ONE WIDE OPEN SPRING= 

| | N G I D) \] “On Order” is the biggest spring compact sales season ever—in fact, those in 
o the know say compact sales will hit 40% to 50% of all car sales by year end. 

And Lark’s got more of what Spring-Summer prospects want than any other compact. Who but the Lark Dealer can 

offer prospects the unique continental type Skytop Sunroof... in four models? For just a few dollars more he lets 

them combine the best features of sedan and convertible both. 

Who but the Lark Dealer can offer the roomiest compact convertible? Who but the Lark Dealer has compact wagons 

in both 2 and 4-door models—when prospects are thinking of picnics, beach parties and vacations? 

Who but the Lark Dealer offers something really new under the Springtime Sun—the new 113 in. wheelbase luxury 

Lark Cruiser. Has as much usable inside room as most of the largest cars made. Who but the Lark Dealer can turn 

spring prospects into sales seven different ways? With 7 body styles to offer he can make them happy no matter what 

they’re looking for. 

It’s time for you to live a little, too—become a Lark Dealer in time for Spring Sales. 


Dealer Relations Department, Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 


| | 
| 1 
| | 

> | | 
| NAME POSITION 
ADDRESS____ | 
| _ | 
L 
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With Dealers Covered . . 








Kennedy Wage Plan 
Due for Senate Nod 


By Helen R. Kahn 
Washington Staff Writer 

WASHINGTON. — The Senate 
Labor Committee last week re- 
ported out the Administration’s 
minimum-wage bill which retains 
an exemption from overtime provi- 
sions for auto dealers and farm 
implement dealers. But it does not 
exempt them from wage coverage. 
The bill covers about 4.1 million 
workers in retail and service estab- 
lishments. 

For newly covered workers, it 
sets a $1.25 minimum with a four- 
stage escalation—$1 the first year, 
$1.05 the second year, $1.15 the 
third year and $1.25 the fourth 
year. For already covered work- 
ers, the wage rate is raised to 
$1.15 an hour for the first two 
years and goes to $1.25 28 months 
after the effective date. 

What is new in the Committee 
bill is the socalled “inflow” test. 
This means that retail and service 
establishments would be covered 
only if they meet the following 
tests: 

(1) The employer must be en- 





Renault Dealers 


Assured on 2nds 


Sales Chief Defends 
Resale to U. C. Lots 


DETROIT. — Franchised Renault 
dealers last week received first- 
hand, top-level assurances that they 
had nothing to fear from a deal 
whereby 2,000 “second-choice” Dau- 
phines will be unloaded through 
used-car dealers at cut-rate prices. 

Hubert Bechet de Balan, direc- 
tor of sales and service for Re- 
nault, Inc., hit the road last week 
to hold dealer meetings in Kan- 
sas City, San Francisco and Los 
Angeles. He will conduct a simi- 
lar reassurance session today in 
Houston. 

The 2,000 cars are to be distrib- 
uted to used-car outlets by Mans- 
feld Used Car Co., a newly organ- 
ized Detroit firm headed by Sey- 
mour Feldman. 

De Balan told Automotive NEws 
that he had convinced franchised 


Renault dealers they would be far| 


better off if they had no part of 
the Dauphine “seconds.” 

His pitch to the dealers reported- 
ly followed the same lines as his 
explanation to AUTOMOTIVE NEws. 

“We've had these cars in stock 
a long time in open air and they 
were terribly weather-damaged. 
We rebought them from distribu- 
tors who had handled them badly 
—I think sacks of potatos would 
have received better care. 

“They are in horrible condition. 
It would have cost us $200 to $300 
apiece to put them back into shape. 
They all need a repaint; the weath- 
er has given the finish a ‘sand- 
paper’ effect. 

“Even had we put them in shape, 
we still wouldn’t have been able 
to give really fresh merchandise to 
our dealers and customers.” 

De Balan said Renault dealers 
are convinced that Renault is doing 
the right thing with the “seconds” 
in selling them to an outside firm 
for redistribution. 

“We even had dealers who rang 
up and congratulated us on this 
deal,” de Balan said. “Some dealers 


gaged in commerce or the produc- 
tion of goods in commerce; (2) 
The employer must receive $250,000 
worth of goods, for resale, which 
have moved across state lines; (3) 
The employer must have an annual 
gross sales volume of not less than 
$1 million, exclusive of excise taxes 
at the retail level. 

The Committee bill also ex- 
empts from coverage any estab- 
lishment which has less than 
$250,000 in annual purchases 
across state lines, even if it is 
an enterprise that has more than 
$1 million in annual sales. 


It also contains a clause exempt- 
ing from overtime commission em- 
ployes if more than one half their 
pay is from commissions and if 
they earn at least time-and-one- 
half the minimum rate. 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, prepared an 
amendment for submission when 
the measure was taken up by the 
full Senate. 

The amendment would limit 
wage coverage to retail and serv- 
ice establishments doing business 
in more than one state, virtually 
eliminating all auto dealers ex- 
cept those on borderline locations 
and those who sell across state 
lines. 

Monroney also proposed the elim- 
ination of all dollar-volume tests 
— in the Administration 

ill. 

Senator Everett Dirksen, Illinois 
Republican, announced he would 
introduce in the Senate the Ayres- 
Kitchin bill that was approved by 
the House. 


S-P Ups Brenner; 
Skillman Resigns 


SOUTH BEND.—James H. Bren- 
ner has been named assistant gen- 
eral sales manager for dealer rela- 
tions at Studebaker-Packard Corp., 
supervising the 
newly organized 
dealer manage- 
ment department 
and taking over 
the duties for- 
merly handled by 
Sydney A. Skill- 
man, 

Skillman re- 
signed March 31 
as dealer rela- 

+ tions vic e-presi- 
S. A. Skillman dent and director 
of S-P. He previously had served 
as sales vice-president, 

Brenner, who joined Studebaker 
in 1946 after experience with Pon- 
tiac, will be assisted in the new de- 
partment by W. F. Turner, who 
will hold the title of manager of 
the dealer management depart- 
ment. 























were not satisfied, but then you] 


always find people who are not 
satisfied.” 

De Balan said the entire transac- 
tion came about this way: “Renault 
had 13,000 cars in stock in the 
United States at the start of the 
year, including these 2,000 weather- 
ed cars. 

“ve been 12 years with Re- 
nault in 40 countries and never 
before had to contend with stock 
on hand. 

“I was in Paris in February with 
Vincent Grob (executive vice-presi- 
dent of Renault, Inc.) and we found 
that Wazim International, an inter- 





Plenty of Room for Renault 'Seconds'— 








Oldsmobile Introduces the Cutlass— 


The Oldsmobile F-85 Cutlass, a sports coupe powered by a 185-horsepower Rockette 
aluminum V-8 engine, features, as standard equipment, bucket front seats and other 
luxurious interior appointments. The Cutlass has its own distinctive roof line with 
a rectangular back window that emphasizes its sports car flair. Oldsmobile also is 


introducing a two-door F-85 club coupe. 


Briggs ‘No’ to Compact 
Pays Off for Chrysler 


By Maynard M. Gordon 
News Editor 


Bk igeoind diluted their image and 
are paying the penalty. We 
preserved our image and are one 
of only three makes with a sales 
gain this year.” 

The speaker was Clare E. Briggs, 
a prophet with honor in his own 
company because the Chrysler and 
Imperial Division he manages has 
scored successive sales increases in 
1960 and to date in 1961. 

‘Image dilution” is Madison 

Avenuese for the compacts in- 

troduced within the past year by 

such Chrysler competitors as 

Buick, Mercury and Oldsmobile. 

The Buick Special and Olds F-85 
have been less than a smash hit 

in the retail marketplace. 

Briggs fought long and hard to 
preserve the Chrysler car from a 
luxury compact along Valiant- 
Lancer lines. He preferred instead 
to lower a full-size Chrysler into 
the $3,000 price range with the 
Newport series. 

* * * 


+ E NOW know we were on 
the right track,” Briggs said. 
“Chrysler sales are up 19% percent 
this year after a 24 percent gain 
last year. The only other makes 
showing an increase in 1961 so far 
are Corvair and Thunderbird.” 


Moreover, a recent survey by 
Chrysler Division confirms Briggs’ 
early reluctance to descend into a 
compact series. Owners of medium- 
range ’59 cars were surveyed in 
three large cities. Seventy-six per- 
cent liked the idea of a full-size 
medium at a lower price (New- 
port), but only 38 percent favored 
a compact’s sharing a medium 
make’s name (F-85 and Special). 

“It wasn’t easy a year ago or 
so to speak counter to the com- 

pact trend,” Briggs admitted. 

“But our progress without a baby 
brother—and our competitors’ 
troubles with their compacts— 





This vacant lot at 12100 Livernois, Detroit, is listed by Renault, Inc., as headquarters 


of Mansfeld Used Car Co., which will distribute 2,000 ‘‘second-choice"’ Renault Dau- 


national trading and financial firm| phines to used-car dealers. The real estate broker handling the lot, which has stood 
vacant two years, says the property is still available. 


(Continued on Page 54, Col, 1) 








have convinced us we were 
right,” 

The “$2,964 approach” also fig- 
ured in the Chrysler success story. 
The division, alone in the industry, 
has used the $2,964 price of its New- 
port four-door sedan in national 
advertising. 

“So many shoppers have come 
in to Chrysler showrooms asking 
for that $2,964 car that we have 
thought of introducing a_ special 
$2,964 series,” a spokesman joked. 

ok * * 


ppuces Said the $2,964 pitch was 
designed not only to merchan- 
dise the Newport price category, 
but also was an effort to “inject 
the honor of manufacturers’ prices 
into national and local advertis- 
ing.” 

“Few genuinely believe local 
price ads,” Briggs said, “but every- 
one feels secure about a national 
price. There’s nothing to hide, be- 
cause the Monroney stickers all 
carry the $2,964 price on the New- 
port sedan. 

“So we decided to do what 
everyone else had talked about, 
and banner our price leader as 
prominently as possible. And we 
ask every dealer to stock a $2,964 
car for the prospects who want 
to see one.” 

Those who ask for a look at the 
“$2,964 Chrysler” might be mildly 
surprised by the fact that it is 
standardized even to the extent of 
having a three-speed manual trans- 
mission on the floor to the right 
of the accelerator pedal. But the 
idea of a stickshift Chrysler is not 
as repellent as it might have been 
in the powerpack days of 1957 and 
1958. 

“We sell quite a few of those 

(Continued on Page 51, Col, 1) 


Renault Adds 
New Model 
To U. S. Line 


NEW YORK.—The Renault Gor- 
dini has been added to the line of 
Renault models being offered in 
_ country, according to Renault, 
ne. 

Featuring the same body shell as 
the Renault Dauphine, the Gordini 
has vented wheels rather than disk 
wheels, adding a distinguishing 
touch to the new car’s exterior ap- 
pearance, Engine power has been 


.| boosted 25 percent, 


Interior upholstery is all viny] or 
vinyl trimmed. There also are 
matching colored floor mats, pock- 
ets in the two front doors, metal- 
lized interior hardware and two- 


| tone steering wheel. 


Suggested East Coast and Gulf 
Coast port-of-entry price of the 
Gordini is $1,596. West Coast price 


#\ is $1,755, 


At this price, the Gordini carries 
as standard equipment several ac- 
cessories usually classified as op- 
tions. These include heater and 
defroster, two sun visors, two au- 
tomatic dome lights, key-operated 
locks on both front doors and en- 
gine compartment, front seats with 
adjustable backrests, and safety 
locks on both rear doors. 





Oldsmobile Adds 
Two New Models 
To F-85 Line 


LANSING. — Oldsmobile has an- 
nounced the addition of two new 
models to its compact F-85 line— 


. a Cutlass sports coupe and a two- 


door club coupe. Both are sched- 
uled to appear in dealer showrooms 
in May. 

Oldsmobile’s new compacts are 
priced the same as Buick’s Special 
Skylark and two-door sedan. The 
Cutlass is $2,621, and the club coupe 
is $2,330. 

The Cutlass has a 185-horsepow- 
er aluminum V-8 engine (the power 
pack version of the regular F-85 
unit) and features front bucket 
seats, carpeted front kick panels 
and lower door panels, full floor 
carpeting, safety padded instru- 
ment panel, courtesy lamps in the 
rear quarter pillars, and safety re- 
flectors in the front arm rests as 
standard equipment. 

A white vinyl fabric coating for 
the metal top is offered as an op- 
tion on the Cutlass. 

The exterior of the Cutlass is 
characterized by a distinctive raof 
line and a rectangular backlight. 
Identifying emblems appear on the 
upper rear quarter panels. 

The F-85 club coupe is equipped 
with the standard 155-horsepower 
V-8 aluminum engine. Its interior 
appointments are similar to those 
offered in the four-door F-85 sedan. 


Railroads Claim 
3 Bills Cripple 
Freight Rights 


PHILADELPHIA.—The railroad 
industry has launched a campaign 
against “harassing proposals” be- 
fore Congress which it charged 
“will set the railroads’ development 
back 50 years by further crippling 
their ability to compete for freight 
business,” 

David I. Mackie, chairman of 
Eastern Railroad Presidents Con- 
ference, announced his industry's 
“united opposition to attempts in 
the Congress to deny railroads the 
moderate freedoms achieved only 
as recently as 1958 to set competi- 
tive rates.” 

Mackie said two Senate bills and 
a House measure, if enacted, would 
impose additional restrictions that 
“might well spell the end of rail- 
roads as part of our free enterprise 
system,” 

“The bills would authorize the 
Interstate Commerce Commission 
to force railroad charges to remain 
at high levels as an umbrella under 
which truck and water carriers 
could set lower charges to grab 
traffic,” Mackie declared, 

“They would prevent railroads 
from setting competitive rates on 
the basis of railroad economics and 
deprive every American of benefits 
of efficient, low-cost rail opera- 
tions.” 

Congress itself, he said, pro- 
claimed the railroads’ need for 
greater rate-making freedom in the 
Transportation Act of 1958, 





Gordini Interior— 

Rich interior features the Gordini, new- 
est Renault on the American market. The 
model, a higher-powered version of the 
Dauphine, has all-vinyl or vinyl-trimmed 
seats, colored floor mats and pockets on 
the two front doors. Backs of front seats 
are adjustable to four different positions. 











Rambler Sales Soar... 


MARCH 
RAMBLER SALES 
UP 63.4% 


Over Februar 


WHAT’S MORE... 


@® Rambler dealer sales the last 10-day period of 
March were the highest in any 10-day period 


since June, 1960. 
@ Rambler’s sales gain is running nearly double 
that of the industry. 








Rambler dealers sell twice as many compact cars per dealer as most 
other dealer groups. ..enjoy profits well above the industry average. 


SHARE IN RAMBLER’S SUCCESS — 
INVESTIGATE THE RAMBLER FRANCHISE 










ee 











Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


We have the proved product for the 
exploding Compact Car Market... 


there are still a few franchises 








available in select markets .. . vs 
- YOU HAVE THE OPPORTUNITY! — 
CITY. ZONE STATE. Es 











PHONE NO. 





Bs Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 





(Please Print) 4-17 








ee reg 


ee 





8 


Reuther Asks Soft Stand . 


UAW to Enter Talks 
In No-Strike Mood 


By Francis J. Gawronski 
Staff Writer 

ALTER P,. REUTHER, presi- 

dent, United Auto Workers, 
has assured union leaders that the 
UAW will remain flexible in its 
demands on the auto industry dur- 
ing contract negotiations this sum- 
mer rather than be forced into a 
strike, 

Reuther’s pledge was made at a 
meeting with mem- 
bers of his adminis- 
tration’s steering 
committee held in 
Detroit. 

In his speech to 
local union and regional UAW 
leaders, Reuther stressed that the 
primary concern of union negotia- 
tors would be to provide added job 
security for auto workers. 

Reuther also stressed that the 
economic situation this summer 
will have considerable bearing on 


LABOR 
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MARK TZ 





_ AUTOMOTIVE NEWS, APRIL 17, 1961 


the ultimate settlement the union 
can expect. He said the union 
would remain flexible rather than 
be forced into a strike which would 
not have rank-and-file support. 
But Reuther did indicate the 
union will concentrate much of 
its efforts on improving contract 
terms for providing supplemental 


Southern Utah Dealers 


Elect McArthur Chief 


CEDAR CITY, Utah. — Members 
of the Southern Utah Chapter of 
the Utah Automobile Dealers Assn. 
have elected the following officers: 

President, Therol L, McArthur 
(Dodge), Cedar City; vice-presi- 
dent, Claron Bradshaw (Ford- 
Mercury), St. George, and secre- 
tary-treasurer, Gail Bradshaw 
(Buick-Chevrolet), Cedar City. 





OFFERS NEAT 


SOLUTION FOR CORVAIR | 
AIR-CONDITIONING 


Here is Mark IV’s thoroughly researched and 
tested installation for the 1961 Corvair. No body 
work is required—no louvers need be cut. No 
additional condenser fan with its power drain is 
required. The installation uses a reverse rotation 
compressor, steps up the speed of the standard 
engine fan, and seals off the engine compartment 
in such a way that all of the air entering the 


compartment flows over the condenser which is 


WIND TUNNEL TESTS PROVE 


OUTSTANDING 


In the famous Modine wind tunnel a Mark IV equipped 


Corvair was tested under tropical conditions few American 
tourists ever face: 110° F with 50% relative humidity. 
Even after running for extended periods at slow speed 
and idle, engine temperatures stabilized below critical 
levels, never reaching warning light temperature. Pull- 


down in the passenger compartment was excellent: in 
the 70’s after only seven minutes of operation! 


WRITE FOR COMPLETE DETAILS 
MARK IV DIVISION 


JOHN E. MITCHELL COMPANY 


3800 COMMERCE 


DEPT. AN 


Manufacturers of fine machinery 
for more than half a century 


mounted on the underside of the hood. 


PERFORMANCE 


DALLAS, TEXAS 


= «4 


unemployment benefits (SU B) 


and separation pay. 

The UAW is expected to ask im- 
provement in the amount and the 
duration of SUB benefits. In addi- 
tion, the union will seek added 
SUB protection for workers on 
short work weeks. 

Under SUB, a laid-off worker is 
compensated from a special com- 
pany fund for the difference be- 
tween unemployment compensation 
and 65 percent of his take-home 
pay up to a maximum of 26 weeks. 

The union’s plan reportedly is to 
boost payments to at least 80 per- 
cent of take-home pay and extend 
the benefits beyond the present 
maximum 26 weeks. 

The UAW meeting was held 
prior to a meeting of the union’s 
executive board, which will draw 
up an agenda for the special 
collective bargaining convention 
April 27-29 in Detroit. 

Negotiations with Ford Motor 
Co., General Motors Corp, and 
Chrysler Corp. are expected to be- 
gin July 1. Contracts expire Aug. 31. 
Ea * * 


Dealer Elections 


Q)N THE dealer front, the Na- 
tional Labor Relations Board 


has ordered three representation 


Automatic trans- 
mission cars can 
use either Mark 
IV's standard unit 
forcompacts, 
the underdash 
Sportsman, 


ie 

EVAPORATOR = 
ARRANGEMENTS 
AN TAs) 


or the rear pack- 
age shelf design, 
similar to the one 
the Company 
uses on the 
T-Bird. Only the 
rear shelf evap- 
orator fits stick 
shift models 
‘4-door models 
ola h DE 


























Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $8 last week to $1,053, according to Automotive News 


index. 


, 


Only two models ran counter to the trend, with ’60s advancing 
$16 and ’55s moving up $4. Losses amounted to $1 on ’56s, $7 on 
54s, $10 on ’57s, $11 on ’59s, $24 on ’61s and $34 on ’58s. A new 


low was established for ’56s. 


At a group of representative auctions last week, the sales ratio 
was 72.4 percent, lowest recorded in six weeks. It had been 75.1 


percent the previous week. 


Auction reports begin on Page 40. 


elections at dealerships in the De-| ployes 


troit area. 


The board has ordered two sep-| 
arate elections at Dave Coogan, | 


Inc, (Mercury), Detroit, where 
salesmen and service shop em- 


Ford Speaks Thursday 

MINNEAPOLIS. — Henry Ford 
II, chairman of Ford Motor Co., 
will speak at the Minneapolis 
Junior Chamber of Commerce’s an- 
nual “bosses night” dinner April 20 
at the Radisson Hotel here. He will 
speak on the internationa] eco- 
nomic situation. 


fF 

















will vote for or against 


| representation by Teamsters Local 


376. 

Teamsters Local 376 also will 

be involved in another election 

among service employes at Walk- 
er Buick Co., Wyandotte, Mich. 

In Fort Worth, service employes 
at H. B. Ransom Motor Co. (Chrys- 
ler) will vote for or against repre- 
sentation by Lodge 1591, Interna- 
tional Assn. of Machinists, in elec- 
tion supervised by the NLRB. 

In Chester, IIll., District 9, IAM, 
was defeated in an NLRB election 
among service employes at Cowell 
& Sons, Inc. (Chevrolet), when four 
votes were cast for the union and 
four against. 

In West Islip, N. Y., UAW Local 
259 was elected bargaining agent 
by service employes at Babylon 
Auto Sales, Inc., by a 13-to-3 vote. 


First rr 
In GM Bus Suit 
Is Concluded 


DETROIT. — The first phase of 
the government’s five-year-old anti- 
trust suit charging General Motors 
Corp. with a bus monopoly was 
concluded here last week with tes- 
timony from the last of 42 wit- 
nesses. 

Chief Federal District Judge 
Theodore Levin gave Walter D. 
Murphy, chief of the federal staff, 
six weeks in which to file a govern- 
ment brief on the suit. Bruce 
Bromley, chief GM attorney, will 
then receive an additional three 
weeks to answer the government’s 
contention. 

GM is accused of monopolizing 
the manufacture and sale of inter- 
city and city buses by conspiring 
with four bus companies, 

If the government wins this 
phase of the suit, it would then 
have to prove that the monopoly 
was illegally acquired in violation 
of the Sherman Antitrust Act. 

Named as co-conspirators, but 
not as defendants, with GM are 
Hertz Corp., New York; Greyhound 
Corp., Chicago; National City 
Lines, Chicago, and Co-ordinate 
Transport Co., Newark, N. J. 


* * * 


GM Locomotives 


Called Monopoly 


NEW YORK.General Motors 
has been indicted by a Federal 
grand jury here on charges of us- 
ing its vast economic power il- 
legally to monopolize the sale and 


manufacture of railroad locomo- 
tives. 
Frederic G. Donner, GM board 


chairman, immediately issued a 
statement denying the charge and 
declaring the corporation was 
“proud to stand on its record in 
the development, production and 
sale of diesel electric locomotives.” 





Suit Against Gough 
Settled Out of Court 


LOS ANGELES, — A $300,000 
lawsuit, filed by Westland Mo- 
tors, 20021 Ventura Blvd., Wood- 
land Hills, against Gough Indus- 
tries, local BMC distributor, was 
dismissed as the result of an out- 
of-court agreement, 

According to Lee Combs, at- 
torney for Westland, “They had 
claims against us; we had claims 
against them. So we just washed 
the whole thing out.” 











_ General Motors Dealers... 





Guardian Maintenance Service... 
_ ALL TUNED UP FOR ITS 34 BIG YEAR! 


| From the small fry with the soapbox racer to the big buy of a GM Guardian Maintenance is a long-range program with immediate 
car or truck is a matter of a few short years. That’s why Guardian effects! Through radio, newspaper and magazine advertising, it is 
Maintenance has been building the image of your dealership as influencing your present and future customers. Notice the arm 
the best place for quality service for the second largest investment patch on the sleeve of the serviceman of tomorrow, and the 
of any American family . . . the all-important General Motors car “scientific” equipment. They spell out the trend in quality car 
or truck. So, keep them in the General Motors family. care and it’s exclusively yours .. . Guardian Maintenance! 


ADDING STRENGTH TO EACH 
CHEVROLET, PONTIAC, OLDSMOBILE, BUICK, CADILLAC AND GMC TRUCK FRANCHISE 
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REFRIGERATED AUTO AIR CONDITIONER 





. DESIGNED TO FIT |g 


ALL CARS 





- YET 1S SO POWERFUL 
IT WILL COOL ANY CAR 
— INCLUDING THE 
LARGEST STATION WAGON! 
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STAINLESS STEEL 
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S reuweelr, an 
P.O. Box 7205 
Phone Windsor 3-4431 
OKLAHOMA CITY 

















ROCKER PANEL REPAIR KIT 


Cut Rocker Panel Reconditioning Costs in Half! 


Now, In 30 Minutes Or Less Your Least Experienced Mechanic 
Can Install New, Universal Rocker Panel Repair Kits 


Cut Costly Delays . . . Display Trade-Ins Sooner . . . Sell Them Faster . . . At Better Prices 


Are rusty, pitted rocker sills 

7s trade-ins tying up your re- 

conus opaetionss, caus- 

ing acme ys in getting sal- 
able units on the lot? 


Now, with the new Univer- 
sal Rocker Panel Repair Kit, 
you can slash rocker panel re- 
conditioning costs in half! 
You can display trade-ins 
sooner, sell them faster. 

Your least experienced me- 
chanic can install these kits in 
30 minutes or less! A drill and 
screwdriver are the only tools 


needed. 


Rust-proof back plates fit underneath saeiatiee stainless 
steel Rocker Panel to cover rusted out holes. Screws fasten 





STOCK ONLY FOUR PAIR TO FIT 9 OUT OF 10 TRADE-INS 





























out-of-sight on the bottom of the rocker panel. No weld- stock He. i Comers Soet 
ing. No painting. ‘No color matching. Rpt? aie —— , ‘ ve ie 
How many rocker panel jobs tied up your shop last RP-4 2” width ; Pr ; ait 
month? This month, order an assortment of Universal RP-4C 4” width . 13.65. a pair 
Rocker Panel Repair Kits. See for yourself how you can en Tide Head : 
cut rocker panel reconditioning costs in half. se This Handy Chart to Select Panels for Your Specific Needs 
ORDER TODAY! WE PAY TRANSPORTATION Model Model Year Stock No. 
BUICK 1948-60 -4 
CHARGES. FULL MONEY BACK GUARANTEE. CHEVROLET & 1949-57 & 59-60 RP-2'/ 
BUY FROM YOUR LOCAL JOBBER conan” 1960 nec 
OR, MAIL THIS COUPON TODAY stitched 1954-60 Mapa? 
(gh nD des anes cere cee ene ead See SES GD CE nes Gees cD Gee ee Ge Ge EE Ee « OPEL-VAUXHALL 1959-60 RP-31'/, 
| GROBOSKI INDUSTRIES, INC. 1 | Seuec 1939-40 ie 
319 W. Main Street, Sheffield, Pa. | EDSEL 1958-59 eee 
D & 1951-56 RP-31/2 
| Immediately send following pairs of Universal Rocker Panels: | MERCURY 1957-60 RP-2/, 
| Stock No. No. Pairs Stock No. No. Pairs | FALCON 1960 RP-21/, 
RP-24/ RP-4 ns ENGLISH FORD 1959-60 RP-31/2 
““— RP-4C 7 eit THUNDERBIRD 1958-60 RP-31/2 
| Terms: 2% 10th Prox—n 30 da. We pay shipping charges. | CHRYSLER & 
| Money returned in full if .you are not fully satisfied. | DE SOTO 1957-59 RP-4C 
| Name DODGE & 1953-56 RP-21/2 
-— | PLYMOUTH 1957-59 RP-4C 
| aictiatey | VALIANT 1960 RP-4C 
re = ae RAMBLER 1951-56 RP-4C 
eee. ee a ~~ NASH 1951-56 RP-31/2 
| od ees _1959-60 RP-21/. 
| City = Zone _State___ | | STUDEBAKER 1959-60 RP-21/2 
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Lawsuits Affecting Dealers . . . 


Court Decisions 


By Leo T. Parker 
Attorney at Law 


HIGHER court rendered a de- 

cision which answers a com- 
monplace legal question often asked 
by auto dealers: “Under what cir- 
cumstances can a 
dissatisfied auto- 
mobile buyer re- 
cover punitive 
damages in addi- 
tion to regular or 
ordinary dam- 
ages?” 

Unless malice, 
improper motive 
or wanton disre- 
gard for the 
rights of the com- 
plaining party is 
proved, no punitive damages are al- 
lowable. 

For example, in Hall v. Billings- 
ley Motors, 354 Pac. (2d) 837, one 
Hall sued Billingsley Motors for 
both compensatory and punitive 
damages for the conversion of an 
auto and certain chattels therein. 

The jury awarded Hall general 
damages in the sum of $847.37 and 
punitive damages in the sum of 
$9,000. Here are the facts which re- 
sulted in this law suit: 

Hall entered into a conditional 
sales contract agreeing to purchase 
a Plymouth from Billingsley Mo- 
tors. The contract required Hall to 
keep the car “insured against loss 
by fire and theft and accident and 
collision.” 

One night an employe of Billings- 
ley Motors repossessed the Plym- 
outh from the driveway of Hall’s 
home on the contention that it was 





Leo T. Parker 


entitled to repossess because of 


Hali’s failure to insure the car ac- 
cording to the contract. 
* * * 


No Malice Proved 


| rtrd the trial, testimony was 
introduced proving that the 
value of the repossessed auto was 
less than the amount due to Bil- 
lingsley Motors on the contract. 

It is interesting to observe that 
the higher court held that Hall 
failed to prove malice whereby 
he was entitled “only” to recover 
the value of the personal effects 
in the auto at the time it was 
repossessed, or $15, the value of 
these chattels. The court said: 

“In the present case plaintiff 
(Hall) breached the contract by 
failing to maintain fire, theft, acci- 
dent and collision insurance and 
did not have that coverage at the 
time of repossession. 

“The evidence is devoid of 
showing that defendant (Billingsley 
Motors) was actuated by malice, 
improper motive, or willfull or 
wanton disregard for plaintiff 


(Hall’s) rights.” 
. £ *& 


Sale of Tradein Car 


Rescinded by Judge 


VANCOUVER, B. C.—Judgment 
against Clarke Simpkins, Ltd., one 
of Vancouver’s leading auto deal- 
ers, was awarded by Judge Sargent 
in Vancouver County Court to 
Bruce P. Wilson. The action in- 
volved value of a 1958 car which 
Wilson left with the auto company 
as a tradein on an intended new- 
car purchase. 

He told the court he had signed 
the forms and agreed to buy the 
new car but only on condition he 
could make arrangements with his 
bank for balance of cash to com- 
plete the deal. He returned two 
days later to advise the company 
he had not been able to make ar- 
rangements and was told his used 
car had been sold and the company 
refused to cancel the deal. 

The car firm said the deal had 
been formally completed and pro- 
duced purchase forms with Wil- 
son’s signature and forms showing 
purchase of Wilson’s car by a used- 
car dealer. The judge ordered re- 
fund of the $2,200 valuation of the 
car. 


Wreck Victim Sues Chevy, 
Dealer for $150,000 


ATLANTA.—Alleging .he was in- 
jured when a malfunctioning part 
caused the wreck of a pickup truck 
he had bought, Dwight G. Wood, 
of Lawrenceville, Ga., has filed suit 








against Chevrolet and Nalley Chev- 
rolet, Inc. The suit was filed for 
$150,000 in Fulton County Superior 
Court. 

Wood contends that on the 
morning of Jan. 9 he was driving 
south in DeKalb County when the 
coupling separated. He charges 
that the truck went out of control, 
hit the right curb, bounced across 
the street and hit an automobile. 
Since then, he charges, he has suf- 
fered severe headaches and his vi- 
sion is gradually being impaired. 

* * 


Faulty Service Charged 


By Mourner on Trip 


EL PASO, Tex.—Lone Star Motor 
Co. has been named defendent in 
a suit for $51,578 by John L. Rich- 
ards, who claims damages because 
of “mental anguish.” 

Enroute from New Orleans to 
San Francisco to attend the funeral 
of his mother, Richards claims he 
had some repairs made by the com- 
pany in El Paso. 

The firm did not complete the 
job until 22 hours after it was 
promised, and then the repair parts 
had to be replaced by another firm, 


he says. 
* * * 


Ruling on Sales Data 


Upheld in Kentucky 


LOUISVILLE.—The Court of Ap- 
peals has upheld a lower court rul- 
ing clarifying what information 
must be filed with the county clerk 
concerning the sale of motor vehi- 
cles. 

Under the ruling, four points are 
covered: 

1. Financing and security docu- 
ments setting forth conditions of 
the loan do not have to be acknowl- 
edged. 

2. Maturity dates for the loan do 
not have to be shown. 

3. The financing agency must 
present both the lien and the regis- 
tration so that the lien may be 
noted on the registration. 

4. Dealers who want to finance 
cars do not have to register the 
cars with the county clerk before 
they are financed, but they must be 
registered when sold. 

af * * 


Jury Upholds Dealer 


In Brake-Repair Suit 

DOVER, N. H. — A verdict in 
favor of Dover Nash Co. has been 
returned by a Strafford County Su- 
perior Court jury here in an action 
brought by Marie Hazelton, Roch- 
ester, who sought compensation for 
injuries she allegedly suffered in a 
1956 automobile accident. 

The plaintiff claimed the Dover 
firm performed brake work on her 
car and the brakes failed to func- 
tion properly en route home, caus- 
ing the accident. 





Universal Offers 


Antismog Device 


SACRAMENTO, Calif.—The first 
formal application for California 
state testing of an automobile anti- 
smog device was announced by 
Universal Oil Products Co., Des 
Plaines, Il. 

Maynard P. Venema, president 
and chairman, said the company 
had made formal application to the 
California State Motor Vehicle 
Pollution Control Board for the 
testing program which is expected 
to result in certification of at least 
two auto exhaust devices later this 
year. 

It was the first application to be 
received by the board with indica- 
tion of test data in accordance with 
instructions contained in the appli- 
cation form, according to Donald 
A. Jensen, executive officer. 

The control device, a muffler that 


converts objectionable hydrocar- 
bons and other exhaust products 
through catalytic action, is called 


“Purzaust.” The application was 
submitted through UOP’s manufac- 
turing and marketing subsidiary, 
Universal Oxidation Processes, Inc., 
which has its headquarters in Los 
Angeles. 


* 
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What's New... 


In Parts and Accessory Distribution 





Engine Imports to Market 


Horns for British Maker 


SAN DIEGO. — Engine Imports, 
Inc., has been named exclusive 
marketing and distribution repre- 
sentative for the Clear-Hooter, 
Ltd., line of automotive and motor- 
cycle horns. 

Clear-Hooter, Ltd., Bedworth, 
England, manufactures electric 
horns and accessories for commer- 
cial vehicles, cars, motorcycles, 
mo-peds. auto cycle and bicycles. 
Engine Imports wil import and 
distribute the horns in the United 
States and Canada. 

* * * 


Fram Promotion 


PROVIDENCE.—Fram Corp. has 
launched a Spring Change-Over 
Program to help its dealers capture 
more oil and filter change custom- 
ers. Motorists can get an air mat- 
tress and beach float at a discount 
with oil and filter change by ob- 
taining a special coupon from 
Fram dealers. 


Parts Jobbers 
Told How to 


Increase Sales 


DES MOINES. — Automotive 
parts jobbers could take a tip from 
food supermarkets, according to 
William M. Stuart, president of 
Martin-Senour Paint Co, 

Addressing a regional meeting of 
the Nationa] Automotive Parts 
Assn., Stuart said, “When you an- 
alyze the operations of the parts 
jobber, it becomes apparent that 
he is really a retailer, not unlike 
the supermarket operator. His cus- 
tomers are mechanics, instead of 
housewives. The next logical step 
is for the parts jobber to adopt 
aggressive retail selling tactics. 


“In our present era of rapid sci- 
entific and technological advances, 
we are all subject to constant 
change. This is the real challenge 
of the ’60s. Those who keep pace, 
as many food retailers have, will 
prosper. Those who stand still will 
wind up with the buggy whip man- 
ufacturers—in economic limbo.” 

Among the changes Stuart rec- 
ommended to the automotive parts 
jobbers to reduce costs and in- 
crease profits were these: 


“1. Redesign store layouts for 
greater efficiency and to move mer- 
chandise faster, A look at super- 
market layouts might furnish some 
good ideas. 

“2. Pick up additional business 
by stocking the selling corrollary 
items as well as parts, Customers 
need more than just gaskets. 
Again, supermarkets have been 


quite successful on this score by : 


stocking non-food items. 
“3. Build impulse sales with at- 


tention-getting displays of your|’ 


merchandise. Put them where your 


Independents Set 
Sales Records for 


Air Conditioners 


DALLAS.—According to D. A. 
Brown, executive director of the 
Automotive Air Conditioning Assn., 
the independent manufacturers of 
air conditioners racked up their 
biggest year to date during 1960. 

Total units installed by the 14 
manufacturers’ distributor-dealer 
organizations totalled 201,145 in 
1960, compared with 157,627 in 1959. 
This represents a 27 percent gain 
over 1959. 

Brown said there had been rapid 
growth in sales of air conditioners 
for compact cars. In this field, 
the independent producers account- 
ed for 14,819 sales in 1960. 


AAA Tops 7 Million 

WASHINGTON.—The American 
Automobile Assn. hag announced 
the enrollment of its seven-millionth 
member. The record figure was 
achieved when returns for January 
showed a record membership of 
7,019,834. 








customers can see them and reach 
them. 

“4, Get out in front of the coun- 
ter—not only with your merchan- 
dise but with your sales force, too. 
We can no longer afford the luxury 
of just being order-takers. The 
parts salesmen and countermen 
must become aggressive salesmen.” 

+ * * 


Gates Opens New Center 


has relocated all marketing opera- 
tions for the greater New York 
City and Philadelphia trade areas 
in a new 60,000-square-foot dis- 
tribution center at New Bruns- 
wick, N, J. The installation is head- 
ed by Cecil Butt, branch operations 
manager, 
* * * 


Coffman Wins Contest 


top honors in a year-long contest 
conducted by Bowes Seal Fast 
Corp. for its nationwide network 


of distributors. 
* ok * 


Gatke Adds 3 Reps 


CHICAGO, — Appointment of 
three sales representatives has 
been announced by Gatke Corp. 
They are John M. Bernard, Arca- 
dia, Calif. who will cover Los 
Angeles County and Southern Cali- 
fornia; Walter J. Appel, West Con- 
cord, Minn., Minnesota area, and 
Richard A, Keefe, Tonawanda, 
N. Y., Upper New York State and 
Southern Ontario, 

* * + 


AWDA Accepts Nominations 


INDIANAPOLIS. — Lawrence D.| For ‘Man of the Year’ 
NEW YORK.—Gates Rubber Co.|Coffman,. Williamsburg, Ia., won 


KANSAS CITY.—Nominations of 


11 


candidates for the Automotive Man 
of the Year 1961 can be sent to 
Automotive Warehouse Distribu- 
tors Assn. headquarters, 633 E, 63rd 
St., Kansas City 10, Mo., according 
to Robert S. Weber, association 
president. 

The person selected will receive 
the award during the 14th annual 
AWDA convention on Oct. 30 at the 
Muehlebach Hotel in Kansas City. 

* * * 


Means of Recognition 


ST. LOUIS.—To help mechanics 
identify its products faster, Mc- 
Quay-Norris Mfg. Co. has launch- 
ed an intensive campaign to estab- 
lish the Blue Box Line as a means 
of recognition. This program will 
capitalize on the fact that millions 
of blue boxes are shipped by the 
firm to all parts of the world each 
year. 
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...Your Guarantee 


Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 
parts? All parts in the McQuay- 
Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 
for uniform performance and 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS» TORONTO 


© 1961 MCQUAY-NORRIS MANUFACTURING CO. 
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MATCHED-PERFORMANCE 


_.. McQUA¥ 


all 


longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
over the country who have 
experienced the satisfaction of 
working with the McQuay-Norris 
line. Use them on your next job. 
















Know what this is?... 


Park by ear? Many people do. Or to put it 

- differently, they back into parking situations with a bump. 

Hence, bumpers. And they’re made of steel for good reasons. §§ Car bumpers are made of 
Steel to protect the passenger as well as the car. Steel bumpers absorb impact, rather than 
acting as stiff, jolt-producing barriers. Steel’s unique combination of strength and ‘‘spring’’ 
allows the bumper to deflect under impact and spring back into shape. All this, and the sculp- 
tured look, too—thanks to steel’s formability. Remember, for bumpable bumpers, count on steel. 


United States Steel 


This Steelmark tells you a product is made of modern, quality Steel. 








the U. S. Steel program to help you sell by showing why the 1961 cars are better, 


safer and more dependable — because they’re made of today’s modern steels. 










= Millions of regular viewers of will watch hard-selling automotive 


4 The 4 
| United States Steei Tie 
" Hour 


commercials on the CBS-TV network. And billboards | vary in the top 25 





automobile retail markets at announcement time will create additional millions of 
sales impressions for you. = Many dealers saw the U. S. Steel exhibit and musical 
presentation ‘Deal Me In” at the NADA Convention. A few of the special “Deal Me 


In” sales kits | y | 4. : 
Wit. 


= You'll get plenty of other sales help, too. Frequent ads ge gfe _= in Automotive 


News will point up the many sales advantages of steel in the + cars you sell. You'll 





afi: and copies of the ads. You'll also be kept 





informed—through advertising—of the results of a continuing survey of public 
preferences which show that the public prefers steel in automobiles. = Capitalize 


on this preference for the “ree dependability and quality of steel. Use 


steel as a selling feature. Sell op), .. it sells for you. 
ee 
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f |. Fair and equitable contracts between manufacturers and dealers in 
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and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


Federal law governing brake-fluid standards gets endorse- 
ment of Automobile Manufacturers Assn. 


A significant blow at the safety chiselers. 
* * * 


New-car sales upturn from February to March impels 
auto manufacturers to raise spring production schedules. 


Let’s hope the field new-car inventory keeps within 
bounds. 


* * * 


It was a chain of coincidences which brought about the 
1960-1961 auto recession, says Ford Division’s Lee Iacocca. 


Accurate post-morteming can prepare against future 
dips. 
* * * 
A Houston’s dealers trial of no-salesmen selling proves a 
mixed success. 
Too many customers needed their hands held at closing 


time. 
* oe Ke 


Concensus at New York’s International Show is that im- 
port dealers who service will be those who survive. 


An axiom never truer in a tightening market. 
* * * 


Task-force hearings of the National Automobile Dealers 
Assn. get under way across the nation today (April 17). 
Here’s hoping for full disclosure leading to surefire pre- 


ventive medicine. 
* cK Ok 


Making a profit is a dealer’s obligation, says Walter Coop- 
er, NADA president. 


For the sake of all concerned — family, employes and 
community. 
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Coming 
Events 


% Eniror’s Norte: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
















time they are used. 


Dealer Conventions 


April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 


April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 


April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 


April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 


April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7*9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May !1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—I|daho Automobile Dealers 
Assn., Idaho Falls, 

May 14-1é—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 5-8— National Automobile Dealers 
Assn., midyear meeting of board of di- 
rectors, Washington, 

June II-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N 

%& June 15-16—Automobile Dealers Assn. 
of Indiana, Marott Hotel, Indianapolis. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

%& June 16-18— New Hampshire Automo- 
bile Dealers Assn., Bald Peak Colony 
Club, Melvin Village, N. H. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

%& Oct. 2-4—I4th Annual Convention and 
Exhibit, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
ae The Concord, Kiamesha Lake, 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

%& Feb. 3-7—National Automobile Dealers 
Assn., Atlantic City, N. J. 


Auto Shows 


April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 

Oct. 18-22— New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 


* * z 


General 


May 8-10—1961 Spring Lubrication Sym- 
posium, American Society of Mechanical 
Engineers, Deauville Hotel, Miami Beach. 

May 8-11 — 1961 Hydraulics Conference, 
American Society of Mechanical Engi- 
neers, Queen Elizabeth Hotel, Montreal. 

May 14-17—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 

May 22-25—Design Engineering Show & 
Conference, Cobo Hall, Detroit. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 







Letterbox 


‘Other Side of the Story’ 


Having been a subscriber to 
Automotive News for many years, 
I know them to be fair minded and 
just, although at times I cannot 
agree wholeheartedly with their 
philosophy and beliefs but that is 
an American right. 

In the interest of fair play, I take 
exception to some of the remarks 
made by Mr. E. Steve LeFevre of 
LeFevre Motor Co., Brookings, 
S. D., in the Letterbox of March 27, 
1961, Being a former representative 
for Nash-Kelvinator Corp., I am 
familiar with some facts which Mr. 
LeFevre failed to mention. 

Had Mr. LeFevre been honest in 
his letter he would have admitted 
LeFevre Motor Co. was a Nash 
dealership for a number of years, 
giving up Nash in favor of Pon- 
tiac. He was a Pontiac dealer for 
a short time and gave that up to 
take the Lincoln-Edsel contract. 
When that line was discontinued, 
the dealership indicated an interest 
in Rambler but, finding no encour- 
agement, took Studebaker, 

Mr. LeFevre mentioned in his 
letter to you that “we have no axe 
to grind” but when the complete 
facts are known his letter was 
prompted by a resentment for 
Rambler’s success which he could 
not contain. 

When such a vicious letter as 
Mr. LeFevre’s is printed, it is only 
fair that both sides of the story be 
made known to your readers.— 


The Big Stories 


35 Years Ago—1926 


Canadians had 80,000 more cars registered in 1925 than in 1924. 
Total number registered was 719,206, against 639,202 the year before. 
Closed cars were the feature of an auto show in which 20 dealers 
exhibited 28 different makes at Asbury Park, N. J. 


20 Years Ago—1941 


The average auto worker currently has at his command the highest 
standard of living in his history, the Automobile Manufacturers 
Assn. reported this week in 1941. The worker’s paycheck, whether 
measured in dollars or purchasing power, is above all previous marks, 
AMA said. The weekly wages of the workers averaged $38.13. 


10 Years Ago—1951 


The average new-car dealer made a profit of 6.7 percent on his total 
1950 sales before making provision for taxes, as compared with 5.8 
percent in 1949, according to a survey by the National Automobile 


Dealers Assn. 





"The man at the grocery store was felling me you 
could prescribe something for my aching feet." 


LieeGt Agree. 5... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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Paut R. VERNON, 5328 Ewing Ave., 
S., Minneapolis 10, Minn. 
* * ok 


Squaring the Record 


In your March 27 issue, the fol- 
lowing errors concerning our prod- 
ucts were made: 

Page 27: You show the overseas 
delivery price for a TR-3 to be 
$2,088. The price of the roadster is 
$1,995 and the grand touring is 
$2,095. 

Page 30: In this instance, you 
have printed a picture of our road- 
ster and listed the port of entry 
price for the grand touring model. 
The correct P.O.E. price for the 


| TR-3 roadster is $2,675. 


Page 36: In your listing of un- 
usual engine features, you failed to 
note that the TR-3 engine is equip- 
ped with wet sleeves. Since this 
contributes to ease of repair and 
maintenance as well as better-than- 
average cooling, it certainly de- 
serves notice as a most unusual 
and valuable feature. In your 
listing of suspension features, you 
failed to note the Triumph Herald 
in the group having transverse 
leaf springs at the rear.—MICHAEL 
L. Coox, Public Relations and Ad- 
vertising, Standard-Triumph Motor 
Co., Inc., New York. 

* * * 


Dealer at the Show 


At every auto show the public 
looks at the cars and the dealers 
look at the public. This is only as 
it should be, of course, since most 
of us have already seen the auto- 
mobiles, while we can never see too 
much of our customers. 

They are always ready, at New 
York’s International Automobile 

Show, to look under the hood, 
into the trunk and at the me- 
chanical exhibits. They eagerly 
peruse the technical specifica- 
tions in the brochures, and they 
gather around the cars that are 
of more than routine mechanical 
interest. 

They gape at the high perform- 
ance and luxury models. They dis- 
cuss fine points with exhibitors of 
tires, accessories, car badges and 
spare parts. They crowd around 
displays of auto books and rec- 
ords. 

In short, they want to learn 
things that some dealers them- 
selves never bother to learn: Dis- 
placement, engine type, carbure- 
tion, acceleration readings, suspen- 
sion details. 

They are, all in all, a_ special 
group. The word “enthusiast” has 

(Continued on Page 34, Col. 3) 
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REPORT TO FORD DEALERS 








a Watch Falcon sales soar! With the 


new Futura leading the way, Falcon popularity 

will streak to an all-time high. This is your 
opportunity to make sales history. In 
Futura you’ve got the compact cousin 
of the Thunderbird . . . the hottest 


thing yet in luxury compacts. 








Elegant bucket seats up front, wall- 
to-wall carpeting, a custom console 
between the two front seats, exquisite 
trim and color schemes, arm rests front 
and rear...only the men who designed 
the Thunderbird could have created Futura! 


You’ve not only got luxury — you’ve got economy — big economy. 
Remember, Futura has the same Falcon engine that scored 32.6 miles 


*Based on a comparison of manufacturers’ suggested retail delivered prices 


Ford Division backs you best 





Nobody can talk luxury like Fateon Salesmen 





Now-with Futura- 
youre sitting prettier than ever! 







per gallon in this year’s Mobilgas Economy Run—the best gas mileage 
for any “6” or “8” in the 25-year history of the Run. And you’ve got 
that Jow Falcon price working for you. Futura is easily America’s 
lowest-priced* luxury compact! 


You can expect big crowds. Futura is being launched with one of the 
most ambitious announcement campaigns since the 
Falcon itself was introduced. Full pages in LIFE, LOOK, 
SATURDAY EVENING POST, SUNSET, NEW YORKER, 
PARADE, THIS WEEK ...a high frequency radio blast | 

using the popular song hit “Hey, Look Me Over” ...a 
spectacular television introduction...a special mailing | 





to 5 million car owners .. . all headlining the big news: sandy personal console between seats 


The Compact Cousin Of The Thunderbird Is Here! 


Get ready! With the new Futura adding the spark, America’s hottest- 
selling compact is about to take off! 















THE NEW | LOVE IT 
FALCON FUTURA FOR THAT 
LEAVES ME ALONE 







SPEECHLESS 






Peanuts Characters © 1950 
United Feature Syndicate, Inc. 








Wilkie Views... 
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Racing Plays New Role 


By DAVID J. WILKIE 
IN THE AUTO INDUSTRY’S 
early days, road and track racing 
contributed much to the mechan- 
ical development of the automobile. 


Electric Autolite, Champion Spark 
Plug, Goodyear and Firestone, have 
their own research installations at 
tracks like the Daytona Speedway. 
Besides combining to provide just 
about every kind of help the rac- 





neer of Plymouth Division, igs one 
of the industry’s leading engineers 
who agrees that stock-car racing 
offers much in the way of promo- 
tion but nothing to engineering 
knowledge. 

Long interested in the history of 
automobile racing, he has some 
fascinating recollections of inter- 
national contests in this country 
prior to World War II. Especially 
interesting are some of his descrip- 
tions of the drivers the Hitler gov- 
ernment sent over to participate. 








x, —_— a. re ee 


Today auto rac- ; e 
ing has a tremen-| €TS might need, they also provide 


dous promotional| # substantial part of the prize Charipar said, “they would be 
value but ee nay: ae met by the German ambassador. 
utes nothing to ; ; Faultlessl - 
the advancement} JACK CHARIPAR, chief engi-) jy satisfied wih Ghamesven’ Maa 
of engineer- would be brought to the track in 
ing knowledge. a big limousine, They gave little 

The reasons for} Stolen Car Returned attention to any of their competi- 


iy he sity aoe. Af ter 11-Month Trip eThe was the era of some of the 


In its early dec- 

ades, the industry ATLANTA, — Southern Auto | greatest of European race drivers 

had no elaborate| Exchange welcomed home a car | and Hitler’s government scoured 

David 4. Wilkie proving grounds| stolen from its lot 11 months ago. | the continent to get them to drive 

and laboratories. Today it has test-| | An employe answered the tele- | German cars in races in various| Lead L-M Parts-Service Council 

ing facilities and installations phone and heard the caller say: | parts of the world. Chairmen for the Lincoln-Mercury Division's National Parts and Service Council are 

throughout the country with which| “You see that white car parked “With larger and more powerful | Leonard G. Reeves, center, parts manager, Kumpf Motor Car Co., Denver, and Robert E. 

it can work out engineering prob-| in front? Well, it’s yours.” Com- | cars, the Germans got their share| Adkins, right, service manager, Schaeffer Lincoln-Mercury, Mobile, Ala. They and 40 

lems more quickly and more thor-| pany officials said the car was in | of victories. Their departure from | other delegates from throughout the country were given plaques in recognition of 

oughly than can be done on any} good condition, although it had | the tracks on these occasions usu-| their contribution in furthering the advancement of parts and service sales and man- 
been driven many miles. ally was attended with as much| agement in the country. Presenting the plaques is Paul B. Hoffman, L-M parts and 


competitive track. 
The company-owned proving| - ceremony as was their arrival.” service manager. The group attended a national meeting in Detroit. 


grounds are “instrumented” far be- 
yond anything that could be found 
on any conventional] track. 

But the industry-operated 
tracks are almost always closed 
to the general public. Thus they 
offer nothing in the way of prod- 
uct promotion. And promotion is 
an indispensable necessity to this 

most highly competitive industry. 
} Racing has been “off limits” for 
the auto manufacturers for nearly 
four years. They agreed by resolu- 
tion in June of 1957 to deemphasize 
speed and horsepower in all their 
promotion activities. This banned 
manufacturer participation in pub- 
lic racing competition and curbed 
emphasis on speed and power in 
conventional advertising. 
* * * 
NEVERTHELESS, it would be 
inaccurate to say the manufactur- 
ers and many of their engineers do 
not have more than a casual inter- 
est in the so-called “stock-car” 
races, 
They are interested in the per- 
formance of the various makeg of 
cars — even if the modifications per dollar in 
made in the competing vehicles 
alter them substantially from the 
cars available on the dealer’s floor. 


ae sees ogee ore Digest 


the years is that the Indianapolis f 
Speedway which Carl G. Fisher 
built in 1909 originally was in- 
tended for “stock-car” racing. 
But speed soon became the main 


objective of the race sponsors 


and cars built primarily for speed 
per dollar in 


soon crowded standard models off 


“Arriving in this country,” 
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Each dollar you invest in the Digest lets you _ 
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the Speedway. 

An interesting thing about the 
Indianapolis Speedway, incidental- 
ly, is that the first 500-mile race 
run there in 1911 saw the introduc- 
tion of the first rear-view mirror. 
Ray Harroun, who won that event 
with a Marmon car, fastened a 
mirror to his entry to enable him 
to watch his fellow racers, 

* - * 

HARROUN COVERED the 500 
miles at an average speed of about 
74% miles an hour. The industry 
at that time had not heard of any 
such thing as a “horsepower race” 
like that which harassed the indus- 
try in 1955-56. rs 

The average speed at Indiana- 
polis did not get above the 100- 
mile-an-hour pace until 1925 when 
Pete De Paolo, driving a Duesen- 
berg Eight, covered the route in 
almost 3% minutes less than five 
hours. 

But there have been no restric- 
tions upon the auto industry’s 
suppliers. The makers of batter- 
ies, spark plugs, ignition har- 

nesses, generators and other ig- 
nition-system components along 
with tire and oil companies are 
participating heavily in stock-car 
and other races. 

Many of them, like Pure Oil Co., 


Engine Air Filter Catalog 


Available from Fram 
PROVIDENCE.—The annual en- 
gine air filter specifications catalog 
has been released by Fram Corp. 
The 44-page catalog includes 
complete size and performance 
characteristics of more than 125 
dry-type, pleated paper air filters. 
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21 Auto Firms 
Granted $942,500 
In SBA Loans 


WASHINGTON.—The Small Bus- 
iness Administration approved 350 
business loans totalling $15.6 mil- 
lion in January, compared with 389 
loans for $19.5 million in December 
and 250 loans for $11.8 million in 
January, 1960. 

The January, 1961, figure includ- 
ed 21 loans to automotive firms 
totalling $942,500. There were seven 
direct loans amounting to $229,000 
and 14 participation loans which 
totalled $713,500, 

In a direct loan, the SBA ad- 
vances the entire amount. In a par- 
ticipation loan, the SBA advances 
an amount which the borrower is 
unable to obtain locally. 

January’s largest transaction in 
the automotive field involved S. A. 
Shenk & Co., Columbus, O., which 
buys and sells surplus car and 
truck parts. The firm, which em- 
ploys 141 persons, will receive $300,- 
000 on a participation basis. 
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Styling Citation— 


Accepting the Fashion Foundation of 
America award made to the Renault Cara- 
velle at the New York International Auto- 
mobile Show is Vincent P. Grob, right, 
general manager of Renault, Inc. Caravelle 
received the award for “outstanding in- 
dividual design and styling."" Making the 


How They're Pushing Sales ... 


Dealer Ad Ideas 


Home of the Braves 


_—— Pontiac, Atlanta, is stag- 
ing a new promotion during 
March. Customers are invited to 
“Taber’s Teepee” at 3264 Peachtree 
Rd., to take a demonstration ride 
with one of Taber”s “braves.” After 
the ride they register for a draw- 
ing on March 31 for 10 six-foot 
rabbits and 10 Yogi Bears. 

Two new salesmen, with over 10 
years’ experience selling automo- 
biles in Atlanta, have joined the 
Taber staff. They are Arthur Jacobs 
and E. L. Colwell. 

* 


a. 


‘Black Box’ Gets Prospects 
ALESMAN DON GEHRMANN, 
Holden and Mundy (Dodge), 

Dover, Del., has found an inexpen- 

sive answer to the problem of get- 

ting prospects into the showroom. 





board box, filled it with stones for 
weight and painted it black. He 
then put an all white miniature 
model Dodge Dart on top of the 


box. 


On the front of the box, Gehr- 
mann painted in white, “For a 
.” and in the 
lower, righthand corner he has an 
ample supply of his business cards, 


demonstration see .. 


which he replaces as required. 


To assure himself of truck pros- 
pects, he has pasted pictures of 
the Dodge Dart halfton pickup on 


the sides of the box. 

Gehrmann placed a number of 
his “black boxes” in various busi- 
ness establishments throughout 
the town, as well as in the deal- 
ership showroom. He has receiv- 
ed favorable comments from both 
customers and competitive sales- 
men on his idea. 


In second place was a $140,000] presentation is Robert Benney, 
participation loan to American|and foundation official, who announced| board box, a little paint and lots 
Truck Body Co., Inc., Martinsville, | that only one other car had been cited} Of imagination. 
in the 20-year history of the organization. 


Va. The firm has 28 employes. 


painter His answer consists of a card- 


compacts and other low-priced cars 


Automotive marketers use Reader’s Digest 
to reach their best prospects millions of extra times 


Every time an advertisement is looked at, 
it has a chance-to-sell. And there are huge 
differences in the numbers of chances-to-sell 
that an advertisement gets in leading maga- 
zines, according to nationwide research by 
Alfred Politz. For example, note the typical 
two-to-one spread in chances-to-sell to people 
in families whose latest car is a low-price make 
purchased new: 


ee) re 17,710,000 
BO MD vine canae sees 8,019,000 
In Life..... ae ener aa ced 8,334,000 
ee Ne 6,966,000 


The number of chances-to-sell to these prospects 
that you get per dollar with a 4-color page is 
illustrated at the left. 


And Digest readers are top-quality automotive 
prospects 

A typical Digest issue is read by: 

e Nearly 40% of the people in the upper-income 
third of the country. 

e Nearly 40% of the people in families that bought 
a new car within a recent 12-month period. 


e Almost half of all college graduates— people who, 
on the average, earn twice as much as grade school 
graduates. 


Whatever product you market, be sure you know 
your chances-to-sell to your own best prospects. 





What about TV? Because TV audiences have not 
been measured accurately for proven prospects for 
specific kinds of products, comparisons must be 
based on chances-to-sell to the entire audience. On 
this basis, a 4-color Digest page gives you 60,947,000 
chances-to-sell, or 1401 per dollar. TV provides 
only 17,419,000, or 613 per dollar (with a com- 
mercial minute on the average nighttime network 
TV program). 

“Double your 
chances-to-sell’’ 






State Farm Mutual 
knows how the Digest works with car owners! 


“We got a tremendous increase in reader: recognition,’ 
says this famous automobile insurance company. And it 
reports that its first Digest campaign sparked a 29% 
sales increase! 





The results, too, have been fav- 
orable. From this one simple pro- 
Gehrmann took a plain card-|motion, Gehrmann has gained a 
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number of sales and even more 
prospects. 


* 
Endsville ... 
“ST’S What’s Up Front That 
Counts,” ran the headline in an 
ad featuring a picture of the rear 
ends of a lineup of used cars at 
George Carroll Chevrolet, Inc., 
Dunn, N. C. 
‘If it hasn’t got it at both ends 
—it hasn’t got it,” the ad continued. 
The dealership assured readers of 
the ad that its used cars have “Top 
value at both ends and through the 
middle.” 


* * 


* * * 


Ancient Cars Lure Prospects 


UTO dealers in the Scranton 

area are attracting extra read- 
ership with an unusual device in 
the auto-ad section of the Scranton 
Times. 

Each week the newspaper spots 
a sketch of an old car in the center 
of a page of dealer display ads. The 
box is captioned: “How Well Do 
You Know the Old Cars?” 


Readers are invited to write down 
on a sheet of paper the name of 
the featured car and the year it 
was built. The answer is to be mail- 
ed or taken in person to one of 
the dealers with ads on the page. 


If the guess is correct, the con- 
testant will get a $50 discount on 
any car purchased, plus a set of 
theater tickets. 

Participating dealers include: 
Montclaire, Shorten, Kelly Motor, 
Rinaldi Motors, Calvey Motor Co., 
Zipay and Kelly Chevrolet. 

* * * 


‘Storewide’ Promotion 


ARRY DIMMITT, INC. (Chevro- 

4 let-Cadillac-Corvair), Clear- 
water, Fla., took a quarter-page ad 
in the Clearwater Sun to promote 
all departments of the dealership. 
The ad was unusual in that it ran 
the photo of each department man- 
ager over a March “special” featur- 
ed in each department. 

The theme of the ad was: “We 
still give the best deal in town. 
Macy’s does it! Gimbel’s does it! 
We do it too! Biggest volume, best 
products, lowest prices, happiest 
customers.” ‘ ‘ 

* 


‘March Madness’ 


A 1925 Chrysler roadster was dis- 
played beside a ’61 model dur- 
ing the “March Madness Sale” con- ~ 
ducted by the Chrysler dealership 
operated by S. L. Savidge jr., Salem, 
Ore. 

The car, which was borrowed 
from the Horseless Carriage Club 
of America, and March hares and 
balloons attracted heavy crowds 
during the promotion, Savidge said. 

* * * 


Green Pays Off 

— making green cars,” came 
a plea recently to George Rom- 

ney, president, American Motors 

Corp. 

A St. Patrick’s:..Day promotion 
between Mr. Autowash and radio 
station WPOP in Hartford, offered 
each owner of a green car a free 
car wash on the Irish holiday. 

Apparently there are a great 
many green Ramblers on the streets 
of Hartford because in a joint tele- 
gram to Romney, Warren Webber 
of Mr. Autowash and Phil Zoppi 
of WPOP pleaded: “Stop making 
green cars. You’re putting us out 
of business.” 

Perhaps the promoters would be 
safer to make next year’s offer 
apply only to orange cars. 

* * * 


Definition of Good Deal 


“ AT Makes a Good Deal?” 
Great Lakes Motor Corp. 
(Dodge), Buffalo, asked that ques- 
tion in a newspaper ad and then 
provided the following answer: 

“We're a little old fashioned on 

this subject—old fashioned to be- 

lieve in straight-forward presen- 
tation of truth and facts, 

“We think a good deal is one 
which gives you prompt, courteous 
attention to your automotive prob- 
lems, a first-quality product at the 
best possible price, good service 
from the day you buy it until the 
day you trade it in, coupled with 
absolute honesty throughout the 
whole transaction. 

“If you believe in these old fash- 
ioned principles, too, then drive out 
today. We’ll make the purchase of 
an automobile one of the most 
pleasant and rewarding experiences 
you’ve ever had.” 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Miami 


A total of 2,961 new cars were 
and Dade 
County in March, compared with | 


registered in Miami 
3,480 in February. 

By makes, registrations were: 
Chevrolet, 554; Ford, 317; Falcon, 
315; Rambler, 261; Corvair, 211; 
Oldsmobile, 131; Cadillac, 130; 
Volkswagen, 122; Pontiac, 115; 
Comet, 76; Plymouth, 65; Buick, 
60; Dodge, 59; Simca, 59; Valiant, 
58, Buick Special, 54; Tempest, 
48; Mercury, 38; Lancer, 34, and 
English Ford, 34. 

Lincoln, 30; Chrysler, 24; Austin, 
23; Studebaker, 23; F'-85, 22; Metro- 
politan, 14; MG, 13; Fiat, 12; Mor- 
ris, 11; Hillman, 8; Renault, 8; 
Imperial, 7; Mercedes-Benz, 6; 
Opel, 4; Sunbeam, 4; Porsche, 3, 
and miscellaneous, 8, 

New-truck registrations totalled 
282, compared with 265 a month 
earlier. They were: Ford, 136; 





Chevrolet, 85; International, 20; 
GMC, 16; Divco, 9; Dodge, 5; Volks- 
wagen, 3; Willys, 3; White, 2; 
Mack, 1; Reo, 1, and Hillman, 1. 
—Trescott GoopE 
ol * * 


Louisville 

New-car sales in Louisville total- 
led 1,361 in March, compared with 
782 in February. 

For the first quarter, the count 
was 3,217, compared with 5,418 in 
1960 and 6,161 in 1956. 

By makes, the March parade 
was: Ford, 391; Chevrolet, 376; 
Rambler, 105; Plymouth, 86; Pon- 
tiac, 74; Oldsmobile, 58; Comet, 
48; Buick, 37; Dodge, 35; Volks- 
wagen, 34; Cadillac, 26; Mercury, 
24; Chrysler, 13; Studebaker, 11; 
Renault, 10, and miscellaneous, 33. 

New-truck sales numbered 165, 
compared with 136 the previous 
month. By makes: Ford, 66; Chev- 





rolet, 53; International, 15; GMC, 
10, and miscellaneous, 21. 
—A. W. WILLIAMS 


* es * 

Houston 
March new-car registrations in 
Houston totalled 4,637, compared 


with 4,035 a month earlier. 

By makes, they were: Chevrolet, 
1,088; Ford, 533; Falcon, 358; Pon- 
tiac, 209; Oldsmobile, 169; Corvair, 
167; Rambler, 167; Volkswagen, 
158; Buick, 141; Comet, 138; Cad- 
illac, 103; Tempest, 83; Plymouth, 





Ford’s Bridge Retires 


TORONTO. — Robert S. Bridge, 
vice-president for manufacturing, 
Ford Motor Co. of Canada, has re- 
tired after 40 years in the indus- 
try. He worked with General Mo- 
tors and Chrysler Corp. in the 
United States before joining Ford 
of Canada in 1946. 
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82; Dodge, 54; Buick Special, 52; 
Valiant, 52; Chrysler, 50; F-85, 43; 
Lancer, 43; Mercury, 38; Stude- 
baker, 34, and Renault, 24. 

Hillman, 22; Vespa, 21; Lincoln, 
18; Metropolitan, 12; Mercedes- 
Benz, 9; Peugeot, 9; Fiat, 8; 
Volvo, 8; MG, 7; Opel, 7; Willys, 
7; BMW, 6; Triumph, 5; Austin- 
Healey, 4; Imperial, 4; Sunbeam, 
4; English Ford, 3; Jaguar, 3; 
Vauxhall, 3; DKW, 2; Goggo- 
mobil, 2; Morris, 2; Simca, 2, 
and miscellaneous, 2. 

New-truck registrations, mean- 
while, rose to 681 from 543. By 
makes, they were: Chevrolet, 311; 
Ford, 206; International, 51; GMC, 
49; Dodge, 22; White, 10; Volks- 
wagen, 8; Willys, 8; Mack, 7; Stude- 
baker, 5; Datsun, 2; Autocar, 1, 
and Renault, 1. 

—Ruvusy FENOGLIO 
* * * 


Youngstown, O. 

New-car registrations in Mahon- 
ing County (Youngstown), O., to- 
talled 914 in March, compared with 
500 in February and 1,371 in March 
a year ago. 

By makes, registrations were: 
Chevrolet, 189; Ford, 165; Pon- 
tiac, 82; Dodge, 71; Rambler, 60; 
Corvair, 53; Buick, 47; Falcon, 









gpelpsive 


Versatile, all-new Air 

Size 407 with 54” Drive 
spins out cover bolts with 
help of angle attachment. 


I-R’s(jSTEEL HAMMER CASE 
... lakes bumps in stride! 


Adjustable 


throttle valve provide full power range with 
complete control. 


Built-In Air Control. No external regulator. 


6-Vane Air Motor. Compare a “‘six” with a 
“four” ... you get greater power, smoother 
operation, higher starting torque. 


“Cuss-Proof” Socket Retainer. Sockets can’t 
fall off, but strong, spring-held retainer can 
be easily replaced. 


“2-Pack’’ Construction. Either the impact 
mechanism “‘pack” or the motor “pack” can 
be serviced individually.. 


trigger stop and air-balanced 


Sa Electronic Precision. Special electronic equip- 


ment double-checks machined parts for per- 
fect mating of all surfaces and bores. 


208A-18 








Designed for a lifetime of service! Even with 
the roughest treatment, you can’t break it. 
Made of special heat treated alloy steel, this 
exclusive Ingersoll-Rand feature on the Size 
407 protects the hammer mechanism from 
sharp blows, yet is lightweight for easy 
handling. Look for red @ ball extras like 
this before you buy! 


best design—biggest line 
look for the red @ ball extras 


Ing ersoll-Rand 


11 Broadway, New York 4,N. Y. 




















43; Oldsmobile, 34; Plymouth, 33; 
Mercury, 26; Comet, 24; Cadillac, 
23; Chrysler, 20; Volkswagen, 14; 
Valiant, 11; Studebaker, 8; Lin- 
coln, 4, and miscellaneous, 10. 
Used-car gales totalled 1,733, com- 
pared with 1,154 a month earlier 
and 2,228 a year earlier. 
New-truck registrations totalled 
79, compared with 57 in February 
and 142 in March, 1960. By makes, 
they were: Ford, 30; Chevrolet, 21; 
GMC, 10; International, 5; Mack, 
4; White, 2; Reo, 2; Dodge, 1; 
Volkswagen, 1; Willys, 1, and mis- 


cellaneous, 2. 
* * * 


Sioux City, Ia. 

March new-car registrations to- 
talled 236 in Sioux City, compared 
with 194 a month earlier and 315 a 
year earlier, 

By makes, registrations were: 
Chevrolet, 78; Ford, 65; Ram- 
bler, 12; Buick, 11; Oldsmobile, 

11; Pontiac, 11; Plymouth, 10; 
Cadillac, 8; Dodge, 7; Comet, 5; 
Mercury, 5; Volkswagen, 5; 
Chrysler, 1; Lincoln, 1; Studebak- 
er, 1, and miscellaneous, 5. 
New-truck registrations number- 
ed 32, compared with 35 in Feb- 
ruary and 41 in March a year ago. 
By makes: Chevrolet, 11; Ford, 10; 
International, 7; GMC, 2; Divco, 1, 


and Willys, 1. 
* * * 


Cleveland 

A total of 6,950 new cars were 
registered in the Cleveland area in 
March, compared with 4,306 in 
February and 8,247 in March a year 
ago. 

Corvair took over first place in 
the compact-car field for the first 
time since its introduction, while 
the standard Chevrolet continued 
to dominate its field. 

By makes, registrations were: 
Chevrolet, 1,595; Ford, 1,077; Pon- 
tiac, 512; Oldsmobile, 436; Corvair, 
396; Falcon, 394; Buick, 389; Ram- 
bler, 363; Comet, 337; Dodge, 310; 
Cadillac, 173; Mercury, 165; Plym- 
outh, 162; Valiant, 159; Volkswagen, 
127; Chrysler, 115, and Studebaker, 
60. 

Fiat, 36; Renault, 28; Lincoln, 25; 
Opel, 12; Triumph, 9; Checker, 7; 
Austin, 6; MG, 6; Imperial, 5; Mer- 
cedes-Benz, 5; Metropolitan, 5; 
Porsche, 5; Volvo, 5; Saab, 4; Cit- 
roen, 3; English Ford, 3; Hillman, 
3; Jaguar, 3; Lancia, 2; Peugeot, 2, 
and miscellaneous, 6. 

New-truck registrations number- 
ed 455 in March, compared with 
268 a month earlier and 513 a year 
earlier. By makes: Ford, 169; Chev- 
rolet, 109; International, 36; GMC, 
35; White, 27; Willys, 21; Dodge, 
20; Corvair, 16; Falcon, 7; Volks- 
wagen, 5; Divco, 3; English Ford, 
2; Studebaker, 2; Diamond T, 1; 
Mack, 1, and Reo, 1. 

—SANFORD MARKEY 


Wise Decisions 
In Credit Deals 
Urged by MEMA 


NEW YORK.—Stressing the ne- 
cessity of wise decisions in credit 
deals, the Motor and Equipment 
Manufacturers Assn. noted that 
there were 61 failures in its field 
last year with dollar losses of 
$4,648,010, compared with 17 fail- 
ures and losses of $368,024 in 1959. 

“The credit executive of today,” 
MEMA said, “must call more and 
more on his wisdom and skill to 
protect the best interests of his 
company. 

“His collection efforts require 
more time and effort; dunning let- 
ters in some instances have had to 
be replaced by personal contacts, 
and he must cope with more varied 
requests for payments from cus- 
tomers on a basis inconsistent with 
established terms of sale. 

“There are more requests for ex- 
tended terms on replacement or- 
ders and a variety of other appeals 
to help out a customer feeling the 
pinch of existing conditions, 

“And so it is apparent that the 
cycle has come round again and 
there is need for that judgment 
and that wisdom — sometimes at 
the expense of the sell-sell-sell for- 
mula. 

“It is axiomatic that we need 
sales, but there are times when 
sales personne] should understand 
that the growth pattern can work 
an injustice to the customer and 
be a reflection on their own com- 
pany.” 
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Sell an Extra Car... 


DETROIT. — The nation’s top 
Plymouth salesmen promised to do 
their dit to lift the economy out of 
the recession and they are deliver- 
ing on their promise. 

When the 140-member All-Star 
Salesmen Club’s Diamond Chap- 
ter had its award trip to San 
Francisco, the salesmen decided 
to pledge to sell one more car 
than normal in the two weeks 
after the trip. 

They sent President Kennedy a 
telegram, telling him of their plan 
to put the recession on the run. 
Many of the salesmen have already 
fulfilled the promise. 

Here is a sampling of salesmen’s 
comments on how they carried out 
the plan: 

Buddy Graham, Bill Scott Co., 
Charlotte, N. C.; “A good night’s 
sleep revitalized me from our cross- 
country plane trip. Early the next 
morning, I got right to work sell- 
ing my ‘extra’ Plymouth. I called 
every prospect who had previously 
turned me down. Two days later, I 
made a straight sale to a former 
Plymouth owner... now I’m work- 
ing on number two.” 


H. Baumbach jr., Pepper Auto 
Sales, Inc., Syracuse; “I used 
some basic selling to make that 
extra sale for the President. First, 
I compared Valiant features 
against other compacts, then I 
gave a demonstration ride ... 
that really sold him.” 


Sid Shapiro, Leon Shapiro Motor 
Sales, Oswego, N. Y.; “I sent cards 
to over a hundred prospects while 
in San Francisco, Then I phoned 
the best ones when I got back. The 
ecards got their interest. The calls 
brought some in, and a demonstra- 
tion wrapped one up.” 

B. H. Sherwin, Rink Bros., Brad- 
ford, Pa.; “Besides calling my hot- 
ter prospects, I needled my ‘bird- 
dogs’ toward better effort. Result, 
one sold and two on the line to 
date.” 

Roger Boillin, Phil Rauch, Inc., 
North Hollywood, Calif.; “I enthusi- 
astically endorsed the Diamond 
Club resolution and, within three 
days after my return from San 
Francisco, I sold three cars—a 
Chrysler, Plymouth and Valiant. I 
have discussed the need for activat- 
ing sales, to help boost the econ- 
omy, with many of our prospects.” 

S. E. Slade, Norris-Byrd, Inc., 

Lumberton, Miss.; “What we 
promised the President, I meant 
in fact. I just sold a new Plym- 
outh to a man whom I had to 
follow to the hospital to get the 
final papers signed,” 

V. L. Ward, Poe Motor Co., North 
Little Rock, Ark.; “Went right out 
after the wire was sent and called 
a prospect in Little Rock ... had 
the sale waiting when I got back 
... things are really looking up.” 

Everett Ryland jr., newly elected 
president of the Diamond Chapter, 
Pearce Motor Co., Alexandria, La.; 
“We came away from San Fran- 
cisco determined to live up to our 
promise to the President of the 
United States and we will. Sure it 
took a couple of days to get back 
to work after all of the wonderful 
times in San Francisco but once 
back on the job all of the spirit 
and determination mustered in San 
Francisco came back and I started 
to sell cars ... the third day back 
I sold my first one and have several 


N. Carolina Assn. 


Convenes April 30 


RALEIGH, N. C.—The 26th an- 
nual convention of the North Caro- 
lina Automobile Dealers Assn. will 
be held April 30-May 3 at the Caro- 
lina Hotel in Pinehurst, according 
to Bessie B. Ballentine, executive 
secretary. 

She said more than 600 dealers 
are expected to attend. 

Officers of the association for ’61 
are: C. W. Wickham, Tarboro, pres- 
ident; Rupert E. Atkins, Raleigh, 
vice-president; W., A, Raney, Wil- 
mington, secretary; Horace G. 
Iiderton, High Point, treasurer, and 
T. A. Williams sr., Greensboro, dir- 
rector for the national association. 


Salesmen Fight Recession 


that will close this week, My deep- 
est regret is that all Plymouth 
salesmen couldn’t go to San Fran- 
cisco,” 

W. H. Kepler, Halvorsen Motors, 
Bremerton, Wash.; “I sold a 1961 
Plymouth Fury four-door hardtop 
to a customer who was happy to 
be a part of this program. It might 
have been the beautiful interior or 
the program but I received great 
pleasure in the sale because the 
customer was considering the pur- 
chase of a new Pontiac until] I told 
him of the telegram.” 

Glenn E. Phillips, Imperial 
Motor Co., Anchorage, Alaska; 
“As soon as I returned from San 
Francisco, I got on the phone and 
went through the book calling 
people, explaining the resolution, 
and working for a sale, I kept 
this up until I sold the car.” 

Lloyd F. Cole, Cole Motors, Shel- 
by, Mont.; “Today I sold the car 
for President Kennedy. I have 


It wraps up 
new car 
sales! 


VALVOLINE Guaranty 
NOW! 3 YEARS 









worked on this sale since my return 
from San Francisco, The enthusi- 
asm generated from the meeting in 
San Francisco was tremendous and 
has really made selling easier since 
my return. I am going to see to it 
that I make the meeting again next 
year.” 

R. T. Jones, Roy Burnett Motors, 
Inc., Portland, Ore.; “This was a 
cold turkey sale. I started calling 
on business establishments until I 
found my man. Each person I con- 
tacted I explained the program to 
and the buyer thought it was a 
fine idea.” 

Bruce G. Fett, Jensen Motor 
Co., Audobon, Ia.; “The idea ex- 
pressed in the resolution was COME IN & DEAL TODAY 
very worthwhile. As a result of 
putting out that ‘extra effort,’ I 
sold three units this week.” 

W. J. Hopwood, Fidelity Motors, 
Enid, Okla.; “I sold a new Fury 
as a result of the resolution to the 
President. I came home all fired up 
and still am, The resolution was a 
great idea.” 

Gene Aegerter, Herpolshimers, 
Seward, Neb.; “I sold an extra car 
and am not going to stop at one, 
I’ve quit talking about the reces- 
sion. Now I’m going to do some- : 
thing about it. I’m also going out| partment was renovated, new offices were added, a product sign was erected and a 


to win the trip again next year.” | lighted valance for advertising was installed. 
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OWEN EARICY 


‘Dealer Remodels Building— 


Owen Faricy Motor Co. (Rambler), Colorado Springs, has remodeled its building, 
including a new exterior and interior. The showroom was enlarged, the service de- 
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Offer your customers the Valvoline Guaranty—and here’s what 
you will get in return: 
@ It will help you sell more new cars. 


e@ You'll get without cost an outstanding follow-up system 
handled entirely by Valvoline. 


e@ You'll get powerful sales aids that won't cost you one penny! 
@ It will help your service department profits keep pace with your 
booming new car sales. 


Get in on this profit-proved Valvoline Guaranty! For more details, 
call your Valvoline distributor, or contact Valvoline direct, today. 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 


Refinery — Freedom, Pennsylvania e Home Office—Ashland, Kentucky 
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Grants totalling $740,900 were 
made by the Automotive Safety 
Foundation last year to promote 
safe and efficient highway trans- 
portation, J. O, Mattson, president, 
announced. 

Mattson outlined the foundation’s 
activities in his annual report to 
the more than 600 companies and 
industry associations which finance 
the organization’s research and ed- 
ucational programs. 

Since 1937, when the nonprofit 
organization was incorporat- 
ed, nearly $23 million has been 
turned over to the foundation to 
finance its staff and public service 
activities. 

Last year’s grants to 25 educa- 
tional institutions and .service or- 
ganizations bring the total amount 
appropriated by the foundation to 
$11.7 million. 

Mattson noted in his 1960 report 
that one of the larger grants went 
to the National Safety Council to 
finance the Annual Inventory of 
Traffic Safety Activities in which 
49 states and 1,200 cities submitted 





Highways & Safety 
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reports of their safety programs 
for analysis and comparison with 
inventory standards, 

Other grant recipients included 
the American Municipal Assn., 
Auto Industries Highway Safety 


Committee, American Bar Assn., 
Yale University Bureau of High- 
way Traffic, National Congress of 
Parents and Teachers, Northwest- 
ern University Traffic Institute and 
the President’s Committee for 
Traffic Safety. 

* * * 
Conclave Asks Development 


Of Driving Simulators 


The development of a variety of 
driving simulators to pretest high- 
way designs and traffic control de- 
vices is of high priority in the field 
of highway research, a conference 
of highway officials and research 
scientists has concluded. 

Such systems should be develop- 
ed as quickly as practicable, the 
National Conference on Driving 
Simulators concluded after three 
days of discussion to avoid “im- 


LET US SHOW YOU HOW MUCH FASTER YOU CAN INSTALL 





bedding in concrete” possible er- 
rors in design which could subse- 
quently prove to be inefficient or 
even remotely dangerous to motor- 


ists. 
* 


Cornell Aero Lab 
Tells Results of 
Tire Skid Tests 


Results of tire skid tests on wet 
pavements which may some day 
help highway engineers build safer 
roads have been released by Cor- 
nell Aeronautical Laboratory, Inc., 
Buffalo. 

Taken into consideration were 
the age of the highway surface, 
amount of traffic, temperatures and 
other conditions affecting pave- 
ments tested in 19 states from New 
York to California. More than 400 
tests Were conducted. 

A paper by CAL Engineer Wil- 
liam Close disclosed these findings: 

Newer pavements offer better 
skid resistance than older ones. 
Data shows that the concrete sur- 
faces have higher average friction 
coefficients than other types of 
pavements tested. 

Pavements show less skid resist- 


that slips in faster, connects up easier. For instance, one 












value for the CAL tests was 0.43, 
about half of that which might be 
obtained from the same tires on 
the same roads i —? were dry. 


Traffic Deatlis 
=| For Two Months 
| Hit 11-Year Low 


Motor vehicle deaths for the first 
two months of 1961 reached an 11- 
year low, the National Safety 
Council reported. 

The two-month toll of 4,970 show- 
ed a 5-percent reduction from the 
5,250 deaths recorded for a com- 
parable period in 1960 and was the 
lowest since 1950, when 4,719 per- 
sons were killed in the comparable 
period. 

“It must be pointed out,” said 
Howard Pyle, president of the 
council, “that severe snowstorms 
on the Eastern Seaboard in Jan- 
uary contributed to this low toll. 
We are nonetheless gratified by the 
reduction in fatalities, and we hope 
the trend continues during the 
more favorable driving weather.” 

Traffic fatalities in February to- 
talled 2,320. This was 2 percent 
lower than the 1960 toll of 2,370, 
and the fourth consecutive month 
to show a decrease over the same 
month a year earlier, the council 
reported. 


Seat Belts Rated 
At 5,000 Pounds 
Urged by Doctor 


An automobile seat belt should be 
able to handle a 5,000-pound load, 
says Dr. Horace E. Campbell, Den- 
ver, writing in the Journal of the 
American Medical Assn. 

Belts used in military aircraft 
have an 8,000-pound rating, he said, 
while the standard of the Society 
of Automotive Engineers is 4,000 
pounds. 

But any belt is better than none, 
said Campbell, noting that belts 
with lighter capacities can “save 
many lives by holding the motorist 
in his seat in the relatively low- 
speed intersection crashes in town, 
prevent his ejection from the car 
and prevent the many deaths that 
occur after ejection by lethal blows 
on curbs or trees or by being run 
over by his own car or other cars 
at the scene.” 

Campbell continued, “The crying 
need, now that seat belts are be- 
coming more widely accepted, is for 
a good cnergy-eheorbing bumper.” 
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Hitting the Brakes— 


Tire-skid tests were conducted by the 
Cornell Aeronautical Laboratory, Buffalo, 
with this truck and specially built trailer. 
At frequent intervals, the driver applied 
the trailer brakes, at the same time spray- 
ing water from tanks on truck to the road 
in front of the skidding tires. Weight car- 
ried by trailer wheels was similar to that 
on the rear wheels of a conventional auto. 
Meters in truck cab recorded test data. 

. 8 & 


ance to vehicles travelling at high- 
er speeds. 

Materials used in the construc- 
tion of pavements affect their skid 
resistance, as do the methods used 
to finish some surfaces, 

The average friction coefficient 





Road Planning, 
Urban Renewal 


Linked by U. S. 


Machinery has been set up to 
spur joint planning of highways 
and urban redevelopment in met- 
ropolitan areas, it was announced 
by Secretary of Commerce Luther 
H. Hodges and Housing Adminis- 
trator Robert C. Weaver. 

Direction of the program will be 
undertaken jointly by the Depart- 
ment of Commerce and the Hous- 
ing and Home Finance Agency 
(HHFA), in cooperation with state 
and local bodies. 

A policy-making Joint Steering 
Committee has been set up and is 
already at work. 

The program will be carried out 
in urban areas where local and 
state bodies are prepared to estab- 
lish coordinated planning that will 
embrace both highway and general 
urban plans, such as land use con- 
trols, community facilities, and 
housing and other growth. 


wire synchronizes dial light with dashboard dimmer, on 


A STROMBERG-CARLSON CUSTOM AUTO RADIO 
Here’s our claim. Stromberg-Carlson custom auto radios 
are the easiest and fastest to install on the market... 
really slash your “get-ready” costs... sweeten your profit 
on every set sold. 

Make us prove it—right in your own shop. Let Stromberg- 
Carlson arrange a speed trial, using your own people, 
staking our radios against anyone else’s. And we’ll take 
on all comers! 

There’s nothing up our sleeves. The Stromberg-Carlson 
engineers have simply designed a trim, compact auto radio 


most models. No time-consuming modifications are needed 
to trip the front and rear deck antennas. There are simple, 
built-in connections for the rear deck speaker. 

and to learn all about the incom- 
parable tone and quality of Stromberg-Carlson custom 
auto radios, about the sales power of a high-prestige radio 
backed by a generous warranty, and about the 
Service Program for auto radio owners — write: 
Commercial Products, Box BC-3, 1404 North Goodman 


To arrange a trial... 


trip” 


Street, Rochester 3, N. Y. 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 


a oivision ofr GENERAL DYNAMICS 


This will be done initially on an 
experimental or pilot basis, from 
which procedures will be worked 
out for general application. 

* * * 





N. C. County Launches 


Seat-Belt Campaign 

A campaign to put safety belts 
in every Buncombe (N. C.) County 
car was launched recently, Health 
and safety leaders met in the of- 
fice of Dr. H. W. Stevens, county 
health director, at the courthouse 
in Asheville to form a Committee 
on Safety Belts for Automobiles, 

The committee laid plans for a 
countywide campaign which Stev- 
ens said will include educational 
efforts through employe groups, of- 
ficial agencies and civic and pro- 
fessional groups. 
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Geared to Actual Sales ... 





New System Improves 
Parts Stock Control 


| gree parts inventories and un- 
balanced stocks that often re- 
sult in loss of customers or loss of 
time in the shop continue to plague 
most car and truck dealers. They 
are afraid to reduce their high 
stocks for fear they will not have 
either a sufficient supply of the fast 
moving parts that are needed in 
their shop work or that needed 
part that creates a “car down” 
problem. 

Yet, under a new system created 
by Automated Systems Internation- 
al, Inc., these problems practically 
disappear due to the fact that or- 
dering of replacement parts is con- 
trolled by actual sales. 


This new system takes the 
place of the “fixed guide figure” 
theory of control based on past 
history of the parts department 
and substitutes a control on 
which sales trends are calculated 
and the stock level is reported in 
days supply for each active item. 
It features a prepared, ready to 
review and submit stock order 
based on current conditions with 
a tremendous saving in book- 
keeping and card record keeping. 
In dealerships where it has been 
functioning for six months or more, 
this invariably results in the parts 
manager doing a better job of parts 
inventory control with less help. 

Oo * k 


_* dealers and their parts 
men, do not realize the extent 
of unbalance and over-supply they 
have in their parts stocks until 
they find that they are carrying 








thousands of dollars worth of ob- 
solete parts as live inventory. 

Nor do they realize the amount 
of capital they have tied up in 
these obsolete and slow moving 
parts that could be used to a much 
better profit advantage in other 
phases of their business. 

Typical examples of the 
amount of unbalance in average 
dealer parts stocks are revealed 
below from records of dealerships 

(Continued on Page 22, Col, 1) 








Fledgling Mechanic— 


another Plymouth 
“Trouble-Shooting” contest winner, is in 
his 22nd week as an apprentice mechanic 
at Gates Motors, Inc. (Chrysler-Plymouth), 
Indianapolis. 


Danny Lee Radish, 


21 


Meehanie Recruits 


Ready to Harvest 
From Tech Schools 


_ the next two months, 
thousands of young men who 
have had from two to four years 
of automotive-service training in 
vocational schools will be gradu- 
ated. Only a small percentage, 
however, will find jobs and con- 
tinue to work in automotive service. 

This is due to the fact that 


ASIA Plugs for Inspection Laws 


HICAGO. — The Automotive 

Service Industry Assn, has 
launched a program to urge pas- 
sage of vehicle inspection laws in 
the 32 states which do not have 
them. 

At an all-day meeting here of 
the ASIA Safety Committee, the 
outline of a broad program of ac- 
tion was laid down. It will imple- 
ment the association’s resolution 
passed at its last convention call- 
ing for state vehicle inspection, 

Highlights of the program 
clude: 

1. The committee will establish 
liaison with other national groups 
engaged in promoting highway 
safety. 

2. ASIA will appoint safety com- 
mittee chairmen in those states not 
having vehicle inspection. 

3. A comprehensive public rela- 
tions and publicity campaign will 


in- 


Backshop 


... by Jack Weed 


Attitude Plus Skill 


PROMOTER on the West Coast 

has launched a program to pro- 
mote “certification” and establish 
a professional status for automo- 
tive repairmen through a program 
called the Auto Tradesman Pro- 
gram, in which every mechanic 
must pass an examination before 
he can be qualified to hold a me- 
chanic’s certificate. 


“Professional status for members 
of the industry is past due, and its 
(the ATP certification) advantages 
should be obvious to everyone,” 
says a spokesman. “This will si- 
lence a growing movement to reg- 
ulate the industry through govern- 
ment control.” 

While it is true that many in 
the industry have wrestled with 
the problem of how to separate 
the good mechanics from the bad 
and like all of us have watched 
helplessly while hacks claiming 
to be mechanics do irreparable 
damage to the reputation of the 
skilled tradesman, no one seems 
to have come up with the basic 
answer as to how to incorporate 
proper attitude with skill to pro- 
duce the type of mechanic who 
takes pride in his work. 

All the training in the world, all 
the incentives that can be incor- 
porated in a program go out the 
window when pride of workman- 
ship is missing. 

Charlie Eilert, of Gates Motor, 
Indianapolis, who has made great 








strides in his attempt to indoc- 
trinate young vocational school 
graduates into a dealership shop, 
portrays the industry problem 
when he says: 

“T have spent more time and 
worry trying to replace mechanics, 
and then have my efforts blown 
skyhigh. I normally have to hire 
five so-called mechanics in order 
to get one that is acceptable to our 
organization.” 


Offers to Help 


ae organizations have gotten 
into the act of trying to aid 
dealers and independent shop op- 
erators in their endeavors to find 
a source of good mechanics. Every 
time such an organization comes 
out with a story playing up the 
shortage of mechanics they are de- 
luged with mail from the “hacks” 
who say they have been out of 
work and can’t get a job: “What 
do you mean there’s a shortage of 
auto mechanics?” 

On May 25, a mechanic study 
group under the sponsorship of the 
Automotive Service Industries 
Assn. and headed by Mel Turner 
will meet in Detroit for the second 
time this year in an endeavor to 
formulate some program that will 
channel better and more skilled 
men into the retail automotive in- 
dustry. 

In about two months thousands 

of aggressive boys who have had 

(Continued on Page 24, Col, 1) 
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be formulated on the national and 
local levels. 

L. S. Hollins, president of Sig- 
nal-Stat Co., Brooklyn, reviewed 
the factors involved in getting 
state approval of vehicle inspec- 
tion and the problems facing the 
states not having such laws. 

Hollins said the automotive serv- 
ice industry has already contrib- 
uted much toward reducing traffic 
accidents. He said that the indus- 


Spring Is Time 


To Tap Extra 


‘Work for Shop 


CROSS America it’s spring, it’s 

changeover time, it’s Safety 
Check time and it’s the time when 
every franchised dealer should take 
advantage of the opportunity to 
build up a file of the needed serv- 
ices of his customers and other 
owners in his service area. 

Far too many dealers have lit- 
tle or no idea of the amount of 
needed service work that is lo- 
cated within a few blocks of their 
shop which could be tapped to 
fill the empty stalls on those slow 
days that come to every service 
shop. 

Many dealers will be doing their 
part to make this country a safer 
place in which to drive by joining 
the Auto-Industries Safety Check 
campaign this spring but most will 
only do the “chart” checks that 
spell out the 10 safety points of the 
national] effort. 

.* * * 


Beans also will be offering 
spring “get-ready-for-summer” 
specials where they will drain the 
radiator, check the hoses and per- 
form the customary spring change- 
over services. 

It wouldn’t cost much more to 
do a thorough analysis on every 
car that comes in for either the 
safety check or the spring spe- 
cial. In fact, work that will nor- 
mally fall in the shop’s lap from 
either of these two programs can 
carry the cost of doing a more 
thorough job, 

Right front wheels could be 
checked for brake lining wear and 
the condition of the wheel cylin- 
ders. One prominent brake-tool 
maker who collected data on thou- 
sands of such checks found that 
one out of every seven front wheels 
pulled resulted in a brake reline 
job. 

Smart dealers, interested in keep- 
ing their shop full of business all 
of the time and their mechanics 
fully employed, will set up records 

(Continued on Page 27, Col. 1) 
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try has made available safety prod- 
ucts not considered proper for 
standard equipment until the mo- 
toring public demanded them 
“after our segment of the industry 
created the demand.” He added: 
“There was much praise for 

those who dared face the ridicule 
of talking ‘safety’ when the word 
was considered a dirty word ,. . 
for let me remind you that it 
was our segment of the industry 
that introduced and promoted 
the windshield, the bumper, the 
headlight, the taillight, the horn, 
the windshield wiper, the motor 
meter, turn signals, and many of 
those items without which no ve- 
hicle is considered complete 
today. 

“Highway safety has been, and 
continues to be, our business.” 


In Texas Dealership... 


Quick Service Pays Off 


By William Stone 
Staff Correspondent 


ORT WORTH.—“With the func- 

tioning of our recently institut- 
ed quick-service department, we 
feel we are in a better position to 
retain old customers and attract 
new: ones for service and _ sales,” 
said A. H. Lightfoot, president of 
Texas Motors (Ford). 

Under the arrangement, minor 
repairs and service requiring 
about 15 minutes are assigned 
short line mechanics who do the 
work on a first come, first served 
basis. For the time being, two 
have been detailed for this work. 
Additional mechanics are to be 
used if needed. 

Because of the complexity of to- 
day’s cars and the challenging 
problems encountered in quick- 

service work, mechanics assigned 
must be outstanding men. 
* * * 
~ DISCUSSING the plan, Robert 

T. Blanks, service manager, 
said: 

“We felt we were losing the serv- 
ice work of some of our long-time 
customers, As an example, driving 
in with a small job about 9 a.m., 
they would be told the car would 
be ready at 4 p.m. because of the 
work load. Many wouldn’t wait be- 
cause they needed the car that day. 
Saying they would return, they 
would leave and that was the last 
we'd hear of them, 

“After this occurred about 
three times in succession, we lost 
the individual not only as a serv- 
ice customer but as a new and 
used-car prospect. 

“By not being in the position to 
do his work promptly, we had 
diverted him to the shade-tree 


until only recently, there has 
been little or no attempt by ei- 
ther the manufacturers or the 
dealers to develop a bridge that 
will take the vocational student 
to the point where he can be 
looked upon as a journeyman 
mechanic. 

Charlie H. Eilert, service director 
for Gates Motors, Inc, (Chrysler- 
Plymouth), Indianapolis, seems to 
have been successful in building 
such a bridge. 

Eilert selected two winners in 
the Plymouth “Trouble-Shooting” 
contest last year and brought them 
into his shop. For the first week 
or two, he and his shop foreman 
spent as much time as _ possible 
showing these boys how to do some 
of the simpler services the way 
they wanted them done. 

Then they started giving the 
boys that type of job, warning 
them to take it easy and to do 
every job right and not to say a 
job was completed until they were 
sure it had been done to the best 
of their ability. 

The boys work at these jobs four 
days a week and draw regular pay 
for the work they turn out. Then 
if the shop is not too busy, the 

(Continued on Page 26, Col, 1) 





mechanic whose work standards 
aren’t always of the highest. 
* * * 


—_— the functioning of our 
quick-service department, we 
have reduced the chances of losing 
customers to shops which could 
promise More prompt service. 

“Minor jobs which we do imme- 
diately are headlight, brake, car- 
buretor and ignition adjustment, 
replacing windshield wipers, muf- 
flers, tailpipes and sparkplugs, 

“This is done on a first come, 
first served arrangement and the 
customer is told the approxi- 
mate time he will have to wait. 
He pays no premium for prompt- 
ness. In no event is the waiting 
time longer than an hour, 

“While the vehicle is being re- 
paired, the customer is invited to 
our waiting room, Chairs, divans 

(Continued on Page 22, Col, 5) 


Big Minn. Show 
Slated Next Week 


INNEAPOLIS. Demonstra- 

tions and exhibits by close to 
100 manufacturers are planned for 
a service exposition and clinic 
April 27-29 at the Minneapolis Au- 
ditorium. 

A highlight of the exposition will 
be the analysis and repair of new 
automatic transmissions ky a team 
of Borg-Warner specialists, ac- 
cording to Sylvan Mack, M & L 
Motor Supply Co., St. Paul. Mack 
is president of Upper Midwest Job- 
bers, sponsor of the clinic. 

Assisting him with arrangements 
are Morgan Potter, vice-president 
of Marquette Mfg. Co.; L. C. Gehr- 
ing, secretary of Upper Midwest 
Jobbers, and H. H. Cory, clinic 
manager. 
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Geared to Actual Sales... 





New System Improves 
Parts Stock Control 


(Continued from Page 21) 


in widely separated areas, These 


cases were: 


Total stock inventory Obsolete and 


oversupply 
Dealer 1—$162,653 $105,000 
Dealer 2—$138,051 $ 40,935 
Dealer 3—$ 40,833 $ 17,314 
Dealer 4—$ 21,240 $ 11,902 
Dealer 5—$ 53,197 $. 23,694 


What was accomplished by in- 
stituting the new system and guid- 
ing purchases by actual sales is 
shown in the next three examples: 

The slow moving parts in a deal- 
er’s stock of $94,546 was reduced 
after four years to $27,671; a stock 
of $73,854 was cut in two years to 
$21,816, and a stock of $89,890 was 
cut in two years to $27,430. 

oe * * 


AUTOMATED Systems Interna- 
tional discovered in its initial 
contacts with dealer customers 
that many dealers had from four 
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to 10 months’ supply of parts and 
yet were unable to meet every day 
parts needs in their own shops. 

Another problem brought to light 
was that of improper ordering. 
Some dealers were ordering too few 
parts in the face of a rapidly de- 
veloping demand or ordering too 
many parts when the demand de- 
clined. Still others were not order- 
ing parts for stock despite frequent 
emergency orders. 

This new system, which pro- 
vides dealers with automated 


management reports on every 


Lifting Chart Published 


INGLEWOOD, Calif. — A new 
chart on how to lift 1961 cars with 
a Sav-T-Jack is published by Sav- 
T-Engineering Co., 316 E. Beach 
Ave., Inglewood, Calif. 
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15-day cycle, plus back order con- 
trols and experience data on new 
parts needs, makes it possible to 
bring the parts supply in line 
with the dealer requirements. 
The result is more profit dollars 
with less invested capital and 
adequate assurance against loss 
of mechanic time while the shop 
waits for a part to come from the 
factory or the loss of a customer 
because needed current parts are 
not in inventory. 

The experience of a metropolitan 
New York area dealer may be in- 
teresting to many dealers who 
wonder about the status of their 
parts inventory. 

ok J * 
~ dealer says, “A summary 
report as of April 1 after the 
system had been in operation a lit- 
tle over six months revealed to us 
pertinent facts about our inventory 
which we had not previously 
known. I am ashamed to say that 
this was not a pleasant report to 
read. However, I believe most parts 
departments would show up the 

same way. Here it is: 

Total parts, $38,255; active 
parts (this means the part num- 
bers moved at least once every 
six months), $26,127; inactive 


assortment of ratchets, 








N. Y. Dealers Back 


New Safety Program 


ROCHESTER, N, Y.—Harry B. 
Crowley, Rochester, president of 
the New York State Automobile 
Assn., says the organization is 
changing its technique in the ap- 
proach to auto safety legislation. 

Instead of simply criticizing 
legislative proposals, the NYSAA 
is urging a massive new program 
and has advanced 19 specific sug- 
gestions, Crowley believes empha- 
sis should be placed on making 
roads safe, rather than continu- 
ing with ever more drastic crack- 
downs on drivers. 





parts (parts numbers which did 
not move), $12,128. 

“This $12,000 was composed of 
good Chevrolet numbers — but to- 
tally obsolete to us and would have 
eventually resulted in obsolescence. 
In our active parts of $26,127 we 
found that we were short $7,219 to 
maintain a 45-day inventory of our 
fast moving parts and had $11,366 
worth of active part numbers 
which were in excess of a 90-day 
supply. 

“Of that, there were $1,173 worth 






159-TM-B Set — 59 tools in compartmented case 


Eleven single-hex sockets from 1/8 inch to 1/2 inch; 
9 deep-hex sockets from 3/16 inch to 1/2 inch; 4 
FLEXOCKETS® from 1/4 inch to 7/16 inch; 3 double- 
square sockets from 1/4 inch to 3/8 inch; practical 
extensions, 
standard, Phillips, clutch-type and hex head screw- 
drivers; various adaptors. Metal case has red finish. 


and _ handles; 


Whip ’em with this Gieap-on MIDGET SET 


out slipping. Driver bits likewise are machined to close 


Don’t cuss out those tiny, hard-to-reach jobs. Make 
them pay off with this complete SNAP-oN 1/4-inch- 


drive Midget set. 


It’s just the ticket for dashboard 


work, radios and air conditioners, distributors and car- 
buretors, body work. Car dealers tell us this set is a 
real timesaver for the new-car conditioning man. 


SNAP-ON’s fine quality and precision machining real- 
ly pays off on these tiny tools. Socket openings, for 
example, are machined to extremely close tolerances 
to fit snugly and surely over tiny nuts and bolts with- 





tolerances and fit well into screw recesses to avoid 


gouging. 


Get in on earn-now, 


pay-later plan 


Don’t rely on time-wasting, makeshift tools when you 
can have this handsome timesaver for a few dollars 
down, a little each week. Ask your SNAP-ON man to 
bring this set in. You won’t let him take it out. And 
—be sure to ask for your new Catalog X. 


CHOICE OF BETTER MECHANICS 


8082-D 28th AVENUE « 


KENOSHA, WISCONSIN 








of parts in excess of the 90-day 
supply but under the 120-day; $6,825 
worth of parts over 120-day supply 
but under one-year, and $2,676 rep- 
resented merchandise that was 
over one-year supply. Mind you 
these are all current numbers and 
not called obsolete by Chevrolet. 
* + * 


. E IMMEDIATELY prepared 

a report to Chevrolet request- 
ing permission to return all mer- 
chandise in excess of 120-day sup- 
ply and those parts which had been 
inactive in our stock. This repre- 
sented $23,500 worth of parts out 
of an inventory of $38,000.” 

Bringing its parts stock down to 
a workable basis did not in any 
way hinder or lessen this dealer’s 
profit structure on his parts depart- 
ment sales, while returning con- 
siderable cash to the vehicle end of 
his business. 

In fact, it did just the opposite. 
Year-to-date sales increased 
$2,000 over the previous year 
(1959) with a gross profit in- 
crease of %.1 percent while the 
inventory fell from $35,317 as of 
September, 1959, to $24,020 as of 
September, 1960, a decrease of 
$11,297 or 31.9 percent. 

Other advantages that accrued 
to the dealership was in the reduc- 
tion of help needed to run the parts 
department. In October, 1959, the 
dealership employed three fulltime 
parts men. In October, 1960, it em- 

ployed two men and a girl half 
time for a savings of $200 per 
month. Where in September, 1959, 
it was running from 101 to 111 days 
supply, the stock was running on 
a 74 to 84-day supply in Septem- 
ber, 1960. 
* * * 

NOTHER dealer in the same 

area was able to reduce his 

parts inventory from $127,931 in six 
months to $106,261, while increas- 
ing his parts sales during the same 
period by $30,380 with no increase 
in personnel in the department. 
During the same period parts days 
supply dropped from 189 to 126. 

The automated management 
services offered by this system is 
the application of electronic data 
processing which eliminates, among 
other things, the time-consuming 
task of bi-monthly physical inven- 
tories to prepare stock orders. 

It also assures the dealer of being 
able to do a sustained parts sales 
business with much less capital tied 
up in inventory and also of being 
assured that he will have the parts 
availability with the reduced in- 
ventory that a modern dealership 
requires. 


Quick Service 
Pays Off for 


Texas Dealership 


(Continued from Page 21) 


and current magazines are avail- 
able and he is comfortable for the 
short period he has to wait until 
his car is serviced. 
* * + 

“@’‘USTOMERS are discouraged 

from wandering around the 
shop while the mechanics have 
their cars. This distracts the re- 
pairmen and reduces production,” 
concluded Blanks, 

Installation of the quick-service 
department has put the firm into a 
better position to compete for muf- 
fler and tailpipe work. Much of 
this has been lost to a chain opera- 
tion whose pitch is that the cus- 
tomer can have the work done im- 
mediately. 

The quick-service plan has 
been pushed in weekly three-col- 
umn by three-inch display ads in 
local papers. In addition, it is 
being mentioned in the firm’s fol- 
low-up system on service work. 

Initial customer acceptance has 
been excellent, Blanks said. 


Buffalo School to Gradute 


120 Apprentice Mechanics 


BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. has been in- 
formed that Burgard Vocational 
High School will graduate 120 
young men this June who will have 
completed the school’s four-year 
auto mechanics course. 

Some of these students are avail- 
able for work in auto dealerships 
now and continue part-time em- 
ployment until graduation, the as- 
sociation informed its members. 
The BADA -pointed out that these 
apprentices are a primary source 
for future journeymen. 








ell PPG SOLEX’ Safety Glass... 
. and make an extra profit 


A couple of extra minutes of your time can result in extra profit for you. Just point out the benefits of 
PPG SOoLEx Green Tint Safety Glass to your new car customers. They’ll appreciate it, because SOLEX 
makes driving safer and more comfortable and gives a car a “‘quality” look that appeals to car buyers. 












" DON’T FAIL TO MENTION THAT SOLEX Green Tint Safety Glass absorbs 
about 50% of the sun’s heat. Anyone who drives or even rides in a car can 
appreciate the added comfort on hot summer days. In air-conditioned cars, 
SOLEX eases the load on air conditioning equipment, so it’s almost a must. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


@ OLEX. the best glass under the sun! 
G Pittsburgh Plate Glass Company 


Paints + Glass + Chemicals + Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 








SOLEX IS BEST DEMONSTRATED OUTSIDE YOUR SHOWROOM. 
There, under the direct rays of the sun (or even on cloudy days), it’s easy 
to point out how SOLEX cuts glare, thereby reducing the chance of eye- 
strain. This lessens driving fatigue; driving is safer. The green tint 
doesn’t alter the view outside. 
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CARS LOOK BETTER WITH SOLEX. It gives them a look of quality, in- 
creases their value. The days of selling quality are here again, and the 
SOLEX story will make sense to value-minded buyers. SOLEX will make 
your customers happy; the extra profit will make you happy. 





Backshop . 
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from two to four years of in- 
struction in automotive service 
will be graduating from our vo- 
cational schools. Except for spas- 
modic efforts here and there 
across the country, this fund of 
new service talent will be dissi- 
pated and lost to the industry. 
Ford and Lincoln-Mercury deal- 
ers in the metropolitan Detroit 
area have done something about it 
each year and today have over 300 





Customer Guidebook Written 


For Service Businesses 


INDIANAPOLIS. — A guidebook 
on handling customers in service- 
type businesses has been announc- 
ed by Technical Book Division, 
Howard W. Sams & Co., 2201 E. 
46th St., Indianapolis 6, Ind. 

The book, Satisfying Customers 
for Profit, uses a conversational 
style to present 25 field-tested case 
histories, typical of those most like- 
ly to confront servicemen. 


of these vocational school gradu- 
ates working for them, In most 
cases they are among the best me- 
chanics they have in their shops. 

Buffalo dealers work very close 
with Martin Doebert, chairman of 
the auto department of the Bur- 
gard Vocational High School in 
that city. This year the school will 
graduate 120 young men who will 
have completed Burgard’s four- 
year auto mechanic course. 

* * * 


Placement Service 


S EARLY as March 9 Doebert 
sent to all of the dealers in the 
Buffalo area a notice of the grad- 
uation that combined a request for 
the dealer to send back saying that 
he would like to interview boys for 
potential placement as apprentices 
in general repair, electrical repair 
and tuneup and body and fender 
repair and refinishing. 
Marjorie Baker, manager of the 
Buffalo Automobile Dealer Assn., 


What a Thermostat Does... 


The thermostat is an accepted method for controlling 


the cycling of an auto air conditioner to prevent evapo- 


rator coil ‘“freeze-up.”’ Climatic Air’s “Clima-stat” control 


cycles the unit by de-energizing the automatic clutch. 


ALL Climatic Air units have an automatic clutch. 


The “Climatrol” valve has all the advantages of ‘““Clima- 


stat” plus the features listed herewith. The “Climatrol” 


valve is a flow control device and not a by-pass valve! 


It represents the latest improvement for getting Climatic 


Air units “the COLDEST — the QUICKEST!” 


3030 CANTON STREET e Riverside 1-3837 e DALLAS 26, 














says that while their dealers are 
not in a position to absorb all of 
the graduates each year, they do 
take a good number of them. The 
Burgard program includes a part- 
time employment deal for. the last 
half of the senior year. Not too 
many of the dealers take advantage 
of that but wait until the boys 
graduate before they take them on. 

Ontario has a certification of 

automotive mechanic and an ap- 

prenticeship program that oper- 
ates under a regulation of the 

Province. All mechanics since 

1935 working in the retail auto- 
motive service industry must be 
certified by a branch of govern- 
ment and must renew that certi- 
fication every year. 

In order to work as a mechanic, 
all men must either take and pass 
an examination and show that they 
have been working as a qualified 
auto mechanic for a length of time 
equal to the designated time that 
it takes an apprentice to go 
through their apprentice training 
program. 

An apprentice in the motor me- 
chanic category, body repairer or 
electrical and fuel system repairer 
must take a five-year apprentice- 
ship before he is eligible to get his 
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Pacific Automotive Show 


Picks Las Vegas for ’63 

LAS VEGAS.—The Pacific Auto- 
motive Shew has chosen Las 
Vegas as the site of its 1963 exhi- 
bition which will be held in March 
of that year. 

Approximately 5,000 persons 
from all segments of the auto in- 
dustry are expected to attend the 
show which will be held in this 
city’s Convention Center. 





working certificate. Metal workers 
or body repair men are required to 
take three years. 

oe * * 


Low on Apprentices 


AC to E, J. Wadham, 
of the Garage Operator who 
has been active in this work, On- 
tario today has slightly more than 
30,000 certified mechanics and 
about 3,000 indentured apprentices. 
At the prescribed rate of one ap- 
prentice to five journeymen they 
should have approximately 6,000 
apprentices. He says this situation 
has always been apparent and 
seems to be due to the unwilling- 
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advantages of “CLIMATROL”’ COOLING 


1 — You can dial a constant pre-determined temperature. 


2— Instant COOLING, completely automatic, No 


FREEZE-UP! 


3 — Less horsepower “pull” on 
mileage. 


4 — Better cooling while driving 
speeds. 


compressor; Better gas 


in traffic and at reduced 


5 — Unit allows more leg room by recessing further 
under-dash and occupying less total cubic footage. 


6 — Reduces head pressures while maintaining constant 


cooling. 


7— Clutch is not cycled — lowering strain on it and 
lessening wear on belts, mounts, and other parts 


of the drive mechanism. 


Another Exclusive from 
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AUTO AND TRUCK AIR CONDITIONING 


TEXAS 














ness of many employers to take ap- 
prentices, 

However, men with the deale, 
body say that this is not true with 
the franchised dealers, especially in 
the larger cities. 

Wadham says that this lack of 
getting sufficient apprentices to 
take the course hag led to a 
shortage of certified mechanics in 
Ontario and to much illegal work 
being done because there are 
never enough good men to go 
around, 

He also says that “to the extent 
that conscientious employes have 
given proper training to the ap- 
prentices, the system hag produced 
many good men but not enough. 
The compulsory certificates offer 
some protection to skilled men 
against competition of the unskill- 
ed but as long as the supply is in- 
adequate there is room for illegal 
competition. 

“The great danger in the com- 
pulsory feature lies in the natural 
tendency to consider the regula- 
tions as a protective fence.” 

* cd * 


Good Enforcement 


oo it is claimed the Ontario 
dealers like their system and 
feel they do get better work from 
their mechanics because of it, they 
also admit that attitude still plays 
an important part. 

Of course, in Ontario the attitude 
of the mechanic is bolstered some- 
what by the fact that he must do 
a good job and be satisfactory to 
his employer when he applies for 
a higher classification than the 
classification in which he holds a 
permit. 

The Province has to do a good 
enforcement job of its regulation 
to prevent certain employers 
from abusing the apprenticeship 
program in order to get cheaper 
labor. 

But the question or quality of 
attitude will always be with us. In 
a dealership this usually stems 
from the head of the dealership. If 
the dealer insists on good work, 
no regulation or other means will 
upgrade the mechanics in our 
shops. 

The reason for taking vocational 
school graduates is because it is 
sometimes nearly impossible to 
teach “an old dog new tricks.” If 
the young mind is started off on 
the basis that only the best is good 
enough, then the tenor of the work 
of the entire shop undoubtedly will 
become better. 

* * * 


Used-Car Warranty 


NOTE from an advertisement in 

the Peoria Journal Star that 521i 
dealers in Illinois have adopted the 
used-car warranty plan where they 
give a 15 percent discount on both 
parts and labor for any work that 
has to be done on a used car 
bought from any of these dealers 
and which needs work within a 
full year. Three other Midwest 
states also are advocating this plan. 

This plan has worked especially 
well for the dealers in Iowa and 
has brought back many owners to 
the dealer shops for all of their 
service work, many Iowa dealers 
have told me. 

They feel that it not only is a 
good used-car warranty program 
but that it is one of the most ef- 
fective service selling programs 
they have ever used. 


Boehm Heads 
AFI Committee 


CHICAGO. — Arthur S. Boehm, 
Black & Decker Mfg. Co., has been 
elected chairman of the Automotive 
Refinish Institute’s Executive Com- 
mittee. He suc- 
ceeds L. Cc. 
O’Dougherty, who 
was named AFIT 


treasurer. 
Fred Metcalf, 
Minnesota Min- 


ing & Mfg. Co.,, 
was elected to re- 
place W. E. Mars- 
, den, also of 3M, 
3 on the Executive 
-. AY Committee. 
Arthur S. Boehm The elections 
took place at AFI’s annual meeting 
in Los Angeles, at which the in- 
stitute mapped plans to help body 
shop operators to increase their 
volume of refinishing work. 
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“What are friends for...?” 


The kid was 25 years old,”’ said the Sales- 
manager, ‘‘and he’d never sold anything in his 
life. I told him we had absolutely no room in 
the dealership for beginners, but he kept com- 
ing back. I told him he had no clientele, no 
experience, and few prospects. But he wouldn’t 
take ‘no’. So I made him a deal. I offered him 
a desk, a phone, business cards, and the use of 
a demonstrator during business hours. He got 
no salary, no draw, no floor time, just our 
regular commission. And he was to bring all 
prospects to me for closing. It was sort of a 
glorified bird-dog arrangement, but he took it. 

‘*Everybody called him the Greenhorn, but 
he was too busy making phone calls and writ- 
ing cards to mind. He was credited with four 


sales the first two weeks. Then his sales fell 
off for a while. But now he’s back up with the 
veterans. They call him the Eager Beaver, and 
he’s going to make it. How did he do it? 
Simple. He was born and raised in this town, 


so he sat down with his girl friend and a little 


black book and they put down the names of 


every single, solitary soul they knew. ‘What are 
friends for,’ he asked, ‘if you can’t ask them 


to help you?’ He was certainly right.” 


The story above is condensed from the cur- 
rent Profit Pointers, the monthly Associates pub- 
lication. This issue, like all of them, is devoted 
to an aspect of agency management of genuine 
importance—in this case, prospecting. If you’d 


like a copy, send in the coupon or contact your 


Associates representative, and we'll be delighted 
to put you on the list. It’s entirely without 
obligation, of course—a regular part of the 
extra service we give at The Associates. 

Mail to your nearest Associates branch office 


- , 
Please put me on your complimentary mailing list for 


‘**Profit Pointers’? Publication 


Address 


State 


; 
; 
; 
; 
; 
Dealer Name : ; 
; 
; 
: 
: 


INVESTMENT COMPANY « South Bend, Indiana 


Associates Discount Corp. * Associates [ 


(Canada) Ltd. * Emmco Insurance Company, ASSOCIATES 
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Vocational Schools to Graduate Thousands in June .. . 
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Shop Recruits Ready for Harvest 


(Continued from Page 21) 


boys are expected to work with} 


finished mechanics the other day 
and one half at no pay. 
* * * 
HIS course of indoctrination 
was set up with the boys, their 


parents and vocationa|l-school | 


teacher before they were hired. 
The boys understand thoroughly 
that they are going through what 
amounts to an apprentice program 
and have been promised that if 
they do a good job for one year, 
they will be given specialized train- 
ing on some phase of automotive 
service work. It is expected that/| 
they will become accomplished 
technicians in from three to four 
years. 

Eilert said he already has 
about made up his mind to send 
one of the boys to an air-condi- 
tioning school and the other to a 
course in power braking, 

In the meantime, Robert Dean, 





one of the boys, has completed 36 


weeks under this program and has 
earned a total of $2,431.95 for an 
average wage of $67.55 per week. 
His high week was $116.67, and his 
lowest Was $23.22. 

Danny Lee Radish, the other boy, 
has been working for 22 weeks and 
has earned a total of $1,487.66 for 
an average of $67.62 per week, His 
highest week was $114.50 and his 
lowest was $28.73. 

Eilert said the boys’ cooperation 
has been excellent, the cooperation 
of the parents has been good. The 
vocational teacher hag kept a con- 
tinuous check on the boys’ per- 
formance, he added. 

In addition, Hilert said, the boys’ 
influence on the rest of the me- 
chanics has been surprisingly good. 
“Just having these two boys in the 
shop has raised the tone of the en- 
tire shop,” he said. 

* cd * 


‘Ground Rules’ Suggested 


ILERT feels it is almost essen- 
tial that any dealer taking boys 





The seat belt market is booming! And, as the news story above attests, the time to 
Take full advantage of this new profit opportunity by selling the seat belt 


stock 1s now. 


that gives you more to sell—easy-to-install seat belts of durable, lightweight Caprolan 
The largest selection of styles by famous-name manufacturers. An eye-catching 
array of deep-dyed colors to complement all car interiors. And for added salability —the 
Caprolan label—nationally advertised from coast to coast as the symbol of top quality 
Be ready! Write for sources.. 


nylon. 


nyjon 


llied 
hemical 


aul Fiber Marketing Department, 261 Madison Ave., New York 16, N. Y. 





. today! 


under such a program should have |? 


a thorough understanding and 
agreement with both the boy’s par- 
ents and the vocational school 
teacher, and should cover every- 
thing from what the boy can ex- 
pect in pay to the length of time 
he will be expected to be on an “ap- 
prentice” status. 


With the experience of these | 


two boys ovehind him, Eilert said 
he feels that he has found the 
answer to building a strong and 
effective mechanic organization. 
He added that the boys are well 
worth the time he has spent with 
them, and he compared training 
them to having to hire approxi- 
mately five mechanics to find one 
good one every time he needs to 
add a mechanic to his force, 

The mechanics in his shop aver- 


age 48 years of age and have been| 


with Gates from 12 to 13 years on 
the average. 

Eilert also said the vocational 
schools should counsel more with 
graduating students on what to ex- 








AUTO MAKERS TO pur 
SEAT BELT ANCHORS 
ON 1962 MODELS 


Detroit, Feb.24—American 
automobile makers will add 
seat belt attachments as 
standard equipment on 1962 
models,it was announced to- 


day. 


This will enable buyers to 
attach the safety belts easily 
and economically. Previously, 
drilling and other labor costs 
ran the price of seat belts up 
to $20 each. Now, the only 
cost will be the price of the 


belts themselves. 


Action by theindustrycame | alu 
after a group of New York 
State officials, most of whom 
are members of the State Leg- 
islature, conferred with auto 


executives in Detroit. 


New York State Sen. Ed- 

ward J. Speno, leader of the 

New York delegation, lauded 

the manufacturers’ move. He 

said it would provide car own- 

Wuip-| ers with a cheaper and easier 
| way for installing the belts. 


cor-|891 on Dec. 31. This 


erted|/increase of 71,397,247, or 
wer cent, from the total 
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He's On His Way— 


Robert Dean, one of two Plymouth 
“Trouble-Shooting” contest winners, is 
going through training in the service de- 
partment of Gates Motors, Inc. (Chrysler- 
Plymouth), Indianapolis. He has put in 36 
weeks as an apprentice mechanic. 

a 


pect in life the first year’or so after 
graduation, and not send them out 
feeling that their school instruc- 
tion has made them accomplished 
mechanics. 

He also suggested that school 
authorities advise the boys on how 
to get a job in automotive service. 
He said he can’t remember ever 


O 


is an} 


having a student ask him for a 
job. 

* * * 

HERE has been a recognized 

need for “upgrading” automo- 
tive vocational instructors, and 

General Motors, Ford Motor Co. 
and Chrysler Corp. have generated 
programs to aid in this area. 

All make summer training 
available to vocational instruc- 
tors in their training centers so 
that the vocational teacher will 
be kept abreast of the latest de- 
velopments in the industry and 
the newest techniques in servic- 
ing. Dealers generally have been 
generous in their aid to the 
schools in providing components 
for the students to work on. 

Ford soon will start the second 
phase of its student technician 
training program, 

Under the first phase, in reality 
a test program, Ford dealers spon- 
| sored a high school student for in- 
tensive training two nights a week 
for 36 weeks under the instruction 
of vocational school teachers who 
had been brought to Detroit for in- 
tensive training by Ford experts 
at Ford expense. The phase has 
been successfully concluded. 
| In this part of the program, 
which eventually will become na- 
tional in scope, 72 dealers were in- 
volved in eight different cities. 
Eighty-eight students were trained, 
and students who graduated in 
January already are being employ- 
ed full time by Steel City Ford, 
Pittsburgh, and Tommy Vaughn, 
Houston. 

Some weak points in the pro- 
gram were brought to light, and in 
the second phase of the program, 
which will be initiated this fall, 12 
more cities will be added, and these 
points will have been properly 
taken care of. 

a ok * 
 Rypeettrenre sed is in the process of 
introducing its “blast” program 
with the same objective to its deal- 
er body, and other GM divisions 
will be moving in this direction a 
little later. 

Chrysler has inaugurated its 
program of getting dealer spon- 
sorship of the winners of the 
Plymouth contest to achieve the 
same goal of introducing young 
blood of recognized ability into 
its dealer service force. 

American Motors Corp. is work- 
ing with individual dealers on what 
it terms “novice mechanic training” 
with mobile schools, 
The need for such training ac- 
tivity at the factory-dealer level 
was forcefully brought out in a re- 
cent “Preparing Students for Em- 
ployment” meeting held by the 
University of Michigan. It was at- 
tended by approximately 100 teach- 
ers of auto mechanics and others 
interested in vocational-school ac- 
tivity. 


* * * 


Evidence of Need Cited 


eee evidence of the 
need for developing qualified 
young mechanics to Meet current 
owner demands are seen in a letter 
from Nat W. Danas, president of 
the National Assn, of Auto Trim 
Shops, in which he says in part: 
“I should like to point out, 
first that the ‘jobs that go beg- 
ging’ are for trained men. Here, 
in our New York headquarters, 
we are daily in receipt of re- 
quests for trained men, These re- 
quests come not only from the 
thousands of NAATS member- 
shops but from other seat-cover 
and _ convertible-top specialists 
seeking help. We are unable to 
fill these openings because there 
are no qualified applicants, This 
is a Situation that exists through- 
out the country.” 
Over 300 of the approximately 
1,000 boys who have been graduat- 
ed from the Greater Detroit Voca- 
tional School contest for the past 
10 years by Ford and Lincoln-Mer- 
cury dealers in this area are still 
working for Ford or Lincoln-Mer- 





® 


|cury. The contest is under the di- 
| rection of William Walton, Ford 


district service director, 

- * * 

I EALERS with a long-range 
view of their business must 

give consideration to this lack of 

capable mechanics, especially those 

mechanics who have the ability 

and desire to analyze the service 

needs of the cars that come to 

them. 

More needed service is driving 

out of the average dealer’s shop 

than is being done on the cars 





NYLON FOR THE 60's 





worked on, according to many ex- 
perts. 
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Spring Can Bring Extra Jobs... 


Sunshine 


(Continued from Page 21) 


of the needed services they find on 
these checks, Then, when their 
service manager sees a “flat” period 
ahead, they can refer to the file and 
call the owner, suggesting that he 
come in and get the work done 
then when the shop can turn out 
his job in a hurry, 
*” * * 

HEN the car comes in for 

spring lubrication have the 
lube man examine the muffler and 
tail pipe, the tires and shocks and 
check the front end for needed 
work, Have him check the condi- 
tion of the fan belt and if the car 
has power steering, the condition 
of the belt that drives the hydraulic 
pump. 

Have him also check the oil in 
the engine and study the lube 
sticker on the door to see if the 
owner isn’t about ready for a 
new oil filter. 

When he fiushes the radiator of 
last year’s antifreeze, have him 
note the condition of the radiator 
and heater hoses. Have him check 
as well as he can to determine if 
the engine needs a reverse fiushing 
job to clean out the “gunk” in the 
bottom of the radiator and in the 
water passages of the engine. Many 
owners will thank the dealer next 
summer when their car does not 
boil on long waits at the traffic 
lights when the roads are con- 
gested. 

Check the power-steering system 
for leaks and make certain that 
the brake fluid is up to its proper 
level. 
































* * * 


OST owners will want a tuneup 
in the spring if they are asked. 


Autolite Plans 
Citations for 


Top Mechanics 


DAYTONA BEACH, Fla. — An- 
nouncement of a series of annual 
Autolite awards recognizing me- 
chanics was made here following 
NASCAR’s Speed Week. 

E. R. Stroh, a vice-president of 
Electric Autolite Co. and member 
of the newly formed all industry 
study committee named to recom- 
mend a comprehensive program to 
recruit, train and place the thou- 
sands of skilled men needed to keep 
pace with the nation’s growing car 
population, made the announce- 
ment. 

To be known as “The Master 
Mechanic Awards,” they will be 
presented to mechanics selected by 
fellow mechanics in all divisions of 
the industry—motor sports, inde- 
pendent garages, service stations, 
car dealers, vocational school grad- 
uates, etc., in various classifica- 
tions. 

Individual selection programs for 
each of these segments will deter- 
mine winners on a national basis in 
an effort, Stroh said, to reaffirm in 
the public’s mind the importance of 
the automobile mechanics’ trade as 
a valuable and vital part of the 
nation’s socio-economic structure. 

He emphasized that Autolite’s 
award program was independently 
designed to supplement the full 
scale program being studied by the 
industry-wide committee. 

“The job to be done,” he said, “is 
far bigger than any one company 
or group and requires the coor- 
dinated action of all segments of 
the industry.” 


Chrysler Service Course 


Scheduled in St. Petersburg 


ST. PETERSBURG, Fla.—Ringer 
Motors (Dodge) has made arrange- 
ments through Dodge service rep- 
resentatives in Jacksonville for a 
40-hour course for Chrysler prod- 
ucts dealers and their mechanics 
to be held at Dixie Hollins High 
School automotive laboratory here. 

The course, taught by instruc- 
tors from the Chrysler Training 
Center in Atlanta, will include in- 
struction on transmissions, alter- 
nators, carburetion and motor elec- 
trical systems. Equipment is being 
brought from Atlanta for the 
course. 
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or slipping on ice can do severe 
damage to transmission fluid. 
ed * * 
| yr eterna should be given &|\@ 
thorough inspection for cracks, |} 

leaks and bad cells. There’s good 
profit in batteries that many deal- 
ers miss because they don’t get the 
business when the battery fails. 
Sell the new battery before it fails 
= keep the customer out of trou- 

e. 

Above all, inspect every light in 
and on the car to make sure it 
works. Nothing is more annoying 
than lights that have burned out 
and the owner finds it out miles 
from help on a dark night. 

Check the car for torn floormats 
and rugs, especially if the owner]; 
indicates that he is going to drive 
the car for another summer. Every 
one wants to drive a nice looking} | 
car and torn mats are an unslightly 
nuisance, 

Check for paint work. Spring is 
the time to sell repairs of those 
dings and scratches. It is also the 
time to sell a good wax job and 
possibly an interior upholstery 
cleaning job. 

Have the contact men in your 
dealership remember that if they 
can’t sell it now to make a note of 
it so that a telephone call may sell 
it for your shop later. 








for Shop 










While doing it, check the spark 
plug cables for insulation breaks 
and the distributor cap for cracks. 
Check the carburetor for “varnish.” 

One good way to get a chance 
to check the brake lining and cyl- 
inders is when a wheel pack is 
sold along with the spring lube 
job. This is also a good opportu- 
nity to check the parking brake 
cable to see that it hasn’t frozen 
or become corroded during the 
winter driving. It is also a good 
time to adjust this brake so that 
it will give maximum action. 

Check the brake fluid and if it is 
low suggest to the owner that the 
old fluid be drained and new put in 
for his own protection. Old brake 
fluid can easily become contaminat- 
ed and fail in a critical spot, 

If the dipstick shows thet the 
automatic transmission fluid is low 
or exudes a burnt odor, suggest 
that the fluid be drained and new 
fluid put in. Rocking cars in snow 



























Eaton's Service School on Wheels— 


A service “school” on wheels, interior shown above, designed to teach and train 
mechanics in the fine points of repairing truck axles, brakes and shift components, 
has been touring the country under the auspices of the Axle Division, Eaton Manu- 
facturing Co., Cleveland. The “school” is a fully equipped truck, heated and air 
conditioned, and containing a large working area. It is calling on maintenance depart- 
ments of large fleet owners, truck dealers and motor truck company branches. Its 
initial itinerary includes more than 150 cities—the trucking centers of the country 
—and approximately 400 firms in those cities at which the “school” provides a 
one-day seminar for designated personnel. It is planned to enlarge the scope of 
the tour to take in more cities. 
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1 Greater customer satisfaction 
because Kendall Dual Action of- 
fers complete engine protection, 
reduces wear and costly repair — 
all at the ‘‘regular oil’’ price. 


Paul More Repeat Business, more 
opportunities to sell your other 
products and services through 
regular contact with satisfied 
customers. 


Ask your Kendall Distributor 
about Dual Action 


KENDALL REFINING COMPANY 
Bradford, Penna. 
Lubrication Specialists since 1881 

















FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 234 OF A SERIES 


New FORD ECONOLINE TRUCKS 


outvalue them all! America’s newest commercial 


compacts cost buyers HUNDREDS OF 
gessst TESS to buy, operate and maintain! 


| 


Home Bakery 


] 


ECONOLINE—a new concept in compact truck design—places Ford dealers in 
a position to outsell all major competition in one of today’s biggest and most 
profitable commercial vehicle markets! 

Engineered by Ford Division to the expressed needs of light-duty truck 


operators, the new compacts offer all these features and advantages: 





ECONOLINE 
VAN 


Ford’s smart-looking, versatile 
Econoline van has advantage of 
side and rear load accessibility. 
Cargo volume is 204.4 cubic feet. 
Payload is more than 900 lbs. with 
standard equipment; nearly 1,700 
lbs. with optional equipment. 





ECONOLINE TRUCKS are easier to load and unload! Load area is accessible 
through both side and rear doors in van and Station Bus. And Econoline’s 
extra payload volume is the key factor in sales to many trades. 

ECONOLINE TRUCKS are easier to service! Ford’s proved, economical 


85-h.p. Falcon engine is mounted forward beside the driver’s seat where it 


a re 


; 
4 





ECONOLINE TRUCKS, consisting of a pickup, van and eight-passenger is easily serviced without unloading vehicle. Position of engine also means 

: \ 
Station Bus, are not only priced lower than similar-type imported small unobstructed load space in rear. | 
trucks but as much as $500 below the closest American-produced competitor! Like the Ford Falcon Ranchero—first compact truck ever offered by a major ! 
oY Tr ory Tyo e 1 ~ . . ° . 5 ° ‘ 
ECONOLINE TRUCKS carry a volume and load comparable to conventional U. S. manufacturer—Econoline trucks reflect Ford’s desire to serve both | 


pickups or panels; yet they are lighter, more maneuverable, take up less 


space, and are far more efficient to operate and maintain. 





the interests of its dealers and truck users by continuing to offer the best 


in commercial transportation with maximum economy. 








ECONOLINE 
STATION 
BUS 


Seats eight with ease! Cargo 
volume of 204.4 cubie feet with 
rear seats removed. With seats in 
place, there’s still 32.4 cubic feet 
behind third seat. 





ECONOLINE 
PICKUP 


Econoline pickup, with standard '£ —s 
seven-foot cargo box, is lowest- y | City FENCE a 
priced, full-capacity pickup offered | 
in America! Weighing only 2,389 | . SUPPL 
lbs., it provides room for extra 1 
passengers or storage of tools. 








FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY « Ford «Faicon « 
Thunderbird e Comet « Mercury e Lincoln Continental e English Ford Line e 
Ford Trucks eIndustrial Enginese Farm and Industrial Tractors and Equipment e 


COnor~ 


MOTOR COMPANY 





The American Road, Dearborn, Michigan 


Special Military Vehicles e Aeronutronic— Products for the Space Age e 
Ford Motor Credit Company « The American Road Insurance Company e 
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For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTo- 
MOTivE NEws. 

AMERICAN MOTORS — Seven 
mobile training units, with their re- 
spective instructors, will be con- 
ducting classes in the following 
states April 24-May 19; Unit 101, 
Les Howard, Indiana and Ohio; 
Unit 102, LeRoy Roberts, Pennsyl- 
vania; Unit 103, Harvey Dittberner, 
Ohio and New York; Unit 104, 
Lloyd Tolman, Illinois and Indiana; 
Unit 105, J. N. Demers, Arizona and 
California; Unit 105, H. A. Hudson, 
Texas and Colorado; Unit 107, 
Lloyd Graves, Tennessee and Mis- 
Sissippi. 

CHRYSLER CORP.—During the 
period April 24-May 19, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 
for 1961 models. In addition to serv- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
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ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motorg Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 

FORD DIVISION — During the 
period of April 24-May 19, the 36 
Ford district school instructors will 
be conducting courses in body serv- 


Data on Mufflers 


TOLEDO.—Muffler and pipe data 
covering installations on American 
and imported cars is contained in 
a four-page folder issued by AP 
Parts Corp. 





ice sheet metal and glass fits and 
adjustments, air conditioning, Ford- 
omatic and Cruise-O-Matic trans- 
missions, electrical systems (car 
and truck), and such courses as are 
required to meet local conditions. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 


ek Sheff ef (fe 
ee ofa f> ELE 
aE 3 sh2 Kft: 
elo 


1961 





“No, thanks, ladies. I wouldn’t 
care to donate to your bird-lovers 
club.” 





Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers) 
Oakland, Philadelphia, Washington 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 


RING UP MORE PROFITS WITH MOPAR 


Broaden your service market with a complete quality line of remanufactured parts 


Now you can offer fast, economical service on all makes 
of automobiles—with a COMPLETE QUALITY LINE... 
MoPar Approved Remanufactured Parts for Chrysler- 
built vehicles . . . Rempar Quality Remanufactured 
Parts for other makes of vehicles. 


Here’s your big chance to go places—volume-wise, 
profit-wise! You step up traffic in your shop, show- 


room and used car lot. 


You attract new customers . 


including the older car repair business (potential used 
car buyers). And your parts department can now build 
increased business with independent garages, service 
stations, fleets, and specialty shops. 
R-E-M-A-N-U-F-A-C-T-U-R-E-D to specifications 
that set a new standard for quality and dependability, 
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MOPAR PARTS. AND ACCESSORIES 
CHRYSLER MOTORS CORPORATION 
DETROIT 31, MICHIGAN 


these parts can be sold at prices that are completely 
competitive. Now you can install remanufactured parts 
with complete confidence—saving time—money—shop 


space—and manpower. 


Remanufactured parts available include: 6 and 8 
cylinder engines (short and complete)—V-8 cylinder 
heads—automatic transmissions—fuel pumps—genera- 
tors and armatures—starters and armatures—voltage 
regulators—carburetors—clutch assemblies—crankshaft 
kits—oil pumps—connecting rods—torque convertors. 


Now is the time to start ringing up more profits 
in your dealership. Call your MoPar Wholesaler. He’ll 
show you how the new quality line of remanufactured 
parts can help make things hum in your shop. 


QUALITY 
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quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

INTERNATIONAL HARVEST- 
ER—tTechnical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa, are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

MACK TRUCKS, INC.—Two one- 
week courses are being offered, 
tuition-free. Diesel engine, April 
24, May 8, 15 and clutch transmis- 
sion, carrier and bogie, May 1. 
For further information contact: 
Plainfield Service School Supervisor, 
Mack Trucks, Inc., 935 S. Second 
St., Plainfield, N. J. 

STUDEBAKER-PACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L, J. Young; South Bend, A, S. 
Kidder. 

For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 

—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
May 15. 
JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, wheel 
balance, steering systems, May 8; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, April 24; 
(C) Collision service of suspension 
body alignment, May 1; (D) Brake 
servicing, May 15. Combined 
courses are also offered. (AD), May 
8-19; (BC), April 24-May 5. 

BEAR MFG. CO., Rock Island, 
Ilil.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dutes 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee-is charged. 
Additional information may be ob- 

(Continued on Page 32, Col, 1) 
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There are gentlemen farmers. Part time farmers. Armchair 


farmers. But if your life, your capital, your credit, your 
success, and your family’s future are involved 


e 
| ! \ ) o| \ } e ! } & I t Y in the operation of a farm, you are not 
@ academic, aloof, or absent minded about farming! 


Heck, yes! 





You live with your business. Your errors and omissions 
are obvious every day—to you, your wife, and your neighbors. 
And if you are a quantity producer of corn, wheat, 
soybeans, beef, pork or milk, SuccessruL FarmMinc comes close 
to being your bible. You need it to get the most out of 
every acre, every cubic foot of building, every hour of daylight, 
every dollar of investment. You need it to plan your 
production, to gauge your markets. You 
don’t just read it; you study it, file it and 
refer to it again. Because it means success 
in your business, money in the bank! 
Your wife is involved in your business, 
finds this magazine as of much interest as 
you do. And since her homemaking needs 
and problems are not those of the urban 
woman, she finds in SF aids to her work 











programs, planning, meals, entertainment, 
home furnishings and decoration. 

The medium that means more to its 
audience means more to its advertisers, gets 
better reception and response. SF has been 
meaning more to the country’s best farmers 
for fifty-eight years. And its subscribers 
are one of today’s best class markets, with 
cash farm incomes about 70% above the 
national farm average. 

If you want your advertising to sell 
something, put it in SuCCESsFUL FARMING. 

And ask any SF office about the selling 
opportunities in our twelve new State and 
Regional Editions. 


SuccessFUL Farminc...Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 30) 





tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held May 1-5. 
Contact J. R. Adams, instructor. 
CARTER CARBURETOR CO., 
St. Louis—Factory service school is 
offering one class, May 8. 
DeVILBISS CoO., Toledo—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray paint- 
ing, with emphasis on use of the new 
airless equipment, On spraying cat- 
alysts and other additive materials, 
on use of the remote cup spray 
outfit and other new systems and 
products. Industrial auto refinish- 
ing, maintenance and jobber 
schools have all been scheduled at 
the factory and field schools for 


jobbers have been scheduled in the 
Midwest and on the West Coast. 
Attendance at the factory school 
in Toledo is without charge for in- 
struction or equipment. However, 
a nominal charge is made for at- 
tendance at field schools. 

ELECTRIC AUTOLITE CoO., To- 
ledo—Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 





uates who buy or whose employers 
purchase equipment — $200 other- 


wise. Write to Inland Mfg, Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure. Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes, The course will be 








LET FM 
BOOST AUTO 
SALES 
FOR YOU! 






Here is high-fidelity FM 


ADD GRANCO FM RADIO TO YOUR CARS 
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CAR RAD\O 


Results: Extra Sales of New Cars 
Extra Sales of Used Cars 
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radio listening at its best. Now 
you can cash in on this most wanted feature. Granco FM 
installs in a marvel of minutes, without removing AM set 
...no wiring...no soldering. Offer this exciting new 
sales attraction with all your cars. 


MODEL ARC60 
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LIST 


YOU, TOO, CAN USE GRANCO FM TO HELP MOVE YOUR NEW AND USED CARS 
FOR COMPLETE INFORMATION, WRITE OR WIRE ALVIN BARSHOP, SALES MANAGER, 


eo RARICO America's Leading Speciaiist in FM 


DIVISION - DUMONT EMERSON CORPORATION 680 FIFTH AVENUE, NEW YORK CITY 











conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chicago 
—tTraining courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped. For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MEFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Tll., offers 
a complete wheel-alignment in- 
struction course. Classes will be 
conducted in the company’s labora- 
tory garage May 1-5. A one-week 
advance notice is required, Address 
all inquiriés to 2171 S. Ninth St., 
Springfield, Ill. 


Younger Elected 
1961 President 
Of Auto Reps 


NEW YORK.—Harry C. Younger, 
Pasadena, Calif., has been elected 
president of the Automotive Affili- 
ated Representatives for 1961. Other 
officers are: 

H. P. DeGreen, Chagrin Falls, O., 
first vice-president; Lee A. Berg- 
man, Chicago; William A. Cowan, 
Minneapolis, treasurer; George H. 
MacDonald, Boston, secretary; 
Harry G. Kitchin, Richmond, Ind.; 
J. McEwen Cherry, Nashville, and 
J. Austin Elliott, Vancouver, B. C., 
trustees, 

MacDonald was reelected region- 
al director for New England, and 
W. A. Hutchings was renamed 
Pacific Northwest director. Other 
regional directors are: 

Tom Cannan, New York; Sheldon 
Sachs, Syracuse; Eric Schade, Phil- 
adelphia; Robert Sherman, Pitts- 
burgh; P. L. Wimberly, Charlotte, 
N. C.; Max Yaras, Tampa, Fla., and 
N. A. Williams, Atlanta, 

James R. Sullivan, Memphis; Guy 
B. Cornwell, Cleveland; Richard G. 
Johnson, Detroit; Amos F. Barton, 
Indianapolis; Walter E. Scott, St. 
Louis; Jack Brush, Chicago, and 
L. E. Zimmerman, Minneapolis. 


Paul K. Wilcox, Kansas City; Ed 
L. Shipp jr., Dallas; Roy J. Hols- 
claw, Denver; H. P. Moran, San 
Francisco; Dave Leahy, Los An- 
geles; William L. Lyon, Phoenix; 
Walter F. Lyman, Vancouver; 
Charles McKee, Winnipeg, Man., 
and Mrs. S. S. Lerner, Toronto. 








ASIA Group Set 
For Report on 


Mechanic Survey 


DETROIT. — The study group 
named to survey the field of auto 
mechanic recruitment, training, 
placement, recognition and reten- 
tion has established “a common 
ground for action that will be rec- 
ommended to a full industry com- 
mittee at its next meeting,” accord- 
ing to Mel Turner, chairman of the 
study group and curriculum direc- 
tor of the Automotive Service In- 
dustry Assn.’s schools program. 

“The common needs and con- 
cerns regarding this vital vocation 
in our economy and society were 
determined in our initia] all-indus- 
try meeting,” said Turner. “We feel 
that in the second meeting, we 
bridged the gap between recogniz- 
ing the needs, and practically and 
effectively uniting all industry seg- 
ments to combat the important 
problem in mutual self-interest. 

“No doubt present proposals will 
be amended and improved by the 
full, all-industry group in the third 
meeting to be held in Detroit May 
25,” he added. 

Serving with Turner on the study 
committee are: Jon P. Adams, 
dean, Trade and Industrial Divi- 
sion, Ferris Institute, Big Rapids, 
Mich.; Frank Collord, Waterloo, 
Ia., National Automobile Dealers 
Assn.; James Dotseth, consultant, 
Trade and Industrial Education 
Department of Public Instruction, 
Lansing, and Dr. Robert Lusk, Au- 
tomobile Manufacturers Assn., and 
secretary of the Automotive Indus- 
try Vocational Education Confer- 
ence, Detroit. 

John Nerlinger, dual executive 
secretary, National] Congress of 
Petroleum Retailers, and Retail 
Gasoline Dealers Assn. of Michi- 
gan; Edwin R. Stroh, sales vice- 
president, Electric Autolite Co.; A. 
A. Vezzani, associate professor of 
vocational education, University of 
Michigan, and Harold Grindle, In- 
dependent Garage Owners Assn. 


Simea Adds 


Six Dealers 


DETROIT. — The following deal- 
ers have been approved as inde- 
pendent Simca dealers by Peter 
Nunez, sales manager, United States 
Simca sales, Chrysler Corp: 

Covi Car Imports, Inc., 429 N. 
Broad St., Elizabeth, N. J., John B. 
Covi, president; West Covina Mo- 
tors, 1921 San Bernardino Rd., W., 
West Covina, Calif.; Reedman 
Corp., Lincoln Highway, Fairless 
Hills, Pa., Ralph Reedman, presi- 
dent. 

Henry A, McClellan, Simca Sales 
of Jacksonville, Inc., 908 N. Main 
St., Jacksonville, Fla.; Dahl-Larson 
Motors, 534 N, Main St., Helena, 
Mont., Henry J, Dahl, president; 
Harold B. Robinson, DeSoto, Inc., 
6510-6520 Market St., Upper Darby, 
Pa., Harold B. Robinson, president. 
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WESTERN WRECKERS 


For All Vehicles—WILLYS @ FORD 
DODGE @ CHEVROLET @ GMC 
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Stock. 
Retails from 


STATE & LOCAL DEALER INQUIRIES 
TAXES EXTRA INVITED 
WESTERN WRECKER DIV., Dept. AN-4-17 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St., Milwaukee, Wis. 
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body else in the business! 


g [hat’s a long run, a lot of years—a sales record that’s never been equalled in the industry. It speaks volumes 
for Chevrolet dealers and for the trucks they sell. Truckers like em, both. And the momentum is still building 
up. With the latest in advanced truck features—years-ahead Independent Front Suspension, truck-built 6’s and 
V8’s, durability and convenience features galore—Chevy’s set to stay at the top of the list for a long time to come. 


. Chevrolet Division of General Motors, Detroit 2, Michigan. 
‘61 
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SOLVES 
YOUR PLATE 
PROBLEM! 


ff a HURRY! 


Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! 

* STURDY! Made of heavy duty galvanized 
0 ) spring wire with aluminum clips. 
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JOBBER INQUIRIES 
INVITED 








4 SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. 
© Enclosed herewith our check for $ 
Dealer Plate Holders. 
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Nome 
$1.25 FOR SMALLER QUANTITIES 
, Address 
Send check with order. City Sine 


CDI 


MDI 
MER. 
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Executone 
intercom? 


It’s like having 
an extra man 
in every department 
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SHOW 
ROOM 


Hundreds of dealers, service firms, and garages 

are building profits—without adding to their payrolls 
—by putting Executone to work. See for yourself 
how Executone helps increase auto and service 
sales ... keeps mechanics on the job 
... ends bottle-necks... gives you 
more time to manage... 

speeds up deliveries. 

Learn about Executone’s no-cost 
communications survey of your 
operation, and all the other famous 
Executone Extras. Mail this 

coupon today! 
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COMMUNICATION and SOUND SYSTEMS 


XECU DM Dept. A-3, 415 Lexington Ave., New York 17, N. Y. 


Please send me your free booklet on HOW TO INCREASE AUTO SERVICE 
SALES, GOOD-WILL, AND PROFITS. 


Name 
Firm 
Address 
City 


Zone State 





(In Canada: 331 Bartlett Avenue, Toronto) 
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Reynolds Offers 
Contact System 


For Auto Dealers 


DAYTON.—Reynolds & Reynolds 
Co. has introduced a system de- 
signed to organize auto customer- 
prospect contacts and to ease 
profitless clerical work. 

The firm said the system, called 
the “Daily Profit Plan,” serves as 
a long-range schedule, a daily re- 
minder and a performance record 
that can be kept current with a 
minimum of entries and a simpli- 
fied notation code. 

The system includes two coil- 
bound books, each with sufficient 
pages to record a year’s activity, 
plus a pad of 250 daily work sheets. 

One book and the work sheets 
are for the salesman’s use, and the 
other is for the sales manager, for 
condensing daily reports of four) 
salesmen into a day-by-day sum- 
mary for orderly analysis, the firm| 
said. 

“Its advantages over a file-card| 
system stem from the elimination) 
of card shuffling, tabbing, fraying, | 





misfiling and occasional pocket-| 
ing,” said a spokesman. 
In addition, he said, the sales | 


manager’s summary discloses the} 
talents, suggests training steps and| 
charts the progress of each of his| 
salesmen. | 

| 


Letterbox 


(Continued from Page 14) 


been applied to them in the past. | 


| It really takes on new meaning at 


an International Automobile Show. 
You see fathers explaining things 
to their sons, boys explaining 
things to girls. | 

They’re not talking about “styl-| 
ing.” Upholstery is irrelevant, un- 
less it’s leather or leather cloth. 
Color is irrelevant, unless it’s Ital-| 
ian racing red. Junior, and even| 
the girls, are fascinated by differ- 
ent things. 

When the dealer tears his eyes| 
away from the people, he finds 
other things of interest. Several 
new cars were shown: Jaguar} 
XK-E, the Mercedes-Benz 220SE, | 
the Peugeot 404, the Volvo P-1800. | 

I noticed something quite fasci- 
nating about the American cars 
that were on display, too. Those 
get a lot of attention—the Comet) 
S-22, Corvair Monza, Falcon Fu-| 
tura, Oldsmobile Cutlass, Pontiac 
LeMans, and Buick Skylark. All| 
are Detroit versions of “personal” 
cars. 

Their interiors are similar to 
that of the imports: Bucket seats, 
stick shift, leather, etc. These 
neat cars are a tribute to the 
imports which they emulate. 

For the last few years—and this 
year’s show was no different — the 
huge second floor of the Coliseum 
stressed British craftsmanship, 
with many displays of English 
sport and luxury cars. These dis- 
plays are tasteful and professional. 
The Rover, Rolls-Royce, Triumph, 
Jaguar and Rootes display drew 
especially large crowds, In addition 
I also found the Simca, Volvo and 
Saab displays creative and well 
handled. 

The key in these displays seemed 
to be the cars themselves. 

On the other hand, the display | 
of the largest-selling import featur- | 
ed a plush giraffe with its head | 
poking through a sun-roof, A re-| 
corded voice blared forth a con- 
tinuous message. The message was| 





redundant, elementary, as well as 
too loud. 

Are there lessons for us here? I 
think I learned a few. 

First, we might approach our 
customers the way the most pop- 
ular exhibits did, with enthusias- 
tic interest and knowledge of our | 
customers’ needs. 

Second, we might emphasize 
overseas delivery, (Simca had tre-| 
mendous success with this during} 
the show.) 

Third, we should approach our| 
cars the way our customers do — 
with respect for their special vir- 
tues. 

Finally, we can be encouraged 
by the keen interest so many peo- 
ple show in us and in our products. 
And we can be comforted that our 
cars and our business are here to 
stay. The hundreds of thousands 
of visitors at this International 
Auto Show proved this.—THomas 
NemMet, Nemet Imported Cars, Ja- 
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Also a Full Line of Accessories 
Write for CATALOG . . Dealer Inquiries WELCOME 
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Norick 
Accounting 


ForimsS-.ce 
they are designed and 


APPROVED 


for your use 


A complete line of Norick 
Business Forms is designed 
specifically for GM dealers 


Norick Cae Le 


3909 N. W. 36th @ OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 
Representatives in Major Cities Across the Nation 
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Chrysler Inks World Series... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Although the 1961 big league 
baseball season is less than a week 
old, Chrysler Corp. already is mak- 
ing plans to introduce its 1962 mod- 
els at World Series time this year. 

The corporation will join Gil- 
lette Safety Razor Co, in sponsor- 
ship of the $7 million radio-tele- 

vision sports package, and 

dovetail its introduction of its 
new models with the World Se- 
ries. 

In addition to the Series, the 
package will include two All-Star 
baseball games in July, the Blue- 
Gray football in December, and the 
New Year’s Day Rose Bowl game. 
The Blue-Gray game will be car- 
ried only on television. 

The other games will be carried 
on the complete NBC television and 
radio networks plus a number of 
independents—a total of 225 tele- 
vision outlets and approximately 
500 radio stations. 

Ford Frick, baseball commission- 
er, said the total payment for tele- 
vision-radio rights to the series and 
the All-Star games will be $3,750,- 
000. The $7 million estimate in- 
cludes the rights and time and net- 
work charges, but not the commer- 
cials. 

Present plans call for each divi- 
sion to introduce its models on suc- 
cessive days. Four games are guar- 
anteed with the series, and seven is 
a possibility. 

ok * + 


Hart Gets Dodge Account 


The St. Louis Dodge Dealer 
Assn. hag appointed Hart Adver- 
tising Co., Clayton, Mo., to han- 
dle its advertising and public re- 
lations. 


* * * 


Times-Mirror Expands 


The Los Angeles Times-Mirror 
Co. has purchased Jeppesen & Co., 
Denver publisher of technical flight 
information and flight operations 
manuals. The acquisition was for 
an undisclosed amount of cash. 

Annual volume of Jeppesen is in 
excess of $3 million, according to 
Norman Chandler, president of 
Times-Mirror. Its customers in- 
clude airlines, business and private 
aircraft owners and military avia- 
tion. 

* * ok 


Auto Admen Meet May 22-25 


The annual spring meeting of the 
Automotive Advertisers Council 
will be held May 22-25 at the Home- 
stead, Hot Springs, Va. Robert 
Wolfson, council president, an- 
nounced that a program has been 
arranged covering major problems 
and current trends in marketing 
within the automotive aftermarket 
field. 

The Automotive Advertisers 
Council membership is limited to 
manufacturers personnel actively 
engaged in advertising and sales 
promotion in the automotive after- 
market field. 

* * * 


Chevy Dealers Pick Rep 


The Chevrolet Dealers of 
Greater Detroit have announced 
appointment of Stone & Simons 
Advertising, Inc., Detroit, as 
agency for their 36-member or- 
ganization. 

* * * 
Dodge ‘Key Club’ Campaign 

Dodge and Elnar, Inc., New York, 
have joined forces to form the na- 
tion’s most economical “Key Club.” 

The “Key Club” is part of 
Dodge’s special “Golden Key Cam- 
paign,” created especially for the 
automobile firm by Elnar, which 
specializes in originating sales pro- 
motion programs for industry. El- 
nar is a division of the Cole Na- 
tional Corp., Cleveland. 

The rules of the “Key Club” are 
simple. Each person who visits a 
Dodge dealer and takes a demon- 
stration ride in any of Dodge’s new 
cars or trucks will receive an 18- 
karat gold-plated key to fit their 
present car. The key is actually a 
tie clasp in the form of a real 
car key. 

Using the slogan “See the Man 
with the Golden Key,” the cam- 
paign is supported by a nationwide 
advertising program embracing 


daily newspapers, color spreads in 
Sunday supplements and national 
magazines, plus extensive use of 
commercials on nationwide radio 
and television networks. 

In addition to the advertising 
support, the “Golden Key Cam- 
paign” is backed by a dealer con- 
test in which Dodge is awarding 
a top prize of 100 free seven-day 
Jamaica holidays for two for the 
winning dealers. 

ok * & 


| Closed-Circuit TV in Color 


A major breakthrough in busi- 
ness communications—for the first 
time, high-quality, large-screen 
| compatible color television in a na- 
|tional closed-circuit network—has 
| been inaugurated by TNT—Theatre 
| Network Television, Inc. 
| The new TNT network, includ- 
jing the 50 largest United States 
| markets, will bring a new dimen- 
| sion to marketing and merchandis- 
| ing, according to Nathan L. Hal- 























pern, company president. The net- 
work is known as TNT COLOR- 
vision. 

Halpern said the new network 
is the most significant develop- 
ment in business communications 
since closed-circuit television was 
founded by TNT 12 years ago. 


* * * 


Kudner’s Johnson Retires 


Hugh H. Johnson, director of 
media at Kudner Agency, Inc., has 
retired after 17 years with Kudner, 
but will continue to serve in a con- 
sulting capacity. 

Johnson joined Kudner in 1944 
as associate director of media and 
became director of media in 1954. 

Before that he was advertising 
director of Bell Aircraft for two 
years, and earlier, advertising man- 
ager for Reo 1922-1932 and adver- 
tising manager for Buick 1933 to 
1942. 


* * * 


New Guarantee for Journal 

Ladies’ Home Journal has an- 
nounced a new circulation rate 
base of 7 million average net paid, 
effective with the October issue. 
The magazine already has an- 
nounced a rate base of 6,700,000, 
effective in July. 

First-quarter circulation for the 











“It’s just our way of letting off 
steam when we miss a sale.” 





Journal marked a new high, ex- 

ceeding by an average of some 

150,000 the rate base oi 6,700,000 

which will become effective in July. 
* * * 


Carrier Opens Own Firm 

Herb Carrier, former Detroit 
editor for a number of national 
automotive trade magazines, has 
left the editorial field to start his 
own technical public relations 
firm. 

Operating as Herb Carrier As- 


SUMMER FUN. 











sociates, the firm will specialize 
in industrial publicity and tech- 
nical training material publica- 
tions. Office headquarters are in 
Detroit. 


* * * 


Avis Plays to the Girls 

The first nationwide consumer 
promotion in the rental car indus- 
try was announced by the Avis 
Rent-a-Car System of Boston in a 
double-page, four-color advertise- 
ment in the April 15 issue of the 
Saturday Evening Post. 

The advertisement, run as a part 
of a new Avis “best-girl”’ national 
promotion, announced the offer of 
a free bottle of Lanvin’s “My Sin” 
perfume with the rental of an Avis 
car. “Teaser” announcements of the 
promotion appeared in the New 


| Yorker and Sports Illustrated na- 


tionally, and were merchandised 
locally throughout the national 
Avis system. 

Merchandising and promotional 
material for the campaign will in- 
clude display banners, actual color 
reprints of the Post advertisement, 
a Lanvin display and other point- 
of-sale materials, The gift perfume 
promotion offer will be made by 
Avis through May 15. 





JUST IN TIME FOR SPRING AND 


A NEW SELECTION OF FREE GIFTS 


FOR FRAM DEALERS. 








SELL FRAM FILTERS... GET ANY OF THESE 





NEW SPRING & SUMMER GIFTS. 
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Mr. Sjoberg| Logan Monroe, formerly vice-| 
was sales vice-| president and controller, had been | 
president of/elected an administrative vice-| Two Johnson’s Wax district sales | 
Diveo' Co. for| president of Eaton Mfg. Co., and| managers have been reassigned. 
nine years before| Hugh McKibbin, formerly assist-| Arthur J. Lincoln, who had been| buses, he will continue to direct 
joining White.| ant controller, has been promoted|New York metropolitan district) all the engineering division's bus 
From 1948 to 1951,| to controller. manager, has been named manager | activities. 
he was assistant; Monroe joined Eaton’s Axle Divi-| of the Buffalo-Rochester district,| ,, i : als 
and Arthur A. Costantino, formerly | Transportation Sales Chief 
= | Announced by Fiberglas 


Harry H. Chapman has been 


|named transportation sales man- 

|ager for Sales to Manufacturers 

| Division, Owens-Corning Fiberglas 
BShEE aS | Corp., Toledo. 


Co. in a transaction which included 
exchange of business places. 

Iley Conley, president of Capitol, 
said he would do business as Cap- 
itol Pontiac-Buick Co. Galyean, who 
will continue to handle Rambler 
and GMC, said, “I disposed of the 
Buick franchise to concentrate on 
the sale of Rambler.” 


’ 7 ¢ 
Johnson’s Wax Moves 2 | and advanced through various 
manufacturing and _ engineering 
positions, Formerly chief engineer- 


* * n 

















Chapman will 
| be in charge of 
Fiberglas sales to 
the transporta- 
| tion industry and 
the development 
of new applica- 
tions of insula- 
tion, Fiberglas- 
reinforced  plas- 
|tics and _ other 
products. He has 
| been supervisor of the firm's elec- 
trical insulation apparatus sales for 


the past seven years. 
a x ” 





H, H, Chapman 


Plymouth Appoints Albers 


Assistant Detroit Manager 


Donald D. Albers has been ap- 
pointed assistant manager of Plym- 
outh’s Detroit region. 

Albers joined Chrysler Corp. in 
1956 as a member of the forward 
planning group. In 1958 he was 
transferred to the Plymouth sales 
staff, 

* a ¥ 
White Motor Announces 
|3 New Sales Regions 

Three new regional vice-presi- 
dents and sales regions have been 
announced by White Motor Co., 
Cleveland. 

The vice-presidents and their re- 
gional headquarters are: W. M. 
Tobin, Boston; C. S. Hale, New 
York; and Noah Gresham, Kansas 
| City. 


Sales Pickup Seen 
As Australia Kills 
(10 Pct. Tax Boost 


SYDNEY, Australia.—A slow re- 
covery in sales is anticipated by the 
Australian auto industry since the 
federal government lifted the 10 
percent sales-tax increase which 
went into effect last November. 

In the period between November 
and January sales dropped from 
31,865 to 16,254 as the public balked 
te at the boost in the tax from $30 
dd to $40. 

The government said the higher 
tax was designed to curb the pro- 
duction and sale of motor vehicles 
so that some of the idled skilled 
workers could be absorbed by 
“more important industries now 


} 


A. For every 24 Fram Filters you buy, D. Fram Corporation reserves the ee oo aie 
your supplier will give you two Gift Cer- right to withdraw this offer at any time. greater than the government had 
e expected, for it had viewed the de- 
tificates absolutely free. des te eee. & ae 
2 / ’ Wi mind followed extensive layoffs of 
B. You redeem them for nationally ad- et os ~ of ic $ ie all types of workers 
z - . Zs J r /er fr eC ontributing to the slu Was a 
vertised merchandise. Gifts are shipped et dictee Ga cau Ga Pate ee ghtening. of ccutt seuuaenr an 
directly to you—freight prepaid . finance companies, which called for 
. higher downpayments and shorter 
e ° t t terms. 

C. You get these valuable gifts with "Sie ctedik aasene 0) Gaia 
; ; j ae and this will tend to keep sales be- 
two or more gift certificates. FRAM CORPORATION, Providence 16, R.|I one Se en ae 
achieve what the government in- 
tended under the sales-tax_ hike,” 

FABULOUS GIFTS ABSOLUTELY FREE!!!!!!!! ce 
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Moran Operations Blasted in Letter to Ford... 


Stimulator-Dealer Concept Is Hit 


ALBANY, N, Y.—The Albany 
Auto Dealers, Inc., endorsed last 
week an open letter addressed by 
M. H. Yager (Pontiac), former 
president of the association, a 
member of NADA’s Industry Rela- 
tions Committee and task-force 
leader, to Henry Ford II, president 
of Ford, criticizing the stimulator- 
dealer concept. 

Here are excerpts from the let- 
ter: 
“My first reaction was that 

Time in their issue of March 24th 

had done a considerable disserv- 

ice to the automobile dealers of 

America in their feature story on 

your dealer, Mr. Jim Moran, of 

Chicago, so aptly titled ‘Heyday 
of the Haggle’ and sub-titled 
‘The Arabian Bazaar.’ - 

“On reflection, perhaps they have 
done the dealers a definite service 
by bringing into sharp focus one 
of the basic troubles with the very 
sick retail automobile industry and, 
in my considered opinion that is: 

“The type of dealer that the au- 
tomobile manufacturers have elect- 


IN SOLID 
SALES 








ed to appoint in the postwar pe- 
riod, and the resultant distribution 
pattern that has evolved from that 
election. 

“You are in a singular position in 
the automobile industry, for yours 
is an honored name and a respect- 
ed heritage, without parallel in our 
industry. That position places great 


influence and awesome responsibil- | 


ity on you. It is for that reason 
that I am addressing this to you. 

“Prior to the war, the distribu- 
tion of automobiles wag in gener- 
ally responsible hands, but it can 
be demonstrated that it has 
studiedly been shifted to less re- 
sponsible hands since that time. As 
a consequence the ‘wheeler dealer’ 
has become the prototype in the 
minds of the public with a corres- 
ponding dilution of their confidence 
in all automobile dealers. 

“In the postwar era we have 
witnessed the death of six car 
makes (Kaiser, Hudson, Nash, 
Packard, DeSoto and your own 
Edsel Division). As one dies there 
is always a new nominee for the 


FOR 10 








SOLID 
YEARS... 





low man on the ‘totem pole’. 
There are only five manufactur- 

ers left offering a total of 12 
franchises. 

“The attrition on dealers in the} 
same period is measured in tens of 
thousands, and every indicator in 
the early months of 1961 is that 
rate is increasing at an alarming 
pace. 

“Statistics show that the auto- 
mobile business ranks No. 1 in our 
industrial economy, We rank sec- 
ond only to food in the merchandis- 
ing segment of our economy, Com- 
bined, we with our satellites con- 
stitute about 15 percent of the total 
national economy. 

“Since as many people own auto- 
mobiles as do telephones and tele- 
vision sets, and more than own 
bathtubs, and since their automo- 
biles generally represent their larg- 
est investment except in their 
homes, what happens to the auto- 
mobile industry is of vital concern 
to the public—not just to the man- 
ufacturers and the dealers. 

“Those who are in control of this 





Cars. 


cial models. 





vital and enormous business must 
have a high sense of ‘social con- 
sciousness.’ I don’t mean just giv- 
ing alms to the poor and the hos- 
pitals, but in the conduct of 
day-to-day business and how that 
conduct affects our fellow man and 
the economics of our country. 

“The recent history of the au- 
tomobile business unfortunately 
does not reflect that kind of ‘so- 
cial conscience’ and Time’s ar- 
ticle points up a classic, though 
not exceptional, example of that 
lack. 

“Since Mr. Moran and his affairs 
have been so publicly exhibited, 
let’s take a more analytical look 
at him and through him examine 
some of the reasons for the spread- 
ing malignancy that is strangling 
such an important segment of our 
economy. 

“Mr. Moran apparently is quite a 
‘wheel’ in the ‘stimulator-dealer 
fraternity,’ but he is not alone. All 
automobile manufacturers have ap- 
pointed them, large and small, in 
all parts of the country. Though a 
small minority, their tactics, mer- 
chandising practices and ‘ethics’ 
have become the norm of the auto- 
motive distribution pattern, with 
the resultant dissipation of dealer 


emulate them to a greater or lesser 
degree, whether they wanted to or 
NOEs «> 

“It is stated that Mr. Moran sold 
9,000 new cars in 1960 and made 
$117,000—that works out to $13 pe: 
new car. 

Epitor’s Notre: Time _ reported 
that Moran received $150,000 a 
year salary from Courtesy Mo- 
tors, and $24,000 from his other 
business enterprises. 


“He reportedly did $41 million in 
sales last year and his admitted 
$117,000 profit works out to 285/1000 
of one percent. That is a dan- 
gerously low profit in the automo- 
bile business or any other business, 
and that is the profit pattern that 
the Ford Motor Co. condoned and 
apparently encouraged him to set, 
both for their other dealers of the 
area and those of competition, 


“NADA statistics show that the 
dealers of the nation only aver- 
aged .5 percent net last year. It 
is somewhat startling that one so 
allegedly astute and with the 
Ford line should come out with 
only about half of that slim aver- 
age. That kind really set the 
down-hill slide of profits, 


“Time states that Mr. Moran has 





profits almost to the vanishing| $4 million invested in his business. 
point. Other dealers have had to/ His $117,000 reported profit showed 


6 solid reasons! 


1. BMC opened the modern U.S. import 
market. Morris, Austin, Austin Healey and 
MG have been on the American market 
longer than any other group of imported 


2. BMC is the world’s largest manufac- 
turer of sports cars and Britain’s largest pro- 
ducer of all types of cars. 


3. Americans have become familiar with 
what Britons knew for decades—fine crafts- 
manship and superb engineering are hall- 
marks of BMC. 


4. BMC maintains the largest parts in- 
ventories in the U.S. of any British car man- 
ufacturer. BMC has more U.S. warehousing 
and distribution facilities and more service 
training schools for U.S. dealer personnel. 


5 « In addition to the world’s fastest selling 
sports cars, BMC makes economy cars, com- 
pacts, station wagons, luxury cars, commer- 


S. BMC cars avoid both extremes—that 


of never changing and that of changing for 
changing’s sake. BMC designs move for- 


ward naturally. 


Little wonder there's big satisfaction in selling 


AUSTIN * AUSTIN HEALEY * MG * MORRIS 


U. S. representatives of The British Motor Corporation, Ltd. 


For turther information, write to: AAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19,N. Y. 


a return of 2.9 percent on his in- 
vestment. He could have done bet- 
ter with his money in a savings 
bank or government bonds. 


“According to published reports, 
Ford Motor Co. in 1960 made a net 
pretax profit on sales of 15 percent. 
If Ford’s profit figures were ap- 
plied to Mr. Moran’s sales, he 
would have made $6,150,000 net in- 
stead of $117,000. 

“Putting it another way, as an 
educated guess, I would presume 
that his net cost of product pur- 
chased from Ford was a minimum 
of $20 million. Applying their aver- 
age net, Ford Motor Co. made a net 
of $3 million on his operation, or 
25.6 times his $117,000. 

“To put it still another way, these 
figures show that Ford Motor Co. 
made as much net on Mr, Moran’s 
operation every working day as he 
did each month in 1960, or in just 
12 working days Ford made as 
much net on this one dealership as 
the dealer did in a year, 

“As another educated guess, it is 
safe to presume that Ford Motor 
Co. made as much net just on the 
parts they sold him as he reported- 
ly made on his entire $41 million of 
sales. They only had to sell him 
$65,000 worth of parts per month 
at 15 percent to do just that. 

“Something seems badly out of 
focus there. Historically the man- 
ufacturer or wholesaler takes the 
shorter end of profit on their 
larger volume, and the retailer a 
longer end on his lesser volume. 

“It seems that the auto manufac- 
turers have managed to reverse the 
historic scheme of things, so that 
they, in effect, retail their cars at 
wholesale by maneuvering their 
dealers into wholesaling them at 
retail. 

“We hear a good deal about the 
‘Battle of Main Street’ between 
Ford and Chevrolet. When Ford 
comes up with a 15 percent net on 
sales and Chevrolet does even bet- 
ter—not much of their blood is 
spilled in that ‘battle,’ but there are 
some pretty gory Ford and Chev- 
rolet dealers around the country. 
And, believe me, the rest of us sure 
get splattered, mauled and flayed 
in that melee. The ‘battle’ is indeed 
on ‘Main Street,’ not in Detroit. 

“Mr. Moran says that to be suc- 
cessful a dealer must be a pillar in 
his community, and I find that is 
one of the few points I can agree 
with him on. Unfortunately a good- 
ly number of them that were gen- 
uine pillars in their community 
have become tombstones in the 
graveyard of diabolical competi- 
tion. The code of the pillar is not 
compatible with the tactics of the 
circus barker-pitchman school. 

“Competition is one thing, but 
mayhem and carnage under the law 
of the jungle is something quite 

different. 

“I am sure that the thinking 
dealers do not begrudge the fac- 
tory a legitimate profit. In fact 
we realize how important it is to 
have strong and profitable fac- 
tory sources. But we can’t help 
but wonder if the factories real- 
ize how important it is for them 
to have strong and profitable 
dealers on a broad base, Remem- 
ber the story about the Indian’s 
pony? He trained him to live on 


(Continued on Page 39, Col, 1) 
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Moran Setup Hit in Letter to Ford... 





Auto Veteran Assails 


Stimulator 


Concept 


(Continued from Page 38) 


sawdust and, about the time he 
got him trained, he died. 

“Mr. Moran is quoted as saying: 
‘If you’re in the automobile busi- 
ness today and your only profit is 
in selling new cars, you aren’t 
going to make money. You have to 
be in insurance, financing, the 
whole ball of wax.’ 

“If that is true, isn’t it a serious 
indictment of those in control of 
the biggest merchandising business 
in the world that it has come to 
such a low ebb that it can’t stand 
on its own feet? If we can’t, who 
can? 

“I would think that statement 
should be of particular concern to 
the manufacturers, especially in 
the light of threatening legislation 
that has been introduced in many 
states to divorce such fringe bene- 
fits or ‘the ball of wax,’ as he so 
quaintly puts it, from dealer prof- 
its. 

“There is considerable talk about 
the retail automobile business 
either being taken over by the man- 
ufacturers or going into a super- 
market operation. Both of those 
concepts are seemingly impossible 
for two reasons that sets automo- 
bile distribution apart from any 
other merchandising pattern. 

“It is primarily a trading busi- 
ness, not just a sales business. It is 
importantly a service business, 

“If that reasoning is correct, 
then it certainly is of utmost im- 
portance that the manufacturers 
do in fact all that they can to 
preserve and strengthen the 
franchise system that hag made 
them the giants that they are. 
That system, and its profitable 
and proper functioning, is the 
only guarantee they have for 
their own continued welfare, 

“Evidence that something has 
gone drastically wrong with the 
franchise system is the drying up 
of the vast reservoir of venture 
capital that was once available to 
go into the retail automobile busi- 
ness. Both the reputation and profit 
record of the business has made 
that kind of capital pretty skittish. 
“Time alludes to the lack of 
salesmanship in some of the deal- 
erships visited. I am sure that their 
experience isn’t indicative of the 
vast majority of dealers. But here 
again, it is a recognized problem 
to attract the right type of sales- 
men to our business, just because 
of our deteriorating reputation and 
record. 

“The distribution pattern con- 
doned, if not promulgated, by the 
automobile manufacturers has un- 
fortunately been emulated by many 
other lines with the same deterior- 
ation of profits at the retail level in 
those lines. The ‘Heyday of the 
Haggle’ has spread. 

“Profit has been the motivation 
of business and without that mo- 
tive it soon shrivels and dies. For 
the continuation of our American 
Way and our economic system, 
profit must be on a broad base and 
not just for the few titans. Profit 
is certainly the source of taxes and 
government at local, state and na- 
tional levels must concern them- 
selves about its continuance. 

“While there are many complex 
and perplexing facets to the 
problems of our bedeviled indus- 
try that create quite a quandary, 
the one that is of utmost concern 
to the many thinking dealers that 
I meet and know is the present 
pattern of distribution. They are 
sure that the manufacturers, in- 
dividually and collectively, can, 
should and must do the necessary 
things to change it. We are all 
hopeful that they will do so be- 
fore some other and even more 
distasteful avenue has to be ex- 
plored. 

“The present climate only serves 
to broaden the already too wide 
cleavage between the factories and 
their respective dealers. We must 
create a climate that will engender 
and nurture a genuine feeling of 
mutuality—one of deserved confi- 
dence in place of mutual] mistrust. 
Only then can we regain public 
confidence that has been so badly 
bandied. 

“In truth the several factories 








and their dealers are Siamesed, One 
can’t live without the other—nei- 
ther can both be sustained through 
the belly of one, It’s about time 
that we recognize that fact and act 
accordingly—to quit acting like a 
pair of strange tom cats with our 
tails tied together over the back- 
yard fence. We should attract the 
neighbors instead of distracting the 
neighborhood. 


“Most of my business life has 


Fire Damages Chevy Deal 


BETHESDA, O. — Fire caused 
damage estimated at $25,000 to 
Shepherd Chevrolet Co. Allen Shep- 
herd, manager, said six cars owned 
by customers and one company- 
owned vehicle were destroyed and 
four others in for repairs were 
damaged, 








been spent in both the wholesale 
and retail automobile business. I 
have been an auto dealer for 21 
years and have enjoyed a reason- 
able degree of success. My fellow 
dealers have honored me with var- 
ious portfolios in our industry; my 
intentions are to continue as an au- 
tomobile dealer. 

“This is written without benefit 
of portfolio and without rancor. 
It is intended as a thoughtful, 
concerned, urgent and sincere ap- 
peal to you and your counter- 
parts to recognize this drastic 
predicament and to use your sub- 
stantial influence to correct it — 
to fulfill your great heritage. 

“Only by fulfilling our own heri- 
tage do we have any hope of pass- 
ing on a proper heritage to the 
generation coming on behind us. 

“I full well realize the possibility 
of being accused of dealing in 
idealism in some of the things I 
have said here. Ideals and the re- 
lentless following through to the 
ultimate fruition of those ideals 
have been the very essence of the 
success of our country. I certainly 
hope the day of ideals has not 
passed us by—if it has then we are 
all really in a hell of a fix. In that 
case let’s not be profane enough to 
ask for God’s help.” 





=. 
U.R.SHADO 








Shadoff's "Best Selling Tool'— 


William R. Shadoff, owner of a Chrysler-Plymouth dealership in Pomona, Calif., is 
shown with the portable revolving hoist which he calls his firm's “best selling tool.” 
The Monday following the first weekend the hoist was in use, he said, there were four 
calls about the “car on the hoist, and one of them bought it.'’ Shadoff, who broke 
into the business as a mechanic, calls service a specialty of the house. His “Shadoff 
Special" holds nine world’s records for speed at the Bonneville (Utah) Salt Flats, he 
said. His firm has had entries in the last five Mobilgas Economy Runs and all have 
been winners in their class. 
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1957 CHEVROLET REAR FENDER REPAIR PANEL 


Every bodyshop can double their profits with 
this hot item! Exactly contoured to cut your 


repair time in half. 
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@ No More Cut Fingers From Raw Metal 
@ Protects Panels From Damage 

e@ Easier to Store in Stock Rooms 

@ Labeled for Fast and Easy Identification 


Packaged Appearance Panels save the auto- 
body man money! Keeps panels like new until 
the moment you’re ready to use it. Protects 
bodyman from raw metal edges. Just one more 
reason why more autobody men are changing 
to Slip-On, the better made, original appear- 
ance panel! 





ORDER PANELS 
Ais ial hg 14 
HANDY ORDER GUIDE 







SLIP-ON CORPORATION 
subsidiary of George H. Schofield & Associates Inc. 


9523 Detroit Avenue, Cleveland 2, Ohio. 


Please rush a supply of your FREE Easy Order Guides 
listing hundreds of appearance panels. 








Company 
Address 
City 

Cit am a jobber interested in handling your line. 





Zone State 
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Average Price of Used Cars Sold at Auction 


°5O 760 
dune 


Prices of 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 


* a 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of April 4. 
BUICK—’56 Special 4-dr. Riviera, 


Ss). 
sb auper 2-dr. Riviera, $215* (ps). 


$375* 


54 Special 4-dr., $270*; 2-dr. Riviera, 
$140* (ps). 
53 Special 4-dr., $100*. 
CADILLAC—’59 (62) 4-dr. hardtop, $2,- 
865* (ps). 
°58 (62) 4-dr. hardtop, $1,690* (ps). .s 
(60) Special 4-dr. hardtop, $1,340 


"57 

is). 

gates) 2-dr. hardtop, $615* (ps); 4-dr., 
460* (ps). 

se (62) cans $475* (ps), $385* (ps). 

749 4-dr., $100*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$1,850*; Bel Air (8) sport coupe, $1,- 
795* (ps); Corvair (6) 4-dr., $1,525*, 
1,290. 

“se Impala (8) sport coupe, $1,165*. 

*58 Biscayne (8) 2-dr., $680. 

’57 Bel Air (8) sport coupe, $975*; Two- 
ten (8) 4-dr., $625*; One-fifty (8) 2- 
dr., $475. 

56 Bel Air (8) 4-dr., $505*, $420*; Two- 

(8) 2-dr., $390; station wagon, 
$265*. 

*55 One-fifty (6) 2-dr., $130. 

CHRYSLER—’58 Saratoga 2-dr. hardtop, 
900* (ps). 

pesoro_'s7 Fireflite 4-dr., $840* (ps). 

’56 Firedome 4-dr., $320*. 

PODGE—’61 Lancer (6) 2-dr., $1,550. 

60 Polara (8) conv., $1,725* (ps); Dart 
(8) Phoenix 4-dr., $1,555*. 

’55 Coronet (6) Suburban 2-dr., $175*. 

FORD—’61 Thunderbird (8) 2-dr. hard- 
top, $3,685* (ps), $3,600* (ps); Falcon 
(6) 4-dr., $1,640. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps); Galaxie (8) Starliner, $1,- 
410*; Falcon a 2-dr., $1,365, $1,- 
335*, $1,280, $1,225. 

*59 Country Squire (8) 4-dr., $1,600* 
(ps); Galaxie (8) 4-dr., $1,350* (ps); 
conv., $1,100* (ps); Fairlane (8) 2-dr., 
$1,015*; Fairlane 500 (6) 4-dr., $900; 
2-dr., $825 (ps); Ranch Wagon (6) 2- 
dr., $800. 

’58 Fairlane 500 (8) conv., $850* (ps); 
Ranch Wagon (8) 4-dr., $560*, $550. 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$640*; Fairlane (8) 4-dr., $600* (ps); 


2-ar., $490* (ps); Country Sedan (8) 
4-dr., $590* (ps); Custom (8) 2-dr., 
$415. 


’56 Fairlane (6) 4-dr. Victoria, $375*, 
$340* (ps); Country Sedan (6) 4-dr., 
$330*; Custom (6) 2-dr. Victoria, 
$315*; 2-dr., $245. 

’54 Crest (8) 2-dr. Victoria, $260; Cus- 
tom (8) 2-dr., $175. 

LINCOLN—’57 Premiere 4-dr. hardtop, $1,- 
085* (ps). 

MERCURY — ’57 Turnpike Cruiser 4-dr. 
hardtop, $795* (ps). 

OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 
975* (ps); (88) Super 2-dr. Scenic, 
$1,650* (ps). 

*58 (88) 4-dr., $950* (ps). 


’57 (88) 2-dr., $750* (ps); (88) Super 
4-dr. Holiday, $715* (ps). 
’53 (88) Super 2-dr. Holiday, $200* 


(ps). 
PLYMOUTH—’59 Savoy (6) 4-dr., $690. 
’57 Savoy (6) 4-dr., $350*. 


’56 Belvedere (6) 2-dr., $490* (ps); 
Savoy (8) 2-dr., $255. 

’55 Savoy (8) 2-dr., $185; Plaza (6) 
2-dr., $100. 


PONTIAC—’60 Catalina Safari 4-dr., $2,- 
340* (ps); Bonneville 4-dr. Vista, $2,- 
150* (ps); Ventura sport coupe, $2,- 
090. 

’59 Bonneville 4-dr. Vista, $2,025* (ps). 
'57 Chieftain 4-dr., $400* (ps). 
'55 Chieftain 4-dr., $180*. 


STUDEBAKER—’60 Lark (8) 4-dr., $1,- 
060, $1,000. 
’59 Lark (6) 2-dr., $675*. 
"56 President (8) 4-dr., $290* (ps). 


MISCELLANEOUS — ’60 Ford (6) Falcon 
Ranchero, $1,210. 

’57 Ford pickup, $410. 

56 Chevrolet %-ton truck, $525. 


"55 Ford panel, $235. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
April 3. Today’s car market showed a lot 
of zip from the beginning, despite the 
small offering of late models. We need 
more heavy cars—Oldsmobiles, Cadillacs, 
Buicks and Chryslers. Sold 93 cars from 


116 consignments. 

BUICK—’ 57 Special conv., $725*. 
55 Century 2-dr. 

CADILLAC- 


Riviera, $350* (ps). 
54 (60) Special 4-dr., $300*. 







































(Compiled by Automotive News from Auction Reports.) 
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= 
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"69 =’60 
Oct. 


"59 °60 "59 °60 


59 60 
Nov. Dec. 


Aug. 


"59 7°60 
Sept. 
"61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 


Figures alongside bars represent dollars, @ 1961, by Automotive News 





CHEVROLET — ’59 Parkwood (6) 4-dr., 2 at $1,600*, $1,550* (ps), $1,425* on, $750*; Two-ten (6) 4-dr., $770, 
$1,300*; Bel Air (6) 2-dr., $1,275*; (ps); Parkwood (8) 4-dr., $1,435*; $540*, $365*; 2-dr., $655, $340; Two- 
4-dr., $1,075*, $1,000; Bel Air (8) Bel Air (6) 4-dr., $1,390* (ps); Bel ten (8) 2-dr., $585. 
4-dr., $1,200*, $1,175*; 2-dr., $1,125*; Air (8) 4-dr., $1,200, $1,165*, $1,150*, ‘56 Bel Air (8) 4-dr., $695*; Two-ten 
Biscayne (6) 2-dr., $1,000*. $985*, $955*, $945; 2-dr., $1,180*; (8) 4-dr., $505*. 

"58 Biscayne (6) 4-dr., $1,100*; Yeo- Brookwood (8) 4-dr., $1,225; Biscayne | CHRYSLER—’61 NY 4-dr. ha - 
man (8) 4-dr., $1,014. (8) 4-dr., $1,105%, $1,095, $940*; Bis- 100° (ps). = 
’57 Bel Air (8) 4-dr., $1,000*; sport cayne (6) 2-dr., $1,055. ’58 NY 4-dr. hardtop, $1,230* (ps), 
13) ak os < a i anes teen ’58 Impala (8) conv., $1,275* (ps), $1,- ’57 Windsor 4-dr. hardtop, $1,165* (ps); 
age a gh P a teens 250* (ps); sport coupe, $1,220*, $1,- NY 4-dr., $935* (ps). 


coupe, $850*; Two-ten (6) 2-dr., $850*, 
$830, $800, $690*; 4-dr., $725. 


’56 Windsor 2-dr, hardtop, $410* (ps). 


045*; Nomad (8) 4-dr., $1,160*, $985*; 
’55 Windsor 4-dr., $280*, 


Bel Air (8) 4-dr., $1,135*, $1,055*, 





’55 Custom Royal (8) conv., $380* (ps). 


$1,750* (ps), $1,650", 

’58 Firesweep 4-dr., $550* (ps), 

’57 Firesweep 4-dr., $400* (ps). 

"56 Firedome 4-dr, hardtop, $405* (ps) 

DODGE—’'60 Polara (8) conv., $1,875* 
(ps); Dart (8) Seneca 4-dr., $1,425*; 
Dart (6) Seneca 2-dr., $1,155. 

’59 Custom Royal (8) conv., $1,475* 
(ps); Royal (8) 4-dr., $1,130*%; Coro- 
net (8) 4-dr, hardtop, $1,015* (ps). 

"58 Coronet (8) conv., $700*. 


’57 Coronet (8) 4-dr. hardtop, $500* 
(ps). 

’56 Custom Royal (8) 4-dr., $400*, 

’55 Custom Royal (8) 2-dr, hardtop, 
$345*. 

EDSEL—’58 Pacer 4-dr. hardtop, $485* 


(ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,590* (ps), $3,510* (ps); Galaxie (8) 
4-dr, Victoria, $2,035*; Falcon (6) 4- 
dr., $1,580*, 

’60 Thunderbird (8) conv., $2,870* (ps); 
2-dr. hardtop, $2,650*; Galaxie (8) 4- 
dr., $1,605* (ps), $1,530*; Custom 300 
(6) 4-dr., $1,400*; Fairlane (8) 4-dr., 
$1,335*; Falcon (6) 4-dr., $1,315. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
295* (ps), $2,050* (ps); Galaxie (8) 
conv., $1,555* (ps), $1,270*; 4-dr. 
Victoria, $1,460* (ps); 4-dr., $1,400* 
(ps); Country Squire (8) 4-dr., $1,- 
235*; Ranch Wagon (6) 4-dr., $1,220*; 
Ranch Wagon (8) 4-dr., $1,190*; Fair- 
lane (8) 4-dr., $1,000* (ps), $960*; 2- 
dr., $960*; Custom 300 (6) 4-dr., 
$990*, $865*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
755* (ps), $1,740* (ps); Fairlane 500 
(8) skyliner, $1,080* (ps); Fairlane 
500 (8) 4-dr, Victoria, $830*, $805*; 
2-dr., $600* (ps); Custom 300 (8) 4- 
dr., $580*; Ranch Wagon (6) 2-dr., 
$400*. 

’57 Fairlane 500 
(ps), $700* 


(8) conv., $1,015* 

(ps); 4-dr., $570*; Fair- 
lane 500 (6) 4-dr., $495*; Country 
Sedan (8) 4-dr., $550*; Custom (8) 
4-dr., $530, $375*; 2-dr., $385. 

’56 Parklane (8) 2-dr., $475*; 
(8) 2-dr. Victoria, $400*. 

’55 Fairlane (8) Crown Victoria, $460* 
(ps). 


Custom 


IMPERIAL—’57 LeBaron 4-dr. hardtop, 
$1,380* (ps). 
LINCOLN—’57 Premiere 2-dr. hardtop, 


$885* (ps); Capri 4-dr, hardtop, $870* 
(ps); 2-dr. hardtop, $790* (ps) 





"56 Two-ten (6) 4-dr., $620, $525, $420; e ; os > o-al s 
station Wagon far. $600*;' 2dr. tolov conn eee sedan, $950* (ps), ee, 61 Comet station wagon, §2,- ae ile Montclair 4-dr., $1,330* 
a $510", $60"; Bel ‘Air (8) Qdr.,| ’57 Bel Air (8) sport sedan, $970* (ps),| "60 Comet station wagon, $1,690*. 58 Park Lane 4-dr, hardtop, $1,140* 
$440*. , E es $885* (ps), $735*, $730*; station wag- | DeSOTO—-’59 Adventurer 2-dr. hardtop, (Continued on Page 41, Col, 1) 

"55 Bel Air (6) 2-dr., $420*; 4-dr., 
$325; Two-ten (8) 4-dr., $350. 

’54 Two-ten 2-dr., $280*, $160*. 7 7 

'41 4-dr., $130. 

CHRYSLER—’58 NY 4-dr., $965* (ps). 
DODGE—’58 Coronet (8) 4-dr., $760*. ; . 


FORD—’58 Fairlane (8) 2-dr., $580*. 
’57 Thunderbird (8) conv., $1,820* (ps); 
Country Sedan (8) 4-dr., $740*, $640* 





Rates: Listing (maximum: three lines of 
car taaleix tack cs rt thas one 
Siok. Aatemessee tens: Gabe 








(ps); Country Sedan (6) 4-dr., $700; 

Custom 300 (8) 2-dr., $580*; 4-dr., * 

$575*; Custom 300 (6) 4-dr., $550, 

$420*; Custom (8) 4-dr., $480; Cus- 

tom (6) 2-dr., $300*; Del Rio (8) ALABAMA MICHIGAN 

2-dr., $470*. Tera EnnEnnrnnrrennnnerninnT nner EnnnnEEEEEEenieeREene meeeeeeeemeeeee S 
’56 Fairlane (8) 2-dr. Victoria, $480* 

(ps). A i 8 re) 
’55 Fairlane (8) 2-dr. Victoria, $360*, J o MH WN Ss oO & A U 7 oOo y 


$260, $260*; Fairlane (8) 4-dr., $350*, 
$230*; Custom (6) 2-dr., $320*, $230. 
IMPERIAL — ’57 Imperial 4-dr., $890* 
(ps). 
LINCOLN—’47 Continental 2-dr., $300. 
MERCURY — ’57 Turnpike Cruiser 2-dr. 
hardtop, $650* (ps). 
’56 Custom 2-dr. hardtop, $490*. 
’54 Monterey 2-dr. hardtop, $200*. 
OLDSMOBILE—’57 (88) 4-dr., $650* (ps); 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








(88) Super 4-dr., $650*. * 
"56 (88) 4-dr., $610*, $275*; (98) 2-dr. COLORADO 19241 Dix—Toledo Highway—Route 25 
Holiday, $650* (ps). Just '/2 mile from Detroit City Limits 
i a : MELVINDALE, MICHIGAN 
’57 Belvedere (8) conv., $820*; 4-dr. Colorado Auto Auction PHONE: DUnkirk 3-0150 
hardtop, $690* (ps); Suburban (8) 4285 So. Santa Fe, Littleton, Colorado : ae 


Custom 4-dr., $675*. 
"56 Suburban (6) Custom 2-dr., $360*. 
"55 Belvedere (6) 4-dr., $210; Savoy (6) 
4-dr., $190*. 
PONTIAC—’57 Star Chief Safari 
$640*; Chieftain 2-dr., $600*. 
’56 Chieftain station wagon 4-dr., $400*. 
’55 Chieftain 4-dr., $370. 
RAMBLER—’57 Custom 
try 4-dr., $620* (ps). 
MISCELLANEOUS—’60 Chevrolet Carry- 
all 2-dr., $1,400. 


Phone: SU _ 1-7821 


SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 
Dealers Only 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 


4-dr., 





(8) Cross Coun- 





’58 Chevrolet Carry-all 2-dr., $530; In- Write for FREE Market Reports. ously. a 

ternational %-ton panel, $560. © Conveniently located in the heart of the 
’57 Ford %-ton pickup, $600. automobile world. 
"52 Dodge %-ton pickup, $140. @ Ten acres of completely fenced parking 


’49 Chevrolet CONNECTICUT 


'47 Willys Jeepster 2-dr., 


CHICAGO 


Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of April 4, Mar- 
ket terrific on all cars, Sold 429 cars from 
637 consignments. 

BUICK—’60 Electra 4-dr., $2,100* (ps). 


¥%-ton pickup, $150. 
$320. 


area, 

Always a fine selection of sharp cars. 
Friendly relations prevail at all times. 
Congenial auctioneers, 

Fair management, 


MICHIGAN'S FINEST SALE 
SALE EVERY WEDNESDAY 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


12:00 12:00 


M. D. McCollum, Vice-President and Manager 








"59 Electra 4-dr., $1,720* (ps); 4-dr. 

hardtop, $1,655* (ps); Invicta Estate pa —_ oe. Inc. 3711 Western Road Phone CEdar 2-318! 
Wagon, $1,700* (ps); 4-dr. hardtop, arenhouse Point, nn. 

$1,690* (ps); LeSabre 4-dr, hardtop, 

$1,655* (ps); conv., $1,625* (ps), 
’58 Super 4-dr. Riviera, $1,210* (ps), FLORIDA NEW JERSEY 


N-A-D-E 


Tema) ty 


$980*; RM 4-dr. Riviera, $1,100* (ps); 
Special 4-dr. Riviera, $900*; Estate 
Wagon, $985*. 

’57 Super 4-dr. Riviera, $675* (ps); RM 
2-dr. Riviera, $570* (ps). 

’56 Super 4-dr. Riviera, $500* (ps); Spe- 
cial 4-dr., $475* (ps), 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 








CADILLAC—’61 Eldorado conv., $5,025* . 
(ps); (62) 2-dr, hardtop, $4,450* (ps). WEST PALM BEACH _— Florida’s OVER 
"00, {2 S-ér. hardtop, =. pe) 33.- quality” auction. 12 Noon. Thurs- 3 
(ps), ’ Pps); e e 4-ar. : 
al Miter wa day. W. Palm Beach Fairground. ZiT) eV AY 
"39 de Ville 2-dr, hardtop, $3,130* (ps): ea tLe) | 
conv., $2, ps); 4-dr., $2,- MARYLAND EVERY WEEK LANES 
875* (ps); 2-dr, hardtop, $2,850* (ps), 
$2,785" (ps), $2,710° (ps), $2,615*| BEL AIR—Bel Air Auto Auction. Ti- penta A yh ae De tarde 
8). fol eR ad Jb Soutt ordentown 
'58 (62) Sedan de Ville, $2,075* (ps);| tes, checks guaranteed. Cars group- Sth PT Lee DTC ELI 
2-dr, hardtop, $2,000* (ps); 4-dr.| ed. Thur.,12 noon. Established 1947. 
hardtop, $1,825* (ps); (62) Special 4- 
poe - ardtop, $1,990* (ps), $1,970* 
ps). 
"57 (62) Coupe de Ville, $1,525* (ps); 
Eldorado conv., $1,350* (ps); 2-dr. Overstocked? Inventory Unbalanced? 
hardtop, $1,325* (ps), 
’56 (62) Coupe de Ville, $1,080* (ps); 
Sedan de Ville, $875* (ps). Top Heavy with Hard-to-Sell Items? 


’5S (62) 4-dr., $335*, 
CHEVROLET—’61 Impala (8) sport sedan, 
$2,650. ' 
’60 Impala (8) sport sedan, $2,255, $2,- 


Need Some Creampuffs Fast? 





130* (ps), 2 at $2,100* (ps), $2,065*, 
$2,020* (ps), $2,000* (ps), $1,970* . . 
(ps), $1,820* (ps); conv., $2,200° Dealer auto auctions listed here hold the answer to your used-car problems. 
(ps), $2,000* (ps); sport coupe, $2,- ° 6 . 
200. $ Consult this page each week for the nation's top auto auctions. 
’59 Impala (8) conv., $1,675* (ps), $1,- 
600* (ps), $1,495* (ps); sport sedan, 





e)—-$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
aches on 2 columns.) For display Rates contact Want Ad 


AUTO 








NEW JERSEY 





Minutes from New York City 


Shylines 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 








NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Deeler Aute Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 











’55 Ranch Wagon (8) 2-dr., $370; Fair- 


LINCOLN — '59 Premiere 4-dr. hardtop, 


























$1,800* (ps). lane (8) 4-dr., $205*, $165*; Crown 
U d C A ti p ; ee ee ae Model Breakdown Victoria, $190*; 4-dr., '$135. 
a MERCURY—’60 Park Lane 4-dr, hardtop, e LINCOLN — ’58 Premiere 4-dr. hardtop, 
se ar uc ion rices of tao (ps), ie (ps). Of Auction Averages $1,375* (ps); Capri 4-dr. hardtop, $1,- 
’59 Monterey 4-dr., $1,125* (ps). M 290* (ps). 
’58 Commuter 4-dr., $1,010*; Montclair April, 1961 Mar., Feb., '57 Capri 2-dr. hardtop, $905* (ps). 
2-dr. hardtop, $860* (ps); Monterey} Model poe (ee 1961 | MERCURY — ’59 Monterey 4-dr. hardtop, 
(Continued from Page 40) 4-dr., $750*; Standard 2-dr., $630, oo ee $2,622 $2,561 $2,533 $1,335* (ps); Montclair (8) 4-dr. hard- 
’57 Turnpike Cruiser conv., $725* (ps); 960 909 top, $1,400* (ps), $1,215* (ps), 
(ps) CHEVROLET—’60 Impala (8) conv., $2,- Monterey 4-dr., $575* (ps). 1906........... 1,928 1, 1,982 58 Commuter 4-dr., $1,040* (ps). 

"57 Voyager 4-dr., $665* (ps); Monterey 160*, $1,150*; Bel Air (8) 4-dr.. $1,-| OL-DSMOBILE — '59 (88) 4-dr. Holiday, BOD. ..ss0s0s00 1,346 1,355 1,370 ’57 Monterey 2-dr. hardtop, $440* (ps). 
4-qy. hardtop, $605* (ps), $510* (ps), 750* (ps), $1,650*; sport coupe, $1,- va tae 4-dr, Holiday, §1,340° (ps); 1958......... ; 953 963 920 OLDSMOBILE—’59 (88) weer Se Pool 
$380* (ps); 4-dr., $350*, ; 720*; Corvair 700 (6) 4-dr., $1,510; (88) bu say wank” thay: (88) Be Me eeciveiien 641 634 632 day, $1,700° (ps); (98) ae —, 

Sea. (88) 4-dr. Holiday, —_oen - Se aac ar. 81.080" on.” PS); (S¢ es 420 444 439 oo (ps); 2-dr. Scenic, $1, 

60 (88) our. $2,520* (ps); 4-dr., $2,- '$1,600°: 2-dr.. $1,615" $1,530°; cae. ’57 (88) Super conv., eee at aes Se 308 323 320 "58 (88) 4-dr. Holiday, $1,170* (ps), $1,- 

Bs ps OO) ar ai” GB=| Sem hy ah, Bie |S as mtaae Gaur” ON: CO) aga alam is | ee ces ae, te ae 
ps). -dr., $1,190*, $1, ; , 2-0r, jay, $80 : : -dr. , 

’59 (88) 4-dr, Holiday, $1,875* (ps),| 58 Impala’ (8) conv., $1,350* (ps); sport | PLYMOUTH—’60 Valiant (6) V-100 4-dr., Overall $1,065* (ps); 2-dr. Holiday, $850* 
$1,850* (ps); (88) Super 4-dr, Holi- coupe, $1,130*; Bel Air (8) 2-dr., mot 460*, $1,350. ceee - Average $1,053 $1,049 $1,046 | £8). " : 
day, $1,780* (ps); Fiesta 4-dr., $1,- $950*; Biscayne (6) 2-dr., $850, $710; “ker °) = wore’ iver ee 87 (os) wener 4a. Holiday, $840* (ps); 
775* (ps). 4-dr., $715*; Biscayne (8) 4-dr., ‘ russ 6 , gs -dr., $é ° 

, 8 - iday, $1,350* (ps), 830*, $800* dr., $800. ’56 (88) 4-dr., $430* (ps). 

1 300° or (88) wuper 4-dr Holi st Sneian th 2-dr., $805*, $590 *58 Belvedere (8) 2-dr, hardtop, $790* 260*, $1,240*; Bel Air (8) 4-dr., $1,-| PLYMOUTH—’60 Valiant (6) V-200 4-dr., 
day, $1,235* (ps), $1,200* (ps). 56 Bel Air (8) 4-dr., $620*; 2-dr., (ps); Suburban (8) 4-dr., $750*. 230*, $1,200*, $1,200* (ps), $1,175*, $1,150* (ps). 

57 (98) 4-dr., $910* (ps), $565* (ps); $412, $350; Two-ten (6) 4-dr., $415*.| "55 Plaza (6) 4-dr., $225. $1,165*, $1,150*, $1,090* (ps), $1,- ’59 Fury (8) 4-dr. hardtop, $1,050* 
(88) 2-dr, Holiday, $850* (ps); 4-dr., 54 Bel Air 4-dr., $135* : PONTIAC—’60 Catalina sport coupe, $2,- 050, $1,035*; Bel Air (6) 4-dr., $1,- (ps); Belvedere (8) 4-dr. hardtop, 
$575*, $555*; (88) Super 4-dr., $645*; val - ¢ ice Seales 100* (ps), 170* (ps), $1,160*, $1,150*, $1,135, | $995* (ps); Savoy (8) 4-dr., $915*, 
2-dr, ‘Holiday, $605* (ps) ; CHR Pee cee Saratoga 2-dr. hardtop,| +59 Catalina 4-dr., $1,660* (ps), $1,125", $1,125, $1,115; 2-dr., $1,025, $845*, $760, $685: 2-dr., $735*. 

56 (98) 4-dr, Holiday, $550* (ps); (88) ot 1 Or ee) 4 715° 57 Chieftain 4-dr., $820*, $610*, $1,000, $980. | 58 Suburban (8) Custom 4-dr., $750* 
Super 4-dr. Holiday, $455* : ,o¢ Saratoga 4-dr., $715° (ps). RAMBLER—’59 Super (8) 4-dr., $1,205*,| °’58 Impala (8) conv., $1,125* (ps); (ps). 

'55 (98) 4-dr. Holiday, $605* (ps);| see windsor far ne og $1,205, $1,045" (ps); Deluxe (8) 2-dr., Bel Air (8) 4-dr. hardtop, $990* (ps); | +57 Belvedere (8) 4-dr. hardtop, $605* 

v., $530* (ps); 4-dr., $485* (ps). “ Pe er Sale . $785*. 2-dr., $425*. (ps); conv., $615*; 2-dr., $525*; Sub- 
PACRARD. "56 (5680) 4s, basdton. ee on = oa ae $2,560° (ps). ’57 Super (8) 4-dr., $535, ’57 Bel Air (6) 2-dr. hardtop, $935*, urban (8) 4-dr., $480*. 
$650* (ps) 56 Firedome ie anes aa 9 . | MISCELLANEOUS — '53 International %- $855*: Bel Air (8) station wagon 4-| ponTIAC—’58 Star Chief 4-dr, Catalina, 
PLYMOUTH—'59 Suburban (8) 4-dr., $1,-| DOBGE—'61 Dart (8) Phoenix 4-dr., §2,- ton pickup, $295, dr., $650* (ps); Two-ten (6) 4-dr., $1,140* (ps), $1,010*. 
240* (ps); Fury (8) 2-dr. hardtop, ee ts ee $180. per} "57 Star Chief 2-dr. Catalina, $770° 
. B -dr. fel 56 Bel Air (8) conv., $450* (ps); Be s): Chief 4-dr. Catalina, $620*; 
Saas’ a ee ees’; havey @ "60 — (8) a “= oor ae vate CALDWELL, N. ai say Fe 4-dr, oitasee, pase’: Two-ten be i “| 
4-dr., $530, | (8) ded hardtop. $1,680° tis)” | _ Skyline Auto Auction. Sale every Tues- (8) 2-dr., $435*; One-fifty (6) 4-dr.,| RAMBLER—'57 Custom (8) 4-dr., $670*; 

’58 Suburban (8) 4-dr., $760*, 57 Coronet (8) 2-dr hardtop $500* day. Prices are for sale of April. 4. Buying $360. = Custom (6) Cross Country 4-dr., $505. 

’57 Belvedere (8) 4-dr., $490*; Belvedere ’ ; "eo7Re | activity rolling into high gear. Prices firm. ’55 Bel Air (6) 4-dr., $220, $205*; Bel *56 Custom (6) 4-dr., $505, $310. 

(6) 2-dr, hardtop, -450°; 4-dr., $430°| pomp ont ercon 18) oe sobs. - | Sharp cars in short supply. Sold 204 cars Air (8) 2-dr. hardtop, $175*. STUDEBAKER—'59 Lark (6) Deluxe 4- 
(ps); Savoy (6) 2-dr., $345. "60 Thunderbird. (8) 2dr. hardtop, $2,-|ffom 255 consignments. '54 Bel Air 2-dr., $160. _dr., $710. ‘ia ilk, eae) 

" CGa) emmeviite ear, Vana, Seeiee| ity, 00), Calne, (6) isiams,, eee. | Sem eae oe ee | eee ee os ee 
; " Ta : c $2,040* (ps); starliner, $1,800*; Ranch (ps); 4-dr. hardtop, $1, ps); Le- , ps). ie ee ) 

(ps), $2,320" (ps); Ventura 4-dr. Vis- Wagon (8) 4-dr., $1,740* (ps); Coun- Sabre 2-dr. hardtop, $1,425* (ps). 57 NY 4-dr. hardtop, $890* (ps); 4-dr., Te 56 Studebaker (6 

«ta, $2,115, $2,065* (ps), $2,045° (ps). try Sedan (8) 4-dr., $1,660, $1,645*| °58 Century 4-dr, Riviera, $1,035* (ps); $850* (ps). , Pickup, . 

3 1 * Chevrolet (6) 1-ton panel, $195 
ee Saat, Sere, ees (ps); Falcon (6) 4-dr., $1,500*, $1,- Super 4-dr. Riviera, $935* (ps); Spe-| °55 Windsor 2-dr, hardtop, $425* (ps). 55 Chevr ; 
850* (ps); 4-dr. Vista, $1,685* (ps) ; 435*; 2-dr., $1,355; Fairlane 500 (8) cial conv., $860* (ps). ’54 NY 4-dr., $200*. 
—— 2-dr., $1,475*, $1,375 (ps); 4-dr., $1,-| ‘87 Century Estate Wagon 4-dr., $890°| DeSOTO — '60 Adventurer 4-dr. hardtop, FLINT 

‘ : : ; 225*; Custom 300 (6) 2-dr., $1,325. (ps) ; pecial -dr. viera, $1,710* (ps). . Wednes- 
57 Super Chief 2dr. Catalina, $35. | °S0 Thunderbird (8) conv., $2,350° (ps), (ps); 2-dr. Riviera, $470* (ps). '57 Fireflite 4-dr., $675* (ps); Firesweep on ee Se ae Arlt 6. Priess 
p Chieftain 2-dr, Catalina, $ $2,280* (ps); 2-dr. hardtop, $2,350* ’56 Special 2-dr. Riviera, $475*; Century 4-dr., $425*. cen to be Renting o teveliing of for Ge 

ap» (ps), $2,250* (ps); Galaxie (8) conv., 4-dr., $390*. ’56 Firedome 2-dr. hardtop, $360* (ps). | * eins 

ng ee (8) Oe, FE, $1,590* (ps); 2-dr, Victoria, $1,500*:| °55 Special 2-dr, Riviera, $340* (ps),|pODGE —'59 Coronet (8) 4-dr. hardtop, | P@8t two or three weeks. Only slight 
100* 1,045* on choice pieces, which seems to become 
00* (ps), $1,045* (ps). 4-dr, Victoria, $1,420* (ps): Fairlane $240*: RM 4-dr., $250*' (ps). $1,185* (ps); 2-dr., $735°*. week. Gellecs don’t Goeth 

’58 American (6) 2-dr., $450. % *. s , 2- ivi $115* 6 > 855* more scarce every ek, 

, i 500 (8) 2-dr, Victoria, $1,175*; Coun 54 Special dr. Riviera, ‘ 58 Custom Royal (8) 4-dr., $855*. to have any great number of sharp cars 

te oy 050". > again try Sedan (8) 4-dr., $1,200°; Fairlane | OADILLAC—’58 (62) 4-dr. hardtop, $1, ’55 Custom Royal (8) 2-dr. hardtop, due to low volume of new car sales. Sold 
’ ee ° (8) 4-dr., $1,015* (ps); Custom 300 790* (ps). $250*, t 
ee: ee eee (6) 2-dr., $985; Custom '300 (8) 2-dr.,| °57 (60) Special 4-dr, hardtop, $1,445*| +54 Coronet (8) 4-dr., $365. 191 cars from 304 consignments. 

$900; 4-dr., $880. (ps), $1,180* (ps). FORD—’60 Country Sedan (8) 4-dr., $1,- | BUICK—’60 Electra 4-dr. hardtop, $2,450* 

DETROIT 58 Thunderbird conv., $2,075* (ps); 2-| °56 (62) 4-dr., $1,030* (ps), $485* (ps); 575*: Fairlane (8) 2-dr., $925*. (ps), $2,425" (ps); LeSabre conv. 

dr. hardtop, $1,865* (ps), $1,650*; 2-dr. hardtop, $990* (ps); conv., $900* ’59 Fairlane (8) 4-dr., $1,150* (ps), $2,450* (ps); 4-dr. hardtop, $ vaaee 

Aptco Auto Auction. Sale every Wednes- Fairlane 500 (8) 2-dr., $925*; 2-dr. (ps). $1,130* (ps), $1,090* (ps), $900* (ps), (ps); Invicta 2-dr. hardtop, $2,410 

day. Prices are for sale of April 5. Victoria, $785; Fairlane (8) | 2-dr.,| °53 (62) Coupe de Ville, $350* (ps); $745*: 2-dr.. $890*; Fairlane 500 (8) (ps). 
BUICK—’60 LeSabre 2-dr., $1,420*. $670*, $660*. 4-dr., $300* (ps), $130* (ps); (75) 4-dr.. $1,130* (ps), $1,075*; Custom ’59 Electra 225 conv. $1,920° (ps) 5 ie 

’59 Invicta conv., $1,855* (ps); Electra ’57 Country Sedan (8) 4-dr., $700*, 4-dr., $175* (ps). 300 (8) 4-dr., $950*, $900, $895, $890, Sabre conv., $1,800 (ps); os <1. 
4-dr. hardtop, $1,700* (ps); 4-dr., $1,- $530* (ps); Country Sedan (6) 4-dr.,| CHEVROLET—’61 Corvair 700 (6) 2-dr., $825, 815, $780, $750; Ranch Wagon top, $1,660 (ps); det a , s1 
650*; Invicta 4-dr, hardtop, $1,590* $570; Fairlane (8) 4-dr., $600*; Cus- $2,010. (8) 2-dr., $865*, $840". 500* (ps), $1,400 , $1, a = A p 
a LeSabre 2-dr, hardtop, $1,500* a oe oo $580*; Ranch Wag- "Tale Pg are an aa ee tae; 58 Custom 300 (8) 2-dr., $670*; 4-dr., as $1,415*; Electra 4-dr., $1, 

iS). -dr., ‘ : -dr., y 5 > . , 

58 Century 2-dr., $975"; Special 2-dr.| °56 Fairlane (8) 2-dr, Victoria, $685*; Parkwood (6) 4-dr., $1,625; Biscayne| ,,3270*- g-dr. Victoria,| °58 RM_2-dr. Riviera, $1,165; Special 
hardtop, $850* 2-dr., $390* (6) 4-dr., $1,010, ee See ae 4-dr. Riviera, $940*;' 2-dr., $790*. 

’57 Special 2-dr., $665*, ’55 Fairlane (8) conv., $440*. ’59 Impala (6) sport coupe, $1,550*; Im- — ; tae wr geee* ceah: pasesracd ’57 Super 2-dr. Riviera, $775* (ps) ; Cm: 

’56 Special 4-dr., $440*. IMPERIAL — ’61 Imperial 4-dr., $3,900* pala (8) 4-dr. hardtop, $1,450* (ps); Squire ( -dr., PS); tury 4-dr. Riviera, $735* (ps); ae 

CADILLAC—’59 de Ville 2-dr. hardtop, (ps). 4-dr., $1,375* (ps); Kingswood (8) ; (8) 2-dr., $225. / 2-dr., $700*; RM 2-dr. Riviera, $665 
$2,830* (ps), ’57 Imperial 4-dr. hardtop, $1,200* (ps); 4-dr., $1,375*; Parkwood (8) 4-dr., 56 Custom (8) 2-dr. Victoria, $330; (ps). 

"53 (62) 4-dr., $130*. 2-dr, hardtop, $1,035* (ps). $1,280* (ps); Parkwood (6) 4-dr., $1,- Fairlane (8) conv., $315* (ps). (Continued on Page 42, Col, 1) 
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Little Things Make It Big 


Pick up a DeVilbiss JGA Spray Gun—from the very first grasp, the 
smooth firm pull of the trigger tells you it’s right. 


In action, the JGA performs surely, as a true craftsman, with any 
material— primer, lacquer, enamel, or acrylic. It responds instinc- 
tively to trained direction—whether for a feathered edge or for a 
full, soft coat that gently lays down a surface that’s smooth, uniform 


with ideal flow-out. 
The heft is light with a fine balance and a comfortable fit in the hand. 


Forged-aluminum gun body, hardened-steel nozzle, knurled controls 
—all bespeak quality, compactness, and the durability to withstand 


the accident or moment of carelessness. 


So, when you next need a spray gun, remember it’s the little things 
that go into the JGA that make it very big. The DeVilbiss Company, 
Toledo 1, Ohio. 


FOR TOTAL SERVICE, CALL 
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Used-Car Auction Prices 


AUTOMOTIVE NEWS, APRIL 17, 





(Continued from Page 41) 


‘56 Special 4-dr., $400*; 2-dr., $340*, 
$325; 2-dr. Riviera, $330*; RM 4-dr., 
$205* (ps). 

’53 RM 4-dr., $135* (ps). 

CADILLAC—’57 Eldorado conv., $1,715* 
(ps); (62) 4-dr., $1,270* (ps). 

’56 (62) Sedan de Ville, 4925* (ps); (62) 
2-dr., $815* (ps). 

CHEVROLET—’61 Bel Air (8) 4-dr., $2,- 
265". 

"60 Corvette (8) conv., $2,825; Impala 
(8) conv., $2,230* (ps), $2,225, $2,- 
225*, $2,215*, $2,100; 2-dr., $2,150; 
2-dr, hardtop, $2,090* (ps), $2,070* 
(ps), $2,015* (ps); 4-dr. hardtop, $1,- 
870*; Parkwood (6) 4-dr., $1,875*; 
Bel Air (8) 4-dr, hardtop, $1,805"; 
Bel Air (6) 2-dr., $1,550; Brookwood 
(6) 4-dr., $1,500*; Biscayne (6) 4-dr., 
$1,500*, $1,450; Corvair 500 (6) 4-dr., 
$1,275, $1,245*. 

"59 Impala (8) conv., $1,690* (ps); 4- 
dr, hardtop, $1,625* (ps); 4-dr., $1,- 
495*; sport coupe, $1,610*, $1,565* 
(ps), $1,385* (ps); Impala (6) 4-dr. 
hardtop, $1,350; Parkwood (8) 4-dr., 
$1,550* (ps); Parkwood (6) 4-dr., $1,- 
380*; Bel Air (8) 2-dr. hardtop, $1,- 
305* (ps); 2-dr., $1,255; 4-dr., $1,300*; 
Bel Air (6) 4-dr., $1,255, $1,225; 
Brookwood (6) 4-dr., $1,275*; Bis- 
cayne (6) 4-dr., $1,175; 2-dr., $1,065*. 


$900*; 4-dr, hardtop, $895*; Biscayne 
(8) 4-dr., $925*; 2-dr., $825*; Bis- 
cayne (6) 4-dr., $865; 2-dr., $765*; 
Delray (8) 2-dr., $685*, 

’57 Bel Air (8) conv., $975* (ps); 2-dr. 
hardtop, $955* (ps), $900*, $855*; sta- 
tion wagon 4-dr., $900*; 4-dr., $780*; 
Two-ten (8) 4-dr., $760, $680*; Del- 
ray, $535; One-fifty (8) 2-dr., $555. 

’56 Bel Air (8) sport coupe, $600*; Two- 
ten (6) 2-dr., $530; 4-dr., $330; Two- 
ten (8) station wagon 4-dr., $490*. 

’55 One-fifty (8) 2-dr., $275*. 

’54 Two-ten 4-dr., $210*. 

DeSOTO — '57 Firedome 4-dr. hardtop, 
$515*. 


DODGE—’57 Royal (8) 4-dr., $580*. 
’56 Coronet (8) 2-dr., $180. 
’55 Royal (8) 2-dr, hardtop, $145* (ps). 


FORD—’61 Thunderbird (8) 2-dr. hard- 
top, $3,615* (ps), $3,550* (ps). 

’60 Thunderbird (8) conv., $2,775* (ps); 
Galaxie (8) 2-dr. Victoria, $1,725* 
(ps); Starliner, $1,720*; Fairlane 500 
(8) 4-dr., $1,475*; 2-dr., $1,150; Fal- 
con (6) 4-dr., $1,335. 

’59 Thunderbird (8) conv., $2,200* (ps), 
$2,080* (ps); Galaxie (8) conv., $1,- 
525, $1,440; 2-dr. Victoria, $1,240; 
Fairlane (8) 4-dr., $1,175; Custom 300 
(6) 4-dr., $1,150*, $1,030; Fairlane 





’57 Country Sedan (8) 4-dr., $680* (ps); 
Custom 300 (8) 2-dr., $548*; Custom 
300 (6) 2-dr., $380*. 

56 Ranch Wagon (8) 2-dr., $425*; Fair- 
lane (8) 2-dr., $385*; 2-dr. Victoria, 
$380*; Custom (8) 2-dr., $225. 

’55 Custom (6) 2-dr., $110. 

54 Custom (8) 2-dr., $140. 

’23 Model T 2-dr., $625. 

LINCOLN —’58 Premiere 4-dr. hardtop, 
$1,630* (ps). 

MERCURY — ’60 Monterey 4-dr., $1,675* 
(ps). 

’59 Commuter 4-dr., $1,235* (ps), 

’57 Monterey 2-dr. hardtop, $655* (ps); 
Commuter 4-dr., $585*. 

OLDSMOBILE — ’61 (88) $2,665* 
(ps). 

"60 (88) conv., $2,550* (ps). 

’59 (98) 2-dr. Scenic, $1,750* (ps). 

"58 (98) 4-dr., $1,220* (ps); 4-dr. Holi- 
day, $1,150* (ps); (88) Super 4-dr. 
Holiday, $1,100*; (88) 2-dr., $760*. 

’57 (88) Super 4-dr. Holiday, $650* (ps); 
4-dr., $496* (ps). 

’56 (88) 4-dr. Holiday, $360. 
PLYMOUTH — ’59 Belvedere (8) 4-dr., 
$900*; Savoy (8) 2-dr., $800 (ps). 

’58 Suburban (8) 4-dr., $775* (ps). 

PONTIAC—’61 Tempest 4-dr., $1,825. 

60 Bonneville sport coupe, $2,625* (ps); 
Catalina sport coupe, $2,205* (ps); 
conv., $2,200*. 

’59 Catalina sport coupe, $1,600* (ps). 

’58 Chieftain 4-dr., $825*, $760*. 

’57 Chieftain 2-dr. Catalina, $700* (ps); 
4-dr., $625*; Star Chief 4-dr, Cata- 
lina, $565* (ps). 

’55 Chieftain 2-dr., $235*; Safari 4-dr., 
$190*; 4-dr., $180*. 

RAMBLER—’61 Classic Super (6) 4-dr., 
$1,690". 

’60 Custom (6) 4-dr., $1,085. 


4-dr., 


"58 Impala (8) 2-dr, hardtop, $1,220, 
$1,050* (ps), $950* (ps); Brookwood 
(8) 4-dr., $1,050* (ps), $1,040* (ps); 
Brookwood (6) 4-dr., $1,015; Bel Air 
(8) 4-dr., $1,015* (ps), $980* (ps), 


500 (8) 4-dr., $1,100*. 


Fairlane (8) 2-dr., $790*, 
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AutoRanger’s 
“Built-In Brains” 
make tune-up 


Fast... Simple... Easy 


@ Yes Sir! This is the easiest to use, 
fastest, simplest and most accurate tune- 
up equipment bar none! Don’t take our 
word for it...ask any mechanic who 
uses it. Or to convince yourself have your 
Jobber’s salesman give you a demonstra- 
tion. You’ll be glad you did. With Auto 
Ranger you can do more tests, more 
accurately and in less time. /t’s practical 
and profitable. Right from the start, Auto 
Ranger lets you put more cars in top 
running order with the greatest of ease. 
Try it. Call your Jobber today. 


SIMPSON 


AUTOMOTIVE DIVISION 


/ 


Manufacturers of the Exclusive Auto-Ranger Line 


’58 Thunderbird (8) conv., $2,100* (ps); 

Fairlane 500 (8) conv., $1,205* (ps); 
$600*; 
Ranch Wagon (6) 4-dr., $600*. 





"59 Custom (6) 2-dr., $815. 


ton pickup, $935. 
’57 Ford (8) Ranchero, $690*. 





TDI—Tach, Dwell, Ignition Tester. With 1 
hook-up make these Ignition and Carbu- 
retor tests: 1—Dynamic Point Resistance, 
2—Dwell, 3—Distributor Wear, 4—Engine 
Idle Speed, 5—Carburetor Idle Mixture, 
6—Ignition Miss, 7—Ignition Output. 


CBS—Charging, Battery and Starter 
Tester. Do a complete job of trouble 
shooting and servicing 6, 12, 24 and 32 
volt AC and DC charging, battery and 
starter systems. Tests are automatically 
set-up by turn of a knob. 


CCM—Condenser, Coil, Magneto Tester. 
With this one instrument the average 
mechanic with no special training can 
test Condensers, Coils, Magnetos and 
Electrical Components on all types of ig- 
nition systems of any type of gasoline 
engine. 


GRT—Generator, Regulator Tester. Makes 
all charging system tests almost auto- 
matic. As easy as A, B, C: One hook-up 
(GRT automatically verifies correctness), 
A-Select test, B—Turn Knob, C—Read 
Meter. That's all! 


TD—Tach, Dwell Tester. Ultra simplifed! 
For work on all 6 and 12 volt systems of 
4, 6 and 8 cyclinder engines. Use it for: 
1—Distributor Testing and Servicing, 2— 
Idle Speed Adjustment, 3—Carburetor 
Idle Mixture Settings. 


BL—Battery Loader. For 6 and 12 volt 
systems. Checks Cranking and Operating 
voltages. Tests for: 1—Battery Leakage, 
2-—Battery Capacity and Condition, 3— 
Starter Amperage Draw, 4 — Resistance 
of Cables, Switches and Connections. 


MISCELLANEOUS—’59 Chevrolet (6) %- 


’55 Chevrolet (8) %-ton pickup, $525; 


1961 


International pickup, $250. 
’54 Ford (6) 1-ton pickup, $270. 
’49 GMC 1-ton stake, $250. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Thursday. Prices are for sale of April 6. 
BUICK—’59 LeSabre 4-dr., $1,410* (ps). 

’58 Special 4-dr., $960* (ps). 

’5T Special 4-dr., $640* (ps), $500*; 2- 
dr, Riviera, $475*. 

’56 Special 2-dr, Riviera, $550* (ps), 
$455* (ps); 4-dr, Riviera, $290*. 
’'55 Special 2-dr., $350*; 2-dr. Riviera, 
$175*; Century 2-dr. Riviera, $225*. 
CADILLAC—’59 (62) Sedan de Ville, $2,- 

890* (ps). 

’57 (60) Special 4-dr. hardtop, $1,425* 
(ps); (62) conv., $1,400* (ps); Coupe 
de Ville, $1,350* (ps); 4-dr. hardtop, 
$1,010* (ps). 

’56 (75) 4-dr., $1,075* (ps). 

’55 (62) 4-dr., $525* (ps). 

CHEVROLET—’ 61 Impala (6) 2-dr. hard- 
top, $2,300* (ps). 

’59 Impala (8) 2-dr, hardtop, $1,465; 
Impala (6) 4-dr., $1,260*, $1,240*, 
$1,200*, $1,150*; Bel Air (6) 2-dr., 
$1,150, $1,125*, $1,075, $1,050; 4-dr., 
$980; Brookwood (8) 4-dr., $1,010; 
Biscayne (6) 4-dr., $990. 

58 Bel Air (6) 4-dr. hardtop, $1,145* 


(ps); Brookwood (6) 4-dr., $990; 
Brookwood (8) 4-dr., $825*; Yeoman 
(6) 4-dr., $950; Delray (6) 4-dr., 
$805. 


’57 Two-ten (6) station wagon 4-dr., 
$950*; 2-dr., $630; Two-ten (8) 4-dr., 
$810*, $540*; Bel Air (8) 4-dr. hard- 
top, $920* (ps); 2-dr., $875*; Bel Air 
(6) 2-dr. hardtop, $760*; One-fifty (6) 
station wagon 2-dr., $760. 

56 Bel Air (8) 4-dr. hardtop, $600*; 
conv., $550*, $450; Two-ten (8) 2-dr., 
$550, $475; Two-ten (6) station wagon 
4-dr., $475; 2-dr., $450, $410, $325. 

’55 Bel Air (8) conv., $575*, $535; 4-dr., 











































$500*, $335; Two-ten (6) 4-dr., $335 
$300*; Delray, $280. 

’54 Two-ten station wagon 4-dr., $150. 

'53 Two-ten station wagon 4-dr., $220* 
One-fifty 4-dr., $105*. 

’52 Deluxe 4-dr., $200. 

CHRYSLER—’58 Saratoga 4-dr, hardtop, 
$1,165* (ps). 

DODGE—’57 Custom Royal (8) 4-dr. hard- 
top, $575* (ps). 

EDSEL—’58 Pacer 4-dr. 
(ps). 

FORD—’'61 Falcon (6) 4-dr., $1,680. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
600* (ps); Falcon (6) 4-dr., $1,455*. 

"59 Country Sedan (8) 4-dr., $1,350*, 
$1,085* (ps); Custom 300 (6) 4-dr., 
$1,050, $1,035*; business sedan, $815*; 
Custom 300 (8) 2-dr., $950*; Ranch 
Wagon (6) 2-dr., $950. 

’58 Fairlane 500 (8) conv., $1,045* (ps); 
Del Rio (8) 2-dr., $840* (ps); Custom 
300 (8) 4-dr., $550*, 

’'57 Fairlane 500 (8) conv., $835* (ps), 
$800; 4-dr., $560* (ps); Country Sedan 
(8) 4-dr., $800*, $540*; Country 
Squire (8) 4-dr., $680*; Fairlane (8) 
2-dr. Victoria, $600* (ps); Custom (8) 
2-dr., $340. 

’56 Custom (8) 2-dr. Victoria, $560*; 
Parklane (8) 2-dr., $515; Country Se- 
dan (8) 4-dr., $400, $355* (ps); Fair- 
lane (8) 2-dr., $355*. 

’565 Fairlane (8) 4-dr., $450*, $325*; 
Custom (8) 2-dr., $200; Country Se- 
dan (8) 4-dr., $170*. 

HUDSON — ’57 Hornet (8) 
(ps). 
54 Jet (6) 4-dr., $100*. 
IMPERIAL — ’58 Premiere 4-dr. hardtop, 
$1,375* (ps). 
MERCURY—’56 Montclair 2-dr, hardtop, 
$370* (ps), $195*. 

’55 Monterey 2-dr, hardtop, $355*. 

OLDSMOBILE — '61 (98) conv., $3,525* 
(ps). 

‘60 (98) conv., $2,475* (ps). 

’59 (88) 4-dr. Holiday, $1,335*. 

’57 (88) 2-dr. Holiday, $735* (ps). 

’56 (88) 4-dr. Holiday, $360*. 

PLYMOUTH—’61 Valiant (6) V-200 2-dr. 
hardtop, $1,905*; 2-dr., $1,630. 

’59 Suburban (6) 4-dr., $830. 

’57 Belvedere (8) 2-dr. hardtop, $610* 
(ps); Savoy (8) 2-dr., $360*. 

’55 Belvedere (6) 2-dr., $180*. 

54 Belvedere (6) 4-dr., $200*. 

PONTIAC—’61 Tempest 4-dr., $1,890. 

’59 Catalina 4-dr., $1,410* (ps), $1,300* 


hardtop, $560* 


4-dr., $350* 


(ps). 

’56 Star Chief 4-dr. Catalina, $445* 
(ps); 4-dr., $305*; 2-dr. Catalina, 
$265* (ps). 

’55 Star Chief conv., $520*; Chieftain 
2-dr., $210*. 

RAMBLER—’60 American (6) Deluxe 4- 
dr., $1,800*. 


'56 Custom (6) 4-dr., $410; Cross Coun- 
try 4-dr., $365* (ps). 
STUDEBAKER—’57 Champion (6) Deluxe 
station wagon 2-dr., $510. 
MISCELLANEOUS—’55 Chevrolet (6) %- 
ton pickup, $360. 
’52 Studebaker (6) %-ton pickup, $140. 


COLUMBUS, 0O. 


Capital Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of April 6. 
Market remaining steady on makes of cars. 
Sold 250 cars from 368 consignments. 
BUICK—’60 LeSabre 4-dr., $2,140*, $1,- 

940* (ps). 

’59 Invicta 4-dr. hardtop, $1,685* (ps); 
Electra 4-dr., $1,575* (ps); LeSabre 
2-dr. hardtop, $1,300*. 

‘58 Century 4-dr. Riviera, $1,095*; conv., 
$890* (ps); Special 4-dr., $500*. 

’57 Special 4-dr. Riviera, $740* (ps); 
Century 4-dr. Riviera, $605* (ps). 
’56 Special 4-dr. Riviera, $565* (ps); 
2-dr. Riviera, $440*, $365*; Super 4- 

dr. Riviera, $515* (ps). 

’55 Special 4-dr. Riviera, $425*. 

’54 RM 4-dr., $145* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, $3,- 
690* (ps). 
"58 (62) 4-dr. hardtop, $1,875* (ps). 
’56 (62) conv., $815* (ps); 4-dr., $545* 


(ps). 

CHEV ROLET—’ 61 Impala (8) sport sedan, 
$2,360* (ps); Corvair (6) Monza 900 
2-dr., $2,160. 

’60 Impala (8) sport sedan, $2,000* (ps), 
$1,965; Parkwood (6) 4-dr., $1,730; 
Corvair (6) 700 4-dr., $1,360; 500 4- 
dr., $1,350. 

’59 Impala (8) sport sedan, $1,680* (ps); 
Impala (6) sport sedan, $1,525; Park- 
wood (8) 4-dr., $1,550* (ps); Bel Air 
(8) sport sedan, $1,385*; 2-dr., $1,- 
185*; Brookwood (6) 4-dr., $1,350*; 
Biscayne (8) 4-dr., $1,150*; 2-dr., $1,- 
085. 

"58 Impala (8) sport coupe, $1,275* 
(ps), $1,220*; Bel Air (8) sport sedan, 
$1,110* (ps); 4-dr., $1,100* (ps); sport 
coupe, $1,050*; 2-dr., $895*; Biscayne 
(8) 4-dr., $925*; 2-dr., $820; Biscayne 
(6) 4-dr., $780*; Yeoman (6) 2-dr., 
$900; Delray (8) 2-dr., $750. 

’57 Bel Air (8) station wagon 2-dr., $1,- 
060, $1,000* (ps); conv., $1,055; 4- 
dr., $940*; Two-ten (8) 2-dr., $695; 
Two-ten (6) 2-dr., $675, $660; 4-dr., 
$675*; One-fifty (6) 2-dr., $660. 

’56 Bel Air (6) 2-dr., $670; 4-dr., $525*, 
$510*; Bel Air (8) conv., $650*; Two- 
ten (6) 2-dr., $610*, $565*, $360; sta- 
tion wagon 2-dr., $580*; sport coupe, 
$525*; 4-dr., $440*. 

’55 Bel Air (8) conv., $760*; sport se- 
dan, $575*; Bel Air (6) station wagon 
4-dr., $565*; 4-dr., $450*; Two-ten (6) 
2-dr., $600*, $380; station wagon 4- 
dr., $485*. 

’54 Bel Air 2-dr., $325; station wagon 
4-dr. (9 pass.), $300*. 

OHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,815* (ps); NY 4-dr. hardtop, §$1,- 
710* (ps). 

’55 Windsor 4-dr., $265*. 

’53 Windsor 4-dr., $125. 

COMET—’61 Comet 2-dr., $1,815*. 

DeSOTO—’56 Firedome 2-dr. hardtop, 
$490* (ps). 

DODGE—’'55 Royal (8) 4-dr, hardtop, 
$245* (ps). 

EDSEL—’59 Villager 4-dr., $1,350*. 

’58 Citation 4-dr. hardtop, $755* (ps). 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
810*; Galaxie (8) starliner, $1,800* 
(ps); Falcon (6) 2-dr., $1,445, $1,- 
395*; Fairlane (8) 4-dr., $1,415*; Fair- 
lane 500 (8) 2-dr., $1,390*; Custom 
(6) 2-dr., $1,260. 

’59 Country Squire (8) 4-dr, (9 pass.), 
$1,840* (ps); Galaxie (8) conv., §$1,- 
605, $1,370*; 2-dr., $1,125; Fairlane 
500 (8) 4-dr. Victoria, $1,450* (ps), 
$1,410* (ps); Fairlane (8) 2-dr., $1,- 
135*, $1,125*; Fairlane (6) 4-dr., $1,- 
110; Custom 300 (8) 4-dr., $1,095*; 
Custom 300 (6) 2-dr., $965. 

58 Thunderbird (8) 2-dr. hardtop, $1,- 
910* (ps); Fairlane 500 (8) conv., $1,- 


(Continued on Page 43, Col. 1) 
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| 
2-dr., $1,090*; Brookwood (8) 4-dr.,| °’57 Imperial 4-dr., $1,330* (ps), 045; %-ton pickup, $925; Willys C170 
$1,300; Biscayne (8) 4-dr., $1,080*, | LINCOLN- —’61 Continental 4-dr., $5,400* Long Base, $950; Ford pickup, $895; 
* + $800; 2-dr., $900*; Biscayne (6) 2-dr., (ps). 1%-ton longbed, $825 
se on or ucti Pp ; $740; Delray (6) 2-dr., $825. | °58 Capri 4-dr. hardtop, $1,430* (ps). 57 Ford %-ton pickup, $960; Chevrolet 
rices 57 Two-ten (8) station wagon, $1,075*; | °57 Premiere 2-dr. hardtop, $1,225* (ps). %-ton pickup, $880, $730, $675; GMC 
4-dr., $800* (ps); Two-ten (6) 2-dr.,| MERCURY—’54 Monterey 4-dr., $160*. %-ton pickup, $660; Dodge %-ton 
$550; Bel Air (8) sport sedan, $890*. | OLDSMOBILE—’60 (88) Super 2-dr. Hol- pickup, $585. 
oe wt _ (8) 4-dr., $445. iday, $1,845. "566 GMC ‘%-ton pickup, $715, $640; 
, e ir station wagon, $275, $230; 59 (98) 4-dr. Holiday, $2,025* (ps); Chevrolet %-ton picku $695 
Cont i? . y, ; 6 Pp, ; 
(Continued from Page 42) gone aty a $100, es (88) 4-dr, Holiday, $1,750* (ps). ’55 Ford F-600 cab & chassis, $700; 
* . , : ; weet se : wo-ten station wagon, $240*. ’5S (88) 4-dr., $900*. Dodge pickup, $300. 
ee (ps); Ranch Wagon (6) 2-dr., gs ot oy ge tees “a Comet station wagon, $2,110; ’57 (88) Fiesta 4-dr., $790; (98) 4-dr., ’54 Willys Jeep, $470. 

oe : ; - .| Paw sn ‘ b , : -dr., ,010. $490* (ps). 53 Ford %-t 165 
oo70e; Fairlane 500 (8) a. dean Pe — ’'59 Catalina 2-dr., $1,475*| nesoTO — 60 Adventurer 4-dr., $1,755] ’56 (88) Super 2-dr., $475*. ‘52 Ford %-ton, $355; 
$700* (ps); 2-dr., $705*; 2-dr, Vie-| '57 Chieftain 2-dr., $750*. i an eee Oe, a 
toria, $650°; Country Sedan (8) 4-dr.,| RAMBLER—~'60 Super (6) ‘station wagon ee EE 00) Ry Ol eee $300", se. KANSAS CITY, MO. 

5*; Countr edan ( -dr. , ‘ 7 
Ranch Wagon (6) 2-ar., 9006": Camom | ‘Bs yh Tag +94 dae... tame 60 Dart (8) 2-dr. hardtop, $1,500. PLYMOUTH—’60 Belvedere (8) 4-dr., $1,-| K. C. Automobile Auction Co., Inc. Sale 
(6) 2-dr., $510 ree Ser ; - * . ’*59 Custom Royal (8) 4-dr, hardtop, 550*; Suburban (8) 4-dr., $1,530; Val-| every Wednesday, Prices are for sale of 

156 Wairiane (8). conv., $595*: 2-dr. Vic- aa 61 Dodge pickup, ot Gane (ps). iant (6) 4-dr., $1,375*. April 5. 
toria, $450*: Fairl Yi > not ,360. . oronet (8) 2-dr., $430*. 59 Belvedere (8) 2-dr., $1,030. IC 58 i , 
sonia p a gueantae ties aaa ’52 Chevrolet pickup, $320. ’56 Coronet (6) station wagon, $325. | °57 Suburban (8) Sport 4-dr., $855; Cus- need Meg 4 = abet os’seee 
$540* (ps): "Main (8) 2-dr., $360; Cus- 50 Chevrolet pickup, $225; Ford pickup, | FORD—’61 Thunderbird (8) 2-dr. hard- tom 4-dr., $800*, (ps), $1 190* (ps) i ‘i 7 
tom (8) 2-dr., $350; Custom (6) 2-dr., $225. j top, $3,855* (ps). *56 Fury (8) 2-dr. hardtop, $580*, ’57 Super 4-dr, Riviera, $650* (ps); RM 
$295*; 4-dr., $250. 61 Galaxie (8) 4-dr, Victoria, $1,875 55 Belvedere (8) 4-dr., $270. 4-dr, Riviera, $525* (ps); Special 4- 

‘55 Fairlane (8) 2-ar. Vietoria, $350*; SALT LAKE CITY Wayon 7 Sr ap0°: Peslane Boo a 61 Tempest 4-dr., $2,125, $2,- dr., $485°. ; 

anc Ja ( -dr., $265; Cust i 5 ae : , : : ial 2- 2 
(8) 2-dr fo55° ‘3215: huntn ¢8) ar. Salt Lake Auto Auction, Sale every (8) 4-dr., $1,610 (ps); Falcon (6) 2- ’58 Super Chief 4-dr. Catalina, $975* ae oe: aoa 
$170. , , *'| Thursday, Prices are for sale of April 6. fir., $1,430, $1,400*, $1,340, $1,320. (ps). CADILLAC— 59 (62) 2-dr. hardtop, $2,- 
‘54 Custom (6) 2-dr.. $306. BUION"60 LaBabre ¢-dr., $1,965° (pe). Se ee tele ee cia | ee OO ee ee (ab (etn eeas., enna 
; Sustom 4-dr., $175. 5 a 4-dr. hardtop, $1, s). ; cae , . yi es 
IMPERIAL — ‘57 Imperial 4-dr., $1,120* ’57 RM 4-dr. Riviera, $700* (ps); ie. $925* (ps); 4-dr., $790*, $780, $750*| RAMBLER—’60 Ambassador (8) Custom | CHEVROLET—’60 Impala (8) 4-dr, hard- 
(ps). : cial 2-dr. Riviera, $600*. (ps); ‘Fairlane (§) 4-dr., $795. Cross Country, $1,815, $1,700; 4-dr., top, $2,050*; Bel Air (8) 4-dr., $1,- 
MERCURY—’60 Commuter 4-dr., $2,250* ’55 Century 2-dr, Riviera, $310* (ps); ’57 Country Sedan (8) 4-dr., $695* (ps); $1,490 (ps), 580*; Biscayne (6) 4-dr., $1,425; Bis- 
(ps); Monterey 4-dr. hardtop, $1,750*. 4-dr., $270* (ps). F Fairlane 500 (8) 4-dr., $690*; Fairlane ’59 Super (8) 4-dr., $985. cayne (8) 4-dr., $1,422. 

‘59 Monterey conv., $1,500* (ps); 4-dr. | CADILLAC—'59 (62) 4-dr., $2,600* (ps). 500 (6) 4-dr, Victoria, $555*; Ranch ’56 Custom 4-dr., $495*. ’59 Bel Air (8) 4-dr., $1,287; 2-dr., $1,- 
hardtop, $1,450*,' $1,425* (ps);  4-dr., ’52 (62) Coupe de Ville, $270* (ps) Wagon (8) 2-dr., $650*; Custom 300| ’°55 Super 4-dr., $300. $25; Brookwood (8) 4-dr., $1,285*, 
$1,310*. orien , '51 4-dr., $160*. 7 £8) 4-dr., $645. STUDEBAKER—’59 Lark (6) 4-dr., $805. $1,230; Biscayne (6) 2-dr., $1,165; 

'58 ‘Commuter 4-dr, (9 pass.), $900*| CHEVROLET—'61 Corvair 900 (6) 2-dr.,| ‘56, Country Squire (8) 4-dr.,_ $605°; | MISCELLANEOUS—'60 GMC %-ton pick-| ,,Bigeayne (6), 2-dr._ $1.0500. ‘ 
(ps); Park Lane 4-dr. hardtop, $860* , 22,060; Corvair 700 (6) 2-dr., $1,750. a6 Wairlame (8) $4 view ia paene: up, $1,655, $1,600; Chevrolet %4-ton 58 Bel Air (8) 2-dr, hardtop, $1,120 
(ps); Monterey 4-dr., $855* (ps); 2- 60 Impala (8) sport sedan, $2,080* (ps), 'e ) 2-dr, ctoria, ; pickup, $1,400, $1,100, (ps); Biscayne (6) 2-dr,, $905*; 4-dr., 
dr. hardtop, $850* (ps). $1,980*; Brookwood (6) 4-dr., $1,775. Ranch Wagon (8) 2-dr., '$275; Main| 59 Chevrolet %-ton pickup, $1,225, $1,- $800; 2-dr., $800. 

57 “Montclair 4-dr., $725*; Turnpike| 59 Impala (8) sport coupe, $1,500* (ps); $3), 2-GP-): waa; S200. 155, $1,050, $1,025; Willys FC’ 170,| ’57 Bel Air (8) 4-dr. hardtop, $940* 
Cruiser conv., $700* (ps). 4-dr., $1,475 (ps); Parkwood (8) 4-| IMPERIAL—’59 Imperial 2-dr. hardtop, $1,160; Ford %-ton pickup, $1,150; (ps), $810* (ps); Two-ten (6) 2-dr. 

’56 Montclair 4-dr. hardtop, $545*, dr., $1,450*; Bel Air (8) 4-dr., $1,- $2,685* (ps). Fleetside, $1,140. hardtop, $792*; Two-ten (8) 4-dr., 

’55 Monterey 2-dr. hardtop, $350*. 395* (ps), $1,310*, $1,300, $1,190*, ‘58 Imperial 4-dr., $1,700* (ps), $1,400* ’58 Chevrolet %-ton pickup, $1,050, $770*; 2-dr., $735*. 

OLDSMOBILE — '60 (88) 4-dr. Holiday, $1,170*, 2 at $1,165*, $1,100, $935*; (ps). $975, $910; GMC %-ton pickup, $1,- (Continued on Page 44, Col. 1) 


$2,000* (ps). 

*59 (98) 4-dr. Holiday, $1,865* (ps); 4- 
dr., $1,850* (ps); (88) Fiesta 4-dr., 
$1,655* (ps). 

758 (88) 4-dr. Holiday, $1,125* (ps); 
(88) Super 4-dr. Holiday, $1,125* (ps). 

’57 (88) Super 4-dr, Holiday, $785*; 4- 
dr., $700* (ps). 

756 (98) 4-dr., $590* (ps); 4-dr. Holiday, 
$505* (ps); (88) Super 4-dr., $560*; 
conv., $400; (88) 2-dr. Holiday, $495*. 

"55 (88) Super 2-dr., $675* (ps); (88) 
4-dr. Holiday, $430*, 

PACKARD—’53 Clipper 4-dr., $145*. 

PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 
$1,865* (ps). 

’59 Suburban (8) Custom 4-dr., $1,160*; 
Savoy (8) 2-dr., $925*, 

’58 Suburban (6) Custom 4-dr., $930* 
(ps); Savoy (6) 2-dr., $470, 

’57 Belvedere (8) 2-dr., $675*; 4-dr., 
$565*; Suburban (8) Custom 4-dr., 
=" Savoy (8) 2-dr. hardtop, $490*; 

4-dr., $420*; Savoy (6) 2-dr., $390*. 

"56 Suburban (6) Custom 4-dr. (9 pass.), 
$510*; Savoy (8) 2-dr., $350*; Savoy 
(6) 4-dr., $270; Belvedere (8) 2-dr., 
$285*. 

PONTIAC—’61 Catalina Safari 4-dr. (9 
pass.), $2,785* (ps); Ventura 4-dr. 
Vista, $2,675* (ps). 

’60 Bonneville 4-dr. Vista, $2,430* (ps); 
Catalina conv., $2,375; Safari 4-dr., 
$2,335* (ps); 4-dr. Vista, $2,200* (ps); 
sport coupe, $1,800; 2-dr., $1,710; Ven- 
tura 4-dr. Vista, $2,350* (ps). 

’5S Chieftain conv., $1,325* (ps); Sa- 
fari 4-dr., $1,150* (ps); 4-dr., $850*; 
Bonneville sport coupe, $1,200* (ps). 

°57 Star Chief 4-dr. Catalina, $790* 
(ps); Chieftain 4-dr, Catalina, $660*. 

RAMBLER—’60 Super (6) 4-dr., $1,550; 
American (6) 2-dr., $1,150. 

59 Custom (6) Cross Country 4-dr., 
$1,300; 4-dr., $850. 

STUDEBAKER—’58 President (8) 2-dr., 
$585*. 

MISCELLANEOUS—’59 Chevrolet %-ton 
pickup, $1,100, 

’58 Chevrolet Apache %-ton, $795. 

’56 Chevrolet (3200) %-ton pickup, $450. 

’55 International %-ton pickup, $395. 


DANVILLE, VA. 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of April 5. 
In this section we have drifted into a sell- 
ers market with all clean cars bringing 
top money. We advise laying off new cars 

; for the demand is not there. 

' BUICK—’57 Super 4-dr. Riviera, $850* 
(ps); 2-dr. Riviera, $370* (ps); Spe- 
cial 4-dr. Riviera, $785*; 2-dr., $750* 
(ps), $660*. 

’55 Special 2-dr., $275*. 

54 RM 4-dr., $160*; Super 4-dr., $195*. 
CADILLAC—’57 (62) 4-dr., $1,055* (ps). 

’55 (62) 4-dr., $705*. 
CHEVROLET—’59 Brookwood (8) 4-dr., 

$1,285*; Bel Air (6) 4-dr,, $1,250. a 

’58 Biscayne (8) 2-dr., $895. 

"ST Tworten (0) 2dr. $800", $825; 4-dr., The NEW Rubbermaid Master Wheeler 

$770*; Bel Air (6) 4-dr., $800*, 2 at 
$710*; 2-dr., $655". 








’56 Bel Air (8) 4-dr., $685*, $615; 2-dr., , 5 : 
re ee a) ee. eee Se Attracts Impulse Sales... by dramatically displaying Kar-Rugs 
’55 Two-t (6) 2-d $550; 4-dr., $450, j i 
$275; Bel Air (8) 4-dr.,, $525* (ps), in actual car floor setting. Customers sell themselves when they can 
$430: Bel Air (6) 2-dr., $455; 4-dr., see, touch and select. Wheels to your best traffic location, inside or out. 


$415*; One-fifty (6) 2-dr., $155. 
54 7 Air (6) ae $370*. 
’53 Two-ten 4-dr., 45. . “ 
749 Deluxe 2-dr., $225. aur : 6 i 
eT a casa, _@& Creates New Profit Opportunity Not just ‘‘brand 
$260*; 4-dr., $360*. . : ” 3 : 
55 Coronet (8) 4-dr., $255%. wae switching’ but a completely new way to pick up new sales 
eo. ee "oe oo S and profits. Every car owner is a customer—this display 
59 Galaxie (8) 2-dr., $1,410*; Fairlane 2 : 
500 fae tae $925; Custom 300 (6) ~~ 6) tells and sells him on Kar-Rugs. 
4-dr., $610, —5 
’58 Fairlane (8) 4-dr., $810* (ps); 2- — (| 
ir., $650*; Ranch Wagon (8) 4-dr., 
a eC ccour Me ae bu, we 7 Easy to Own... Master Wheeler No. 0836 comes 
‘of tae, tes Ch) env. 8. WS: WN packed with one brown No. 1428 Styleliner. Dealer cost for 
2-dr., $535*; Fairlane (8) 2-dr., $715*; . 4 ' 
2-ar.’ Victoria, $660° (ps); 4-ar. Vic- — both $9.95—sell Styleliner at $10.95 retail—the display’s 
toria, $660*; Country Sedan (8) 4-dr., 
$700* (ps); Ranch Wagon (8) 4-dr., yours and you pocket a buck. 
$570*; Custom (8) 2-dr., $530. rr 


’56 Fairlane (8) 2-dr. Victoria, $610*, 
$605; Ranch Wagon (8) 2-dr., $460*; 7 +A 
Custom (8) 2-dr., $400, $385. A) ‘Spa 
. A 
SS 


’55 Fairlane (8) 2-dr., $385*, $235* 
Country Sedan (8) 4-dr., $350*; Ranch 


Wagon 2-dr., $350, $325. $250*, $185, ASK YOUR JOBBER 


’54 Custom (8) 2-dr., $2 


$160. Y 
'53 Custom (8) 4-dr., $400, $105. to rush your No. 0836 display NOW. = b =) = 
IRCURY "53" Monterey Be ready to cash in on the big Spring WU errm rt a 








MERCURY — ’'53 Monterey 4-dr., $200* 
(ps). 3 
’51 Monterey 2-dr., $210. — season ahead. MEANS BETTER MADE 
OLDSMOBILE - ’56 (88) 4-dr., $650*, 
$505*; 2-dr, Holiday, $500*, fy ~Nwe 
’55 (88) 4-dr., $440* (ps); 2-dr., $330*. SS 
’54 (88) 2-dr., $150*. —_ RUBBERMAID INC. * AUTOMOTIVE DIVISION « WOOSTER, cmnay 
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(8) 4-dr., $960*, $945*; Biscayne (6) dr. Holiday, $435* (ps); (88) 2-dr, is 
4-dr., $860; Delray (6) utility sedan, ° > Holiday, $425*, $330*. 
; d A ti p ' ‘5? Bel Air (8) 4-dr., $1,100* (ps) Philadelphia Stages i Ir. $235* ee 
Hi e -dr., , ps); ° -dr., $225* (ps). 
i se r ar uc ion rices a $985* 5h: poy ore,’ Nomad International Show PLYMOUTH— ’61 Fury (8) 4-dr. hardtop, 
Hy ort coupe, Pps), , omac $2,200*. 
i (8) 2-dr., $880* (ps); Two-ten (8) PHILADELPHIA.—The Phila- | +0 Fury (8) conv., $1,545* (ps); Belve- 
i sport sedan, $755*; 2-dr., $750*, $685*;| delphia International Automobile dere (8) 4-dr., $1,455* (ps); Valiant 
i 4-dr., $720", $695*, $595*; One-fifty 100 (6) 4-dr., $1,435 
' (Continued from Page 43) (6) 4-dr., $635*. Show opened last Saturday (April ‘59 Suburban (8) Custom 4-dr., $1,370° 
i 56 Bel Air (8) sport coupe, $695*; Two-| 15) in the Grand Exhibition Hall ( $1,290* (ps): Belvedere (8) 4- 
'56 Two-ten (8) 2-dr., $585*; 4-dr, hard- $2,000* (ps), $1,720* (ps); Coupe d : err a ee eee ore 
i ee Ville, $2,340¢ (ps); 2-dr. hardtop, $2,- $570°; Two-ten (> station ’ Waten'| Of the Philadelphia Trade and dr., $1,045* (ps); Fury (8) conv., $1,- 
4 5S Two-ten (8) station wagon 4-dr., 230* (ps), $1,880* (ps); conv., $1,935* $435, 4 aoe , oeeeea i were Convention Center. ‘es tub hl 4 ao 
3 $555*; 4-dr., $550*, $492*; 2-dr., (ps); 4-dr., $1,700* (ps); Eldorado| ‘55 Two-ten (8) sport coupe, $700; 4-d , Saar dan: ete. aac : 
i $305°: Bel Air (8) 4-dr., $530°; 2-dr conv., $1,900* (ps) S65B: chadion aaa ese Tne Show officials said the exhibit 57 Savoy (8) 2-dr. hardtop, $700*; Bel- r 
395" ; ” ; ” AM : 5*; y ; , . * : 
) $447; Bel Air (6) 2-dr., $377. '57 (60) Special 4-dr, hardtop, $1,905* 0360": Two-ten (6) 2-dr., $365; 4-dr,| imeludes more than 150 models soar, Gat” toe); ae Sate; ee s 
i '54 Bel Air 4-dr., $222*. (ps), $1,840° (ps); (62) Sedan de $320; Bel Air (8) sport coupe, $630*,| representing 50 makes produced urban (8) Custom’ 2-dr., $535*, $525*, t! 
f eee: aa, SReS. So awaue . ceels Sesser” Xpeys |S $620" (ps), $585, $585* (ps), $565*, 2/ in the United States and 12 for- | ’56 Suburban (8) 4-dr., $350°. tl 
CHRYSLER—’57 Saratoga 4-dr. hardtop, dr., $1,555; conv., $1,465* (ps); El- at $550*; 4-dr., $560*, $500*; 2-dr., i T ‘ ’55 Belvedere (8) 2-dr, hardtop, $310* u 
f $740* (ps). dorado conv., $1,750* (ps). $425*; conv., $335*; Bel Air (6) 4-dr.,| ©18m countries. The estimated (ps); Plaza (6) 2-dr., $300; Suburban 
i; DeSOTO—’'55 Fireflite 4-dr., $130. "56 (62) Coupe de Ville, $1,160* (ps); $505. value of the show cars is more (6) 4-dr., $245. t 
DODGE—’60 Dart (8) Phoenix conv., $1,- conv., $950* (ps); 4-dr., $715* (ps). 54 Bel Air sport coupe, $330; 4-dr.,| than $3 million. PONTIAC—’60 Bonneville sport coupe, $2,- Oo 
090% (Ps). i 55 (62) Coupe de Ville, $1,210* (ps),|  ,_.5310. 640* (ps); Catalina Safari 4-dr., $2,- e 
os Seseaes a coma ne (ps), $1,080* (ps), $710* (ps); 4-dr., $900* ey Air conv., $175*; One-fifty 4-dr., 430* (ps); 4-dr. Vista, $2,235* (ps); 
te : orone yn te eee? (ps); 2-dr, hardtop, $660* (ps). : enn. Star Chief 4-dr. Vista, $2,370* (ps). 
’55 Royal (8) 4-dr., $380*. ‘54 (62) 4-dr., $650; conv., $340; Eldo-| 751 Deluxe 4-dr., $170. Rayane (8) 2-dr., $1,250; 4-dr., $1,-| +59 Catalina conv., $1,910° (ps); sport d 
| FORD—'61 Fairlane (8) 4-Jr., $1,787. rado conv., $600. " x . ’50 business coupe, $125, ‘ oo: ‘ coupe, $1,880* (ps), $1,735*; 2-dr., 
it '60 Falcon (6) 4-dr., $1,345; Fairlane! 55 (60) special 4-dr., $225. CHRYSLER —'60 (300F) 2-dr, hardtop,| “Q,jpunderbird (8) 2dr. aardtop, $2,- $1,550*; Star Chief sport coupe, $1,- | = ¥ 
(8) 4-dr., $1,150*. . 182 (62) 4-dr., $268 , $3,620*. oe (ps); Galaxie (8) Skyliner, $1,- 785* (ps). fi 
"OO Galaxie (8) 2-dr. Victoria, $1,525°;| a. eo) adr” #118, '59 NY 4-dr., $1,975" (ps). 650" (ps); 2-dr. Vietoria, $1,610*| +58 Bonneville sport coupe, $1,600* (ps); 0 
‘ conv., $1,525*; Fairlane (6) 4-dr., $1,- 51 (62) 4-dr., $115. 58 Wi . (ps), $1,480*; conv., $1,460* (ps); i i i *: 
if oo vey , : ; g ndsor 2-dr, hardtop, $1,130* (ps). : Super Chief 4-dr. Catalina, $1,105*; 
i 330; Fairlane (8) 2-dr., $1,150*, $990*,| 50 (61) 2-dr., $160. '57 (300) 2-dr, hardtop, '$1,100* (ps). 4-dr. Victoria, $1,335*; Country Sedan Chieftain 4-dr. Catalina, $975*. P 
i $910*; 4-dr., $1,135", $915*, CHEVROLET—'61 Corvair 900 (6) 2-dr.,| ’56 NY 4-dr., $695* (ps); 4-dr, hardtop, (8) 4-dr., $1,525* (ps), $1,485* (Ps),| 57 Star Chief 2-dr. Catalina, $855* Cc 
: '58 Fairlane (8) 4-dr., $785. $2,260°. $630* (ps); 2-dr, hardtop, $600* (ps) $1,450*; Ranch Wagon (8) 2-dr., $1,- (ps); Chieftain 2-dr., $585; 4-dr., 
iy '57 Fairlane (8) 4-dr., $630*; Custom a5 Tinvela . (& t 2.365* ° : ’ ? 400* (ps); Custom 300 (8) 4-dr., $500* : { 
; * ; pala ) sport coupe, $2,365* | NeSOTO—'59 Fireflite conv., $1,785* (ps). * * *. 9. : ; 
; (8) 4-dr., $540*, (ps), $2,215* (ps), $2,200 ¢ $2 ; ’ Pp $1,310* (ps), $1,010*, $945*; 2-dr., ’56 Chieftain 2-dr. Catalina, $355* é I 
i ’56 Fairlane (8) 4-dr., $555*; conv., 185*’ (ps); nae $2,085¢ teas: Sines. 57 Fireflite station wagon, $1,060* (ps); $1,075*, $820, $785; Custom 300 (6) Subate Gia Ghat wane” eeuer’ ; ' 
i $465*; 2-dr, Victoria, $395* (ps); wood (8) 4-dr., $2,090*; Parkwood (8 Adventurer 2-dr, hardtop, $995* (ps); 2-dr., $965; Fairlane (8) 4-dr., $1,200*, 55 Star Chief 2-dr. Catalina, $320* c 
i estan (8) 26r., $2597. i a Fa Sel Ale fe oar Firedome 2-dr. hardtop, $795* (ps) ; $1,075*, $1,000* (ps); 2-dr., $1,080*; 54 Star Chief 2-dr. Catalina $190* 
M4 55 Fairlane (8) 4-dr., $330*; 2-dr., $1 875°: "“Sisenyas 6) 2-dr.. $1 008 Firesweep 4-dr. hardtop, $630*; 4-dr., Fairlane 500 (8) 4-dr., $1,185*; 2-dr. (ps); 4-dr., $175*. , 
f $217*; Custom (8) 2-dr., $325*; 4-dr., (ps), $1,425*. ‘1 ‘ ms : 2 — ‘ Victoria, $1,180*. RAMBLER—’59 American (6) Custom sta- 
k $300*; Custom (6) 2-dr., $300, $225;| 59 Impala (8) sport coupe, $1,810, $1,-| +55 scm “dr, hardtop, $650%" (ps). "58 Thunderbird (8) 2-dr. Victoria, $2,- tion wagon, $1,085*. 
H Country Sedan (8) 4-dr., $280*, 785, $1,725" (ps), $1,685* (ps), §$1.- redome station wagon, $475* (ps). 160* (ps), $2,145* (ps), $1,975* (ps),] °58 Custom (6) 4-dr., $1,025*. 
Lj 54 Crest (8) 2-dr. Victoria, $292. 0 *. 00* } . | DODGE—’60 Dart (6) Pioneer 2-dr, hard- $1,750* (ps); conv., $2,020* (ps); ’56 Amb: d 8 “ 4 
660, $1,540*; conv., $1,600* (ps) $1, mbassador (8) Super 4-dr., $340. 
MERCURY—’57 Monterey 4-dr., $500*. 575* (ps); Kingswood (8) 4-dr., $1,- top, $1,700*. Fairlane 500 (8) Skyliner, $1,110* ’55 Custom Cross Country, $400*. 
56 Monterey 4-dr. hardtop, $392* (ps). 680* (ps): Parkwood (8) 4-dr., $1,- ’59 Custom Royal (8) 2-dr. hardtop, (ps), $1,075* (ps); Country Sedan | STUDEBAKER —’60 Lark (6) station wag- 
’55 Monterey 2-dr, hardtop, $395*, 625*, $1,525*, $1,395* (ps); Bel Air $1,725* (ps); Coronet (8) conv., $1,- (8) 4-dr., $1,055* (ps), $890* (ps). on, $1,315. 
OLDSMOBILE — '58 (88) 4-dr. Holiday, (8) 4-dr., $1,520* (ps), $1,400*, $1,- ,-405* (ps); 4-dr., $1,270* (ps). ’57 Country Sedan (8) 4-dr., $830*, 759 Lark (6) 4-dr., $975. 
$1,070* (ps). 375*, $1,320*, $1,315*, $1,285*, $1,-| 758 Sierra (8) 4-dr., $1,200* (ps). $750*, $610*, $605*; Fairlane 500 (8)| °58 Golden Hawk (8) 2-dr. hardtop, $1,- 
’56 (88) 2-dr. Holiday, $440*. 180*; 2-dr., $1,220*; Brookwood (8) 54 Royal (8) 4-dr., $140*. conv., $760* (ps), $585* (ps); 2-dr. 285* (ps). 
; ’5S (88) 4-dr. Holiday, $520*. 4-dr., $1,510*; Brookwood (6) 2-dr., | FORD—’61 Thunderbird (8) 2-dr. hardtop, Victoria, $645*; 4-dr., $600*, $500*; ’55 Commander (8) 2-dr., $410. 
i ’54 (88) 4-dr. Holiday, $215* (ps), $1,265; Biscayne (8) 2-dr., $1,195*; $3,925* (ps); Galaxie (8) 4-dr., §$2,- Del Rio (8) 2-dr., $735* (ps); Fairlane | MISCELLANEOUS—’60 Chevrolet (6) car- 
: 731 4-dr., $140. 4-dr., $1,175*, $1,160*, 2 at $1,100*, 445* (ps); Ranch Wagon (8) 4-dr., (8) 2-dr. Victoria, $685* (ps); Custom ryall, $1,650; (6) %-ton pickup, $1,- 
PLYMOUTH—’59 Savoy (8) 4-dr., §$1,- $925*; Biscayne (6) 4-dr., $1,075* $2,320. 300 (8) 4-dr., $575; Custom (6) busi- 470; (6) %-ton fleetside, $1,000; Ford 
080". (ps); 2-dr., $1,040*, $925. "60 Galaxie (8) Starliner, $1,880* (ps), ness coupe, $400*. (6) F-100 pickup, $1,275. 
, *- ’ , % 
57 Belvedere (8) 2-dr, hardtop, $422*; 58 Corvette (8) conv., $2,040, $2,010; $1,855* (ps), $1,800* (ps), $1,735*| °56 Fairlane (8) 2-dr, Victoria, $540* 59 Chevrolet (8) El Camino, $1,530 
Savoy (8) 4-dr., $415; Savoy (8) 2- Impala (8) sport coupe, $1,390* (ps); (ps); Ranch Wagon (6) 4-dr., $1,- (ps), $425* (ps); 4-dr., $425*, $385*; (ps), $1,355, $1,270*, $1,185; Ford (8) I 
. dr., $324, conv., $1,100* (ps), $925*; Nomad (8) 695*, $1,485; Fairlane 500 (8) 2-dr., Crown Victoria, $395*; 2-dr., $355*; Ranchero, $1,350*; (88) %-ton pickup, 
8 "55 Savoy (6) 4-dr., $320*. 4-dr., $1,265* (ps); Bel Air (8) sport $1,530* (ps); 4-dr., $1,450*; Falcon Country Sedan (8) 4-dr., $535* (ps), $1,025* (ps); (6) %-ton pickup, $950; A 
PONTIAC—’'61 Bonneville 4-dr, Vista, $2,- sedan, $1,025* (ps), $925*; Brookwood (6) 4-dr., $1,485; 2-dr., $1,420, $1,400; $295*; Ranch Wagon (8) 2-dr., $450* (8) %-ton pickup, $1,010. 
990* (ps). (ps). 758 Ford (8) Ranchero, $1,000*; (6) 
’57 Chieftain 2-dr. Catalina, $615*. ’55 Thunderbird (8) conv 1.110: Fair- Ranchero, $775; (8) 1-ton camper, 
MISCELLANEOUS—’60 Chevrolet (6) EI lane (8) 2-dr., $425", beuee: ‘Sap. $890 (ps); (8) %-ton pickup, $860, : 
’ ov . t ia, : ‘ Vi ia, 5*; < . 
"57 Ford (6) %-ton pickup, $347. . Coumtty sedan (8) 4dr, $310° _— 57 Ford (8) Ranchero, $760* (ps); s 
’56 Ford (8) panel, $227. SE 77 or or TIC@S 54 Ranch Wagon (8) 2-dr., $210* Chevrolet (8) %-ton pickup, $735*; 
® ’55 Chevrolet (6) %-ton pickup, $545. P 8 & ee ie aha te (6) %-ton panel, $550. 
; 54 Chevrolet (6) %-ton pickup, $567. 53 Crest (8) 2-dr. Victoria, $420, $285 56 Ford (8) %4-ton pickup, $710, $365*; i: 
i 53 Willys Jeep, $460. (ps); Country Sedan (8) 4-dr., $260. (6) %-ton pickup, $450; (6) panel, t 
i ’52 Crest (8) 2-dr. Victoria, $205*. $305; Chevrolet (6) 14-ton panel, $395. 
} , BANY Volkswagen—’'60 sunroof 2-dr., $1,320. IMPERIAL—’59 LeBaron 4-dr. hardtop, ’55 Chevrolet (6) ‘%-ton pickup, $580, € 
4 LOS ANGELES Vauxhall——’59 Pree 4-dr., $750 $2,945*. $535, $520; Ford (6) %-ton pickup, Vv 
Harold Henry’s Los Angeles Dealer Auto : ; -. ues FONTANA, WIS. 58 Crown conv., $1,835*; Imperial 2-dr. $470, $335. ‘ k $38! V 
ip Auction, Sale every Tuesday, Prices are Lloyd—’58, $375. hardtop, $1,685*. ’54 Chevrolet %-ton pickup, $385. Rk 
a for sale of April 4. Ford en = J. 5 Triumph—’58 conv., $1,000. ’57 Imperial 4-dr., $1,100* (ps); Crown * * * 1 
BUICK—’58 Century 4-dr. Riviera, $1,190* jinn eS a $105." -dr., $595. Volkswagen—’60 Microbus, $1,520. 4-dr. hardtop, $980. Auctions in Brief C 
‘67 Century 4-dr, Riviera, $730* (ps); | 3asuar—’56 4-dr., $610*. HUNTSVILLE, ALA ee ae a en ae Oe 7 
{ 70¢. FR Ne sertiews ;5, | Renault—’60 Dauphine 4-dr., $650. ; i oa y sense hardtop, $3,095. BORDENTOWN, N. J. 
f Sonv., S070*; RM s-de. Hivigse, o128 59 4-dr., $400 Ford (English)—'58 Zephyr, $580. ’58 Premiere 2-dr. hardtop, $1,550. National Auto Dealers Exchange, Sale 
ieee bis j « | Simea—'59 4-dr., $537, $485 Volkswagen—’'60 2-dr., $1,285. '56 Continental Mark II 2-dr. hardtop, | every Wednesday (April 5), Prices con- 
i 56 RM ee, en, TE a '58 2-dr, hardtop, $375. 58 conv., $1,035; 2-dr., $790, $3,300; Premiere 2-dr. hardtop, $850; | tinued firm in all year groups. Buyers were 
soo Mead ast cog Pi a la Maa Volkswagen — '59'Karmann-G hia 2-d 4-dr., $700* (ps). looki sod clean cars 
’54 Super conv., $150*. ae - iardban $1,435 ean ae eee KANSAS CITY, MO. 55 Capri 2-dr. hardtop, $275* (ps). on 83 ceuiat IF ir cnanewe . i 1 
53 Special ee Riviera, $200*; Super) 52 o.ar., $800. Opel—’58 2-dr., $560. ’41 Continental 2-dr., $275. ; be ; i 
CADILLAC."60 de Ville 2-ar, hardtop, 3| [57 2-dr., $650, oP See... SEU8. MERCURY — ’59 Voyager 4-dr., $1,705* CHICAGO : 
" aa dak hey he ’56 2-dr., $540. (ps). : 
» Re snare > Sree tee). fa LOS ANGELES ’58 Commuter 4-dr. (9 pass.), $1,200* Greater Chicago Auto Auction. Sale 
; 250°" ines. $3 B40" (ps); (62) 4-dr. CALDWELL, N. J. Austin-Healey—’'60 roadster, $1,735. (ps); Montclair conv., S960* (ps). every Thursday (April 6), Lots of action. 
i $4 eens’ t ai: $4 150* feat; 9-dr hard. | Fiat—’57 1100 4-dr $260. *55 roadster, $700. ‘57 Monterey 2-dr., $600* (ps); 4-dr.| Snow and rain could not slow the pace. 
H top, $4 ouse’ (ps), $3,850* (ps) : Jaguar—’56 Mark VII 4-dr., $435. Hillman—’59 conv., $800. hardtop, $550*; Montclair 2-dr., $560* | Sold 451 cars from 592 consignments, 
59 de Ville 2-dr, hardtop, $3,540" (ps), | Renault—’60 Dauphine 4-dr., $700. MG—"59 roadster, $1,210, $1,015. (ps). * * * | 
H $3,350" (ps): 4-dr hardtop $3,400* | Taunus—’58 4-dr., $420. 58 roadster, $935, ’56 Monterey 2-dr. hardtop, $465*; 4-dr., DYER, IND i 
(ps), 2 at $3,200* (ps); (62) 4-dr., | Volkswagen—’61 2-dr., $1,310 Mercedes-Benz—’60 2208 4-dr., $2,800. $295* (ps); Custom 2-dr., $420%; ne See rrids i 
; $3,115* (ps). ora | "60 Karmann-Ghia 2-dr, hardtop, $1,-| Renault—’60 Dauphine 4-dr., $680, $560. Montclair 2-dr. hardtop, $410* (ps). Dyer Avie Anes, Be oes Suee | 
158 (62) Sedan de Ville, §2,480* (ps) 660: 2-dr, sunroof, $1,195, $930. . *59 Dauphine 4-dr., $510. 55 Monterey 2-dr. hardtop, $340*, $290*, | (April 7). A_ terrific sale. Many out of ' 
. SA sa na ce a ee '58 Q-dr.. $685 ornare : Triumph—’59 TR-10 station wagon, $335. $240*; Custom 2-dr. hardtop, $300*;|town buyers looking for late model cars. i 
Wolve-—'58 station. wagon 2edr;,. $105 Volkswagen—’60 sunroof 2-dr., $1,280, Montclair 2-dr. hardtop, $285*; conv., | Sold 289 cars from 360 consignments. j 
R li OK’d 5 m si a e ’59 Kombi, $585. $260*. * * * | 
’56 Microbus, $330, °54 Monterey 4-dr., $180*. r' 
ea ignment CHICAGO Volvo—'59 2-dr., $1,080. ’53 Custom 2-dr. hardtop, $100*. FONTANA, WIS. j 
Austin-Healey—’60 Sprite, 31,200. ’5S 2-dr., $705, S485 7 . ‘ 98 $2.350* Fontana Auto Auction, Sale every Thurs- | 
B Associates: Citroen—"60 4-dr., $750. | an BT 2dr", $460. . wena’ — ’60 (98) 4-dr., $2,350 tay is ore Se vane whe Suen Gis i 
y 9 ek 80 atation raat “150.” ial SALT LAKE CITY ’59 (88) 2-dr. Scenic, $1,385* (ps). ieriinattiee premium “sold 182 cars from 274 
Renault—'59 4-dr., $250. s ; g 58 (98) 2-dr. Holiday, $1,450* (PS), | consignments ‘ 
ew Posts reate Volkswagen—’61 Karmann-Ghia 2-dr., $2,- Vauxhall—'59 station wagon, $750. $1,410* (ps), $1,380* (ps). “2 * # 
050: 2-dr., $1 575 . - ar Ghes 9“) | Volkswagen—’59 Microbus, $1,325. ’57 (98) 2-dr. Holiday, $775* (ps); (S88) PADUCAH, KY 4 ‘ 
SOUTH BEND.—Directors of As-| °60 2- $1.365. $1. 295 4-dr., $605*. ’ . 1 : 
iat inveieant Co, have ab- “iene sa a ae $1,225. WAREHOUSE POINT, CONN. 56 (88) Super 2-dr. Holiday, $625* (ps); Fred Brown Auto Auction, Sale every } 
sociates e e€ r e Pp iia | ; DKW— 60 2-dr., $610. 4-dr. Holiday, $595* (ps); (88) 2-dr.| Monday (April 4). Market stronger on late ; 
proved a realignment of manage- COLUMBUS, O Fiat—’59 1200 4-dr., $500. Holiday, $575* (ps), $510*, $400*. models. Good clean old cars are very much i d 
ment duties and the establishment | p,.. one 58 2 “a Opel—’59 2-dr., $460. '55 (88) Super 4-dr., $515* (ps); 2-dr.|in demand, Sold 78 cars from 138 con- 4 : 
of two new executive vice-presiden- aaa ca 1% Renault—’59 Dauphine 4-dr., $525. Holiday, $460*, $435*, $215* (ps); 4-' signments. 
cies, according to Oliver C. Car- DANVILLE. VA : 
michael jr., chairman. , . 1 1 60 i 
The new positions are executive | !#t—'60 1200 4-dr., $1,000. tates or e ruary . - i 
vic e-president-corporate develop- DAYTONA BEACH, FLA. : 
ment and control, and executive | Metropotitan—'60 2-dr., $650. i 
vice-president-field operations. The Renney 00 Dauphine 4-dr., $540. Truck registrations by states are 7 
position of executive vice-president Sees Ge tices 4-42 ee released here weekly, as compiled Stude- To- 
= charge of branch operations was | yolve—'60 2-dr., $1,450, ‘$1,100. eae — Mack | baker | White | Willys | Misc. | TAL 
abolished. | 
Gordon E. Areen, who was exec- DETROIT North Dakota ‘61 100) 1] 20) S| S20; S50 | 2| | 5| 5| 299 : 
utive vice-president of branch op- > ae ana 60 conv., $910. 60) 132 2| 22 93| 17; 74 I | 6} 8 355 
F . : ‘olkswagen "60 Karmann-G hia 2-dr. Pott —— aw. roe ro a 1 os as ae ot ay, 7 | 42) 1106 
H erations, was elected executive hardtop, $1,650; sunroof 2-dr., $1,350. Virginia et 316 87 346| +4 90) i * a ml 7 a 
vice-president-corporate develop- : 5 pts Nc i ac a sce aca is ise ce at Iau ce 
‘ ment and control DYER, IND Two States Reported ‘él 416 | 107} 442) 16 140) 17) 10 23 85 | 48 | 1405 
; Rob pe V id ia f Renault—’60 4-dr $725 F __ To Date for February ‘60; Sia 5). OF IT] 02] TD} Al). I! 21|—s«A3t}_ NON «N76 
Robert H. Van Aman, formerly Cee: Year ‘el | 57, 21935, 179| 2937) 20565, 5288| 6214/4623 +~=«340|+=S«894| 2417) +—«-2263| | 63712 
vice-president of the Western oper- FLINT To Date 60} 89) 18400) 210) 2727, —:19261| 4102/7588) ~—889!_—128|——*1253|_—«*1996| «3347/5990 
ations group, was promoted to Renault——’59 4-dr., $420. Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 














executive vice-president-field oper- 
ations. 

H. W. Tompkins, formerly assist- 
ant vice-president for the Western 
group, was elected vice-president, 
replacing Van Aman, 

Lew Fleming, vice-president and 
secretary, expressed the desire not 
to be reelected an officer of the 


New Passenger-Car Registrations, 5 States for February, 1961-1960 


Car registrations as 
compiled by R. L. Polk 
& Co. 
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Capsule Reports .. . 


Auto News in Brief 


LOS ANGELES, — In a 48-page 
report, the Southern California Re- 
search Council has recommended 
the creation of a region wide au- 
thority to master plan, develop and 
ultimately operate a multipurpose 
transportation system extending 
over five and possibly as many as 
eight counties. 

The council, sponsored by Occi- 
dental and Pomona Colleges, re- 
vealed the details of its proposal 
following a year-long investigation 
of virtually every phase of trans- 
portation in populous Southern 
California. 

* * * 


Philadelphia Sells 2nd Lot 


Of Used Cars for $11,100 


PHILADELPHIA.—The City of 
Philadelphia, carrying out its 
plan to sell its used cars rather 
than trade them in, has sold a lot 
of 40 police cars which were more 
than two years old for $11,100 to 
Best Taxicab Buys, Hoboken, 
N. J. 

The average price was $278 per 
car, up almost $100 per unit from 
the average for 34 cars in the first 
lot which sold for $5,753. 


* * * 
Hartford Dealers Continue 


Mechanic Class for Women 


HARTFORD. — The Hartford 
Automobile Dealers Assn. is con- 
tinuing its program of classes on 
auto mechanics for women. 

The 12-week course, which is now 
in its eighth year, is financed by 
the dealers. The YMCA and Trav- 
elers Insurance Co. Girls Club help 
with publicity and_ registration, 
while the Hartford Parts and Serv- 
ice Managers Club plans’ the 
classes and provides instructors. 

* ok * 


Delco-Remy to Construct 


Engineering, Research Center 


ANDERSON, Ind.—Work will be 
launched on a new engineering and 
research center which will provide 
Delco-Remy Division with one of 
the most modern, 
completely equip- 
ped facilities of 
its type in the 
automotive elec- 
trical equipment 
industry, accord- 
ing to Don L. 
Boyes, general 
manager, 

The 225,000- 
square-foot build- 
ing, to be erected 
on a 40-acre tract 
southeast of Anderson, will provide 
ample space in one location for all 
of the division’s product engineer- 
ing activities, including its depart- 
ment of advanced engineering for 
both commercial products and mil- 
itary components. Also to be hous- 
ed in the center will be extensive 
new laboratory and engineering 
test facilities. 

* 





Don L, Boyes 


* * 


Philadelphia Gear Expands 


KING OF PRUSSIA, Pa.—Phila- 
delphia Gear Corp. has begun con- 
struction of a gear research 
building and pattern shop here. 

* * * 


Purse Sise to Determine 


Autolite’s Racing Prizes 


DAYTONA BEACH, Fla.—Auto- 
lite’s racing prize money for 1961 
will be paid in proportion to the 
purse posted at each event, ac- 
cording to Fran Hernandez, direc- 
tor of racing for Electric Autolite 
Co. 

He said Autolite has budgeted 
more than $100,000 for prize money 
at motor sport events of all types 
during 1961 to be added to posted 


purses at various events in 
amounts ranging from $200 to 
$2,000. 

* * * 


Lord Chemical Becomes 


Division of Wheelabrator 


YORK, Pa. — The former Lord 
Chemical Corp. will now be known 
as Lord Chemical and Equipment 
Division of Wheelabrator Corp., ac- 
cording to an announcement by 
James F. Connaughton, Wheela- 


brator president. 
The Lord division will continue 
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its manufacture of precision finish- 
ing equipment, media and com- 
pounds in York and in Red Lion, 
Pa. Lord was recently acquired by 
Wheelabrator. 

* 


* * 


Seagrave Acquires Firm 


NEW YORK.—Arnold A. Saltz- 
man, president, Seagrave Corp., has 
announced the company’s acquisi- 
tion of Lacquer Corp. of America 
and its affiliated companies, sub- 
ject to ratification by Seagrave’s 
stockholders. The purchase price 
is $1,300,000. 

* 


* * 


Leading Pontiac Salesmen 


Are Honored in Cincinnati 
CINCINNATI. — Ward Gray, of 
Wells Pontiac, Richmond, Ind., has 
earned the presidency of the “silver 
chapter” of the Pontiac Salesman’s 
Guild, and John Wayatt, of Crout- 
cher Motor Co., Berea, Ky., has 





earned the presidency of the “gold 
chapter.” 

They received their awards at a 
meeting of 150 top Pontiac sales- 
men here. Others honored were 
Steve Critchell, McAfee Pontiac, 
Miamisburg, O., and Howard Hull, 
David Waite Pontiac, Indianapolis, 
for the “silver chapter,’” and Don- 
ald Dragoo and Calvin Brooks, both 
of Ray Steidle Pontiac, Milford, O., 
for the “gold chapter.” 

* * * 


Chevrolet Plants Cited 


For Safety, Idea Records 


DETROIT.—Chevrolet has hon- 
ored four of its 34 plants for 
achieving perfect safety records 
last year, and six for outstanding 
activity in the General Motors sug- 
gestion plan. 

Safety plaques went to plants in 
St. Louis, Buffalo, Janesville, Wis., 
and Bloomfield, N. J. Plaques citing 
suggestion activity were awarded 
to facilities in Buffalo; Toledo; Wil- 
low Run, Mich.; Livonia, Mich.; 
Framingham, Mass., and Massena, 
aNs Ms 





* * * 


National Cash Register 
To Build Plant in Texas 





e 4 
wr OO 
“These new cars are all alike— 
the vision is lousy.” 





Register Co. has announced the 
purchase of a seven-acre site in 
Arlington, Tex., between Dallas and 
Fort Worth, on which it will build 
a supply production plant. 


The new 50,000-square-foot facil- 


ity is scheduled to be in operation 
by the end of 1961, the firm said. 


DAYTON, O. — National Cash|The plant will manufacture mag- 





45 


netic ledger cards used in NCR 
bank automation systems, as well 
as other special forms for various 
types of NCR business systems 
and machines. 

* + * 


Ford Plant Cited 


YPSILANTI, Mich—Ford Motor 
Co.’s Hardware and Accessories 
Division plant here has been hon- 
ored by the National Safety Coun- 
cil for establishing the best safety 
record in the automotive electrical 
equipment industry. 

cd * 


T-Bird Styling Contest 
Set for Dearborn Students 


DEARBORN.—High school stu- 
dents here have been invited to ex- 
press their ideas of the Thunder- 
bird of the future through models 
of their own design. The styling 
contest is sponsored by the Bank 
of Dearborn with the cooperation 
of Ford Motor Co. 

The first five winners will split 
$875 in United States Savings 
Bonds to be presented by the bank, 
and Ford will offer a trophy for 
permanent display in the Ford Ro- 
tunda. The five best models also 
will be shown for a year at the 
Rotunda. 


* 





ANOTHER QHNORTOND PRODUCT 


UWIAA 


is the hottest 


Nour 


Sandpaper item 
ever sold! 


No other wet-sanding paper has ever had such cutting power, 


such long life, such ease of handling. 


New Formula TUFBAK is the only paper specially developed 


for the new .. 


. harder acrylic finishes! 


Works like “black magic” on primers, lacquers and enamels! 
WANT PROOF? READ WHAT THEY SAY ABOUT NEW TUFBAK 


New TUFBAK wins competition's own test! 


From Washington: 


“A paint panel test was held. With 


80 strokes, the other brand, 220 grit, cut through the 
paint down to the metal 144” wide and 3” long. On the 
same panel, new TUFBAK, 280 grit, in 80 strokes cut 
a swath 1” wide and 4” long. No need to tell you who 


got the order!” 


From a Chicago rep: 


“Sold on new TUFBAK - - - - testing resulted in a 
15-unit order from a body shop that used competitive 
refinishing products previously. The refinishers said 
it was the finest improvement in sandpaper since they 
have been in the business!” 


From the West Coast: 


“I didn’t think any one new product could create so 
much enthusiasm. Faster cut, longer life, easier han- 
- - - new TUFBAK has them all 


dling, better finish 
and more!” 





WANT MORE PROOF? 
WANT SAMPLES ? 


BEHR-MANNING CO., Troy, N. Y. 


RUSH COUPON TODAY! 
Jack Phillips 
Dept. AN-4 
BEHR-MANNING CO. 
Troy, N. Y. 







a division of Norton Company 













Almost too good! 


“This new TUFBAK is almost too good. Men in the 
shops were afraid the samples we showed were special 


runs. 


(We guarantee that they were from regular 


stock.) Shops in Tulsa, Kansas City, and in Colorado 
estimate as high as 150% to 200% longer life over 


competitive brands!” 


Non-curling: 


“Took half a sheet of new TUFBAK and folded it 
three ways and put in a bucket of water along side 


a sheet of competitive paper. 
Within 20 minutes, other brand 
was starting to curl. In an hour 
it had unfolded, and within two 
hours it had completely folded and 
curled up in the other direction. 
New TUFBAK did not curl 
any way at all after 15 hours of 


soaking!” 
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Dear Jack: 


Send samples of new TUFBAK in grit 


CC INIINY <—isnsicinvenrcverntacincsisignsinapibiniaia 


TR ca a a ere 


a 











Theres 





AUTOMOTIVE NEWS, APRIL 17, 1961 





TURNINGS ... 


Single-Leaf 


Springs 


‘Old Hat’ at Rockwell 


By Joseph M. Callahan 


Engineering Editor 
EW CASTLE, Pa. — A recent story about single-leaf 
springs brought a quick assertion from officials of Rock- 
well-Standard Corp. that they had been developing single- 
o—— 


leaf springs since World War 


A visit to Rockwell-Standard’s 
spring plant here produced evi- 
dence that this 
plant has been 
making and sell- 
ing a rather 
small quantity of 
single-leaf-t y pe 
springs for 
trucks and trail- 
ers for some 
time. 

The history of 
the single leaf at 

Zz Rockwell goes 
J. M. Callahan back to the latter 
stages of the war, when the New 
Castle product engineering group 
developed a front transverse 
single-leaf spring for use in a car. 
This spring was uniform in both 
width and thickness, but it proved 
unsatisfactory because the bearing 
pressures in the hook-up parts 
were too high. 

Another idea tried about this 
time was a rear single-leaf spring 
for car use which was tapered in 
width but had a uniform thickness. 





The high scrap loss, because of the 
width taper and lack of room for 
clearance under the car, ruled out 
this idea. 

This group next tested a rear 
single-leaf spring that was taper- 
ed in both width and thickness. 
This idea also wag finally aban- 
doned because there was no 
available equipment to produce it 
economically. 

From these preliminary studies 
|the engineering group concluded 
that a single-leaf spring should be 
longer than the passenger-car 
springs then in use in order to give 
the soft ride and lower stresses 
that were sought by suspension en- 
gineers. 

* * * 
E advent of longer springs, 
with fewer leaves, such as ap- 





Client for McCandless 

Display & Exhibit Co., 1014 Lynn, 
| Detroit, has appointed the firm of 
James W. McCandless, 1141 First 
National Bldg., as its public rela- 
tions consultant. 











peared on. Cadillac and Oldsmobile 
in the early 1950s, caused the fu- 
ture of the single-leaf spring to 
brighten considerably. 

By that time Rockwell had 
swung over to the single-leaf. con- 
cept it still likes best—a leaf with 
constant width and tapered thick- 
ness. The ends of a leaf spring 
have to be more limber because 
the stress loads on the ends are 
less. 

Development of the single-leaf 
spring at Rockwell was progress- 
ing nicely until air suspension 
moved into the limelight and 
shoved the single leaf into the 
background. 

Rockwell continued its develop- 
ment work at a siower pace during 
this period. In 1958, a special] ma- 
chine was designed and built which 
enabled Rockwell to roll single 
taper-leaf springs up to six inches 
wide and 80 inches long. The equip- 
ment was used to make prototype 
single-leaf springs for its custom- 
ers’ tests, 

* * K 


No Interleaf Friction 


N ADDITION, this machine was 

used to make the longer, wider 

and thicker tapered springs needed 
for heavy commercial] vehicles. 

The development work for com- 
mercial vehicles resulted in an as- 
sembly consisting of two tapered 
single leaves separated in the cen- 
ter by a liner and touching only at 
the ends, the bearing points. Thus, 
each spring employs the single-leaf 
principle. 

Touching on this aspect, a 
Rockwell engineer said, “These 
springs give a vastly improved 
ride to a truck because of the 


sa) 


A McKay taper rolling machine forms a 
plant in New Castle, Pa. The two chain-dri 


* + * 

absence of interleaf friction. This 
friction causes a poor ride more 
than any other one thing.” 

This particular suspension as- 
sembly was particularly attractive 
to Rockwell’s Transmission and 
Axle Division because it tied in 
nicely with their efforts to develop 
a lightweight tandem-axle assem- 
bly, This spring permitted reduc- 
tion of the weight of each spring 
assembly from 205 pounds to 125 
pounds — weight savings which 
have a real dollar value annually 
to truck operators. 

* + * 
penetra has also produced 
several hundred single-leaf 
springs for heavy commercial trail- 








ere’s Your Windshield... Right 


For service, quality, availability’. . 


The windshield you want... right on time... ae” ee coe 





every time! THAT’S SERVICE! 





helping you with your auto glass problems. To you... 
service means your SHAT-R-PROOF Distributor is 


‘‘looking-out-for-you.”” To your customers. . . service 


Service that lets you relax knowing an expert is Ai 2 
4 Shat'PP; 


means efficient auto glass replacement. 








on Time! 


. call your 


man to call for fast delivery of top quality auto 
glass parts for all car and trucks. 
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Shatterproot Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 





Rolling a Single-Leaf Spring— 








single-leaf spring at the Rockwell-Standard 
ven “work wheels" move automatically from 
the center of the spring to each end, imparting a precise taper to it. 


* * * 


ers. Development work for this ap- 
plication is continuing. The big ad- 
vantage here is also weight saving 
and ride improvements. 

The company has produced 
more than a dozen types of 
springs, employing the taper 
single-leaf design for truck front 
axles and a half taper-leaf front 
spring. This spring replaces an 
eight-leaf spring on some heavy 
vehicles and results in savings of 
100 pounds. 

Test installations of these springs 
have been made in trucks of most 
of the major manufacturers, An 
International Harvester cab-ove r- 
engine truck, owned by the Trans- 
mission and Axle Division and 
leased to a fleet operator, has piled 
up over 100,000 miles of troublefree 
service with the 1%-leaf front sus- 
pension. 

In 1958, Rockwell set up relative- 
ly small-volume facilities in this 
plant for the production of com- 
mercial] single-leaf springs. The 
current capacity is adequate for 
producing only truck and trailer 
springs at present. 

* ok * 


|How Machine Works 


_— key element in these facili- 
ties is a McKay taper rolling 
machine which does the difficult 
job of producing a very precise 
taper on the tough, spring steel. 

The operation starts when a steel 
| bar (polished on the tension side) 
| that is 46 inches long, 1.28 inches 
thick and four inches wide is heat- 
ed in an electric induction oven to 
about 2,000 degrees in three min- 
utes. It then is placed in a machine 
for precisely shaping the center 
section of the spring so that it will 
fit perfectly in the spring’s center 
clamp. 

From this operation the bar is 
moved to the taper rolling ma- 
chine whose two “work rolls” 
move automatically from _ the 
center of the bar to each end. 
The precise taper is achieved by 
two cam controls which run 
alongside the bar. The cams 
“tell” the work rolls exactly how 
much the bar should be flattened. 

During the taper rolling the red- 
hot bar is in a die to maintain its 
uniform width. Thus, the only place 
for the surplus metal to go is to- 
ward the end of the bar, This re- 
sults in the bar or spring being 
elongated from 46 to 64% inches. 
One and a half inches of this metal 
is trimmed off to square the ends 
/and the final elongation is 17 
| inches. 

* * * 
'TPHE thickness at the end is re- 
duced from 1.28 inches to half 
an inch, and the center thickness 
|is reduced from 1.28 inches to 1.18 
inches. 

The next step is a scarfing op- 
eration which trims off the rough 
edges of the spring. These truck 
springs then are notched for at- 
tachment to the vehicle, Car 
springs have a wrapped eye for 
this purpose. The last major op- 
eration is stress peening to im- 
part greater strength to the 
spring. 

At the conclusion of the Rock- 
well tour, the writer rode in a car 
equipped with single-leaf springs 
and found it had quite a soft ride, 
quite similar to coil springs. As a 
matter of fact, this car’s rear end 
was made to bounce a bit by mere- 
ly putting a little weight on the 
rear bumper but this was attrib- 
uted to shock absorbers that were 
not adjusted to single-leaf use, 











SEVEN 


New York retailers 
each spent more than 





$1] million 


last year in The News! 


--- And these seven retailers combined 
invested $11,500,000 in The News in 1960! 


Retailers, as a rule, do not advertise to build a corporate image, 
acquire prestige, or impress competitors. They buy advertising to 
draw buyers, move goods, ring cash registers, beat last year’s figures, 
and make money. They learn which newspapers are productive by 
day to day trial and error. And they put more of their money where 


they get more of their business. 


In New York they buy more space in The News, and have in each of 
the last 30 consecutive years. In the last year alone retailers invested 
over $33,000,000 in this one newspaper — more than they spent in 


any other New York newspaper. Reason: results! 


Can any general advertiser find a better index of productivity? No 


medium delivers more sell for the money than The News. Details, 


any News office. 
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WORK BENCH—Development of a work 
bench for the automotive service industry 
has been announced by Manzel, 315 Bab- 
cock St., Buffalo 10, N. Y. The Drain-Kleen 
work bench is said to be simple in design. 
The steel table top’s raised lip and grad- 
val taper to a center drain prevents oil 
dripping to the floor. The 54-inch long by 
30-inch wide working area permits clean- 
ing of large assemblies. The work bench 
has two pieces of optional equipment. The 
Power-Flush cleaning unit, powered by a 
pump, forces a neutral solvent through the 
flush hose after which it is returned to the 
unit through the drain and filtered for 
re-use. The second option is a tool board 
which keeps tools handy for immediate 
use. 





FUEL PRESSURE REGULATOR — Installed 
in an automobile engine, the plastic ‘Miser 
Mite” fuel pressure regulator (indicated by 
arrow) is said to be so light that no clamps 
or adapters are needed to hold unit on 
gas line. Installer cuts out a 2¥g-inch sec- 
tion of gas line and inserts ends into neo- 
prene bushings in each end of the regu- 
lator. The unit, said to be the first fuel 
pressure regulator to be made from plastic, 
is molded from nylon by Artag Plastics 
Corp., Chicago, Ill., for Milemaster, Inc., 
of America, Exceland, Wis. 

ew 


Shipping Protector 


A container designed to guard 
against scuffing the finish of the 
packaged product during shipment 
has been introduced by the Pack- 


Chemical Corp., 460 Park Ave., New 
York 22, N. Y. Called Scuff-Master, | 
the container reduces the abrasive} 
effect of the container board on the 
product resulting from in-transit 
vibration and product movement, 
according to the firm. 


* * * 





TISSUE DISPENSER — Chevrolet Division, 
General Motors Corp., Detroit 2, Mich., has 
announced a combination tissue dispenser 
and litter container for all Chevrolet cars. 
It is offered through the company's dealers. 
Easily installed by the owner, the gray 
plastic unit mounts on the transmission 
tunnel or virtually flat Corvair floor with 
two adhesive hook strips. No drilling or 
cutting is required. A tissue box is in- 
serted into a slide beneath the lid to dis- 
pense tissues through a slot. Raising the 
lid discloses the litter container, neatly 
concealed when the lid is closed. 





ANGLE TESTER | 


CAM ANGLE TESTER—A cam angle} 
tester that detects cam angle defects, 
burned or pitted contact points, defective | 
breaker plates, point bounce or shift and | 
point resistance has been announced by | 
Auto Test, Inc., 600 S. Michigan Ave., Chi- 
cago 5, Ill., as part of its “Starflash’’ line 
of testing equipment. Designed for use on 


| scopic principle. The unit balances all the 
wheels American or foreign (including wire 





FENDER SKIRT—Fender skirts for many 
1961 cars have been announced by Per- 
fection Automotive Products Corp., 925 W. 
Elizabeth, Detroit 1, Mich. Available are 
skirts for Chevrolet, Ford, Falcon, Plymouth, 
Dodge Dart, Comet and Corvair in prime 
finish or stainless steel. 





WHEEL BALANCER—Western Services 
Corp., 601 E. Linden Ave., Linden, N. J., 
has announced its ‘‘Facom" wheel balanc- 
ing machines. The Facom wheel balancer 
is said to permit precise static and dy- 
namic balancing by means of the gyro- 


wheels), is is claimed. Available in three 
models—U44 A with stand and an electric 
motor; U44 B, hand operated with a stand; 


U44 C, hand operated bench model. 
+ « &@ 








four, six or eight-lobe cams, the tester, 
Model C-302, features a constant-voltage, 
mercury cell battery, a jeweled movement 
and a permanent-magnet D’Arsonval-type 
meter guaranteed to 2 percent accuracy, 
it is said. Self-adjusting to either six or 
12-volt systems, the instrument also elimi- 
nates the need for zero adjustments each 
time it is used. Hook-up changes are also 
eliminated by use of a reverse switch, it 
is claimed. 





aging Division, Olin Mathieson 
* * ok 


* * 





FREIGHT BRACING EQUIPMENT—Sparton 


Railway Equipment Division, Sparton Corp., 


17333 Healey Ave., Detroit 12, Mich., has developed a line of freight bracing equip- 


ment for the trucking industry. The line i 


ncludes three systems to meet the needs 


of piggyback operators, highway truck companies and shippers to reduce or eliminate 
damage to goods in transit in truck trailers, They are as follows: (1) The Standard 
system in which aluminum belt rails are secured to the sideposts of a truck trailer. 
The belt rails are punched with a row of holes into which crossmembers are fastened 
and extended across the width of the truck to prevent load shifting. (2) The Sparton 
“Built-In'"’ aluminum system in which belt rails replace regular side posts to become 


dual-purpose posts. The dual-purpose posts 


give support strength to walls and roof; 


receive crossmembers to brace against loads; and permit greater interior width over 


ordinary trailer construction. (3) The Steel 
when weight is not a critical factor. The 
which crossmember end fittings are fitted. 





system in which steel belt rails are used 
steel belt rails have slotted grooves into 


Machine Tester-Trouble Detector, Model MT- 


Tester-Trouble Detector are: It is a sensitive, 


Instru- 


TROUBLE DETECTOR — Calhear 
ments Co., 412 W. Sixth St., Los Angeles 


14, Calif., has announced the electronic 


1.. The characteristic feature of the Machine 


transistorized amplifier, with a chrome- 
plated sound absorption rod; small in 
size; convenient to carry in pocket; eco- 
nomical-battery operated. Utilizing a per- 
sonal earphone, identification of even faint 
vibration or sound is made audible and 
detected, it is claimed. The operation is 
simple and is accomplished by means of 
activating an on-off switch and sound 
volume is regulated by turning the volume 


control knob. 
* * * 











RIM STAND —Branick Mfg. Co., Inc., 
2600 Third Ave., Fargo, N. D., has an-| 
nounced its “Easy Way Rim Stand” for 


| mounting and demounting truck tires and| 


wheels. It is said to handle 20-inch rims | 
and all truck wheels with disc. Available | 
as options are 22 and 24-inch adapters | 


and safety inflation bar. 
- a. @ 


Brake Shoes for Imports 


Introduced by Arnley 
Arnley Brake Shoe Co., Box 9530, 





Etna, Pittsburgh 23, Pa. has in- 
troduced a complete line of ex- 





| for a used one. The employe drops used 
| towel through hood at top, turns crank at 
| side of dispenser and pulls a clean towel 
| from slot in center of dispenser. Should 


| to employe. Associated Co., Inc., 1441 Mc- 


| Lean Blvd. South, Wichita 13, Kans. 
* ae 
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change bonded brake shoes for 
most imported cars. This program 
simplifies the identification and 
handling of exchange cores, the 
firm said. 


The company said it has pre- 
pared a manual which explains and 
shows the necessary adjustments 
to be made when installing Arnley’s 
bonded brake shoes to the differ- 
ent imported-car brakes. 





STEAM CLEANER—A 200-gallon-per-hour 


steam cleaner has been introduced by 
Clayton Mfg. Co., 411 N. Temple City 
Blvd., El Monte, Calif., giving the firm 


a cleaner line ranging in output from 60 
to 600 g.p.h. Equipped with remote auto- 
matic control as part of the standard 
equipment, the Clayton-Master 200 is in 
full operation only when steam cleaning 
is actually being performed, it is said. 
The unit is available in natural gas, LPG, 
and oil fired models, and in stationary, 
trailer, or dolly mounting. The electrical 
system is fully weather protected with elec- 
tric controls housed in a totally enclosed 
weatherproofed cabinet, it is said. Drip- 
proof motors, weatherproofed conductors, 
and automatic electric ignition are stand- 
ard on all models of the 200. 
. ss * 


TOWEL DISPENSER — The Associated 
Towel Dispenser is designed to cut down 
the production time and labor lost each 
time an employe stands in line at the tool 
crib to exchange a soiled towel. The unit 
issues a clean wiping cloth in exchange 


dispenser be empty, used towel is returned 


its 
Prestone brand name of Union 
Carbide Consumer Products Co., 270 
Park Ave., New York 17, N. Y. It 
is Prestone Wash and Wax Car 





ke inn mR Ae ee 





PLASTIC LIGHT—Permanent elimination 
of rust and corrosion is said to be a fea- 
ture of the new Model S700 Shockmount 
plastic light introduced by Anthes Division, 
Gleason Corp., 325 N. Plankinton Ave., 
Milwaukee 2, Wis. Another feature of the 
$700 is said to be its slim line design. The 
narrow shape makes it possible to fit more 
applications. Other features include: 5,000- 
hour bulbs, rubber ring to seal lens from 
dirt and moisture, snap-on lens for quick 
bulb replacement, plate mounted on rub- 
ber grommets to moisture-seal mounting 


area, standard mounting holes. 
sy * 





HYDRAULIC FILTER—The Guardian flow 
meter and filter is said to give warning 


when filter becomes clogged and ceases 


to operate efficiently. Warning light auto- 
matically appears when the liquid flow 


falls below a pre-set volume. The unit can 
be set to turn on 
power to equipment until filter is cleaned 
or replaced, Capital Engineering & Mfg. 
Co., 5837 S. Ashland Ave., Chicago 36, Ill. 


light or to turn off 


* * * 


Union Carbide Introduces 


Wash-and-Wax Sponge 


Another car-care product makes 
debut this month under the 


Sponge, a self-contained applicator 
loaded with detergents and water- 
activated silicone and waxes. 


“Deep wax your car in minutes 


as you wash it” is the advertising 
slogan which will be presented to 
millions of American car owners on 
coast-to-coast television this spring 





and in trade publications. 
* * * 





UTILITY-LUGGAGE TRAILER—The Adventurer utility and luggage trailers have been 


announced by Carry-All Trailers, Inc., Island 


Rd. and Eastwick Ave., Philadelphia 42, Pa. 


Units are available for compact, foreign and standard-size cars. Features are said to 
include square tubular frame, pressed steel body welded to frame for unitized con- 


struction, safety chains, tail and turn-signal | 





ights, reflectors and waterproof canvas top. 
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Frontier Days in Meadville— 


A “Frontier Days’ sales promotion sponsored by the Meadville (Pa.) Automobile | 


Dealers Assn. closed over the weekend after an eight-day run. The committee planning 
the event included, left to right, Richard A. Battin, Meadville Tribune classified adver- 
tising manager; James McDonald, Station WMGW manager; Milt Nodler, Milt Nodler 
Motors; Warren C. Smith, Warren C. Smith Motors, who is association president; Jake 


Griffin, Griffin Motors, and Vic Farrah, Vic Farrah Chevrolet. 
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Dealers Warned 


9,600 California 
Titles Are Stolen 


LOS ANGELES.—Nearly 6,000 
California certificates of title were 
reported stolen from the printer. 
First of the forms was discovered 
by an Encino used-car dealer who 
paid $3,850 for a Cadillac stolen in} 
New Haven, Conn, 

Los Angeles police suggested that 
all dealers be alert for California 
pink slips numbered TA1 to TA5600 
in the lower right hand corner. 
Titles to all California cars in deal- 
er stocks should be checked as the 
stolen slips have been in circula- 
tion for almost four months. 

A suspect, who sold the stolen 
Cadillac, is said to be using the 
name Robert Bertram Benowitz, 
male white American, 30 years, six 
foot three inches, 175 pounds, 
brown hair, brown eyes, and Jewish 
descent. 

Dealers are advised to hold any 
person attempting to sell a car with 
one of the stolen forms. Local po- 
lice should be notified. 








World Auto Groups Meet in U.S. 


DETROIT. — The Automobile 
Manufacturers Assn, last week was 
host to the first meeting of the 
Permanent International Bureau of 
Automobile Manufacturers ever 
held in the United States, 

Twenty-four automotive execu- 


Buick’s Brodbeck 


Promoted in Sales 


FLINT.—Appointment of Harry 
L. Brodbeck as director of distri- 
bution and sales planning for Buick 
has been announced. 

In his newly created post, Brod- 
beck will supervise the car dis- 
tribution, organi- 
zation and analy- 
sis and metropol- 
itan marketing 
departments of 
the Sales Divi- 
sion, and main- 
tain liaison with 
the engineering 
department’s for- 
ward planning 
group. 

Brodbeck, 53, 
has been director 
of car distribution since 1950. He 
joined the Buick engineering de- 
partment in 1928 as a General 
Motors Institute cooperative stu- 
dent, transferred to the car distri- 
bution department in 1935 and be- 
came assistant to the director of 
car distribution in 1939, During 
World War II, Brodbeck served as 
assistant director of war products 
distribution and war products con- 
tracts and sales for Buick. 








Harry Brodbeck 


Snyder Switches to Ford 


CLEVELAND.—Philip A, Snyder, 
president of the Cleveland Automo- 
bile Dealers Assn. and the city’s 
largest-volume Rambler dealer, 
switched to Ford last week. He had 
been a Nash and Rambler dealer 
for 15 years and at one time was 
one of the top five Rambler sellers 
in the country. His firm is at 13829 
Euclid Ave. 






















AVAILABLE 


from time to time in 
small and large quantities 


"58s, "59s, '60s 


NEW YORK CITY 


Taxicabs 


CHEVROLETS, 
FORDS, DODGES, 
PLYMOUTHS, CHECKERS 


NOW AVAILABLE 


‘60 FORDS, DODGES 


Attractively priced. 
For further information, write 


























Box AN-13, Automotive News, 
Detroit 7, Mich. 





tives from 11 Western and East- 
ern European countries attended 
the three-day meeting in Detroit. 
They came from Belgium, Czech- 
oslovakia, France, Germany, 
Italy, the Netherlands, Sweden, 
Switzerland, the United Kingdom, 
Yugoslavia and Spain. 


Permanent International des Con- 
structeurs d’Automobiles, with 
headquarters in Paris, the organ- 


motor-vehicle associations of Bel- 


and the U. S. 

Dr. Rodolfo Biscaretti de Ruffia 
of Italy, bureau president since 
1951, presided at the meeting. His 
grandfather was a founder of the 
Fiat auto company. 

Among those who attended 
cluded: 

Albert Onghena, E. Desgain 
and Gen. Louis De Rest, Bel- 
gium; J. Kaderavek and F. Ko- 
pecny, Czechoslovakia; Pierre 
Lemaigre, J. Clouet and M, Mar- 
tin, France. 

Lt. Gen. Wolfgang Thomale, 
G. S. von Heydekampf, W. R. Vor- 
wig, U. Schmidt, Germany; F. Pa- 
lazzi, Italy; J. L. Lang, Th. Van 


New York Bill 
Would Require 
Safety Equipment 


ALBANY, N. Y.—A state legisla- 
tor has said that he plans to in- 
troduce a bill that would require 
padded dashboards, recessed steer- 
ing wheels and tamper-proof door 
locks on all new cars registered in 
New York in 1963, 

The statement came from Sena- 
tor Edward J. Speno of East Mea- 
dow, L. I., who is chairman of the 
Joint Legislative Committee on 
Motor Vehicles and Traffic Safety. 

He said, “Detroit long since has 
discovered what should be done for 


in- 





factories will not provide the safety 
equipment without “firm legislative 
guidance.” 

Speno said his committee had 
“induced” auto makers to voluntar- 
ily install seat-belt anchors on 1962 
models, adding that he planned to 
introduce a bill to require installa- 
tion of the seat belts themselves 
in a few years. 





Bucket Seats Are $70 


On New Buick Skylark 


DETROIT. — Bucket seats for 
the new Buick Special Skylark 
sport coupe will be priced at 
$69.94, and a white. fabric cover- 
ing for the metal top will be 
$75.32. Both figures include fed- 
eral tax. 

The Skylark, which has a stick- 
er price of $%621, will appear in 
dealer showrooms May 13. At the 
same time, Buick will introduce a 
Special two-door sedan priced at 
$2,330. 












ization was formed in 1919 by the) 


gium, France, Great Britain, Italy| 


car safety.” He said he felt that} 


Kingdom; L. Beleslin, Yugoslavia. 


Known officially as Le Bureau! 
|}has been named a Volkswagen 
| dealership at 4455 W. Huron St., 


| F. Iten, Switzerland. 





der Meer, Netherlands, J. J. Moya, 
Spain; Dr. Swen Gerentz, Sweden; 


Brian Rootes, A. E, Grant-Crof- 
ton and E. Woodbridge, United 


Ward-McElroy VW Open 
PONTIAC.—Ward-McElroy, Inc., 





Pontiac. 


Available for the FIRST time! 


AUTOMOTIVE REPLACEMENT 
Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 










TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 


to compliment interior trim. 












Made from 

(Armstrong 
Vinyl Automat 

ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


— Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 








Largest 


BRITISH CAR PARTS 

HEPOLITE—Pistons & Rings 

WELLWORTHY—Pistons & Rings 

JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 

FERODO—Brake Linings, Fan Belts 

LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings 

VANDERVELL—Engine Bearings 

RANSOME & MARLES—Ball & Roller Bearings 

WHITELEY—Water Pumps, Tie Rods, Universals 
e other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs SPESSO—Ga 





WHOLESALE ONLY — Only Dealers 


Stock in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 
KOLBENSCHMIDT—Pistons MONOPOLE-POISSY—Pistons, Rings, Valves 
ATE—Lockheed Brake Parts CURTY & Cie.—Gaskets, Oil Seals 
ATE—Valves, Ring Sets ALLINQUANT—Shock Absorbers 
F & S—Clutches COUSSINETS MINCES—Engine Bearings 
REINZ—Gaskets SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
SIMRIT—Oil Seals DES FREINS LOCKHEED—Brake Parts 
SWF—Windshield Wipers & Motors SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
FRESE—Bumpers & Mirrors MARCHAL—Lamps, Light Units, Spark Plugs 
GLYCO—Engine Bearings PARIS—RHONE—Generators, Starters, Regulators 
HELLA—Lamps, Horns $.N.R.—Ball and Roller Bearings 
BOSCH—Spark Plugs & Ignition. JAEGER—S.N.A. —Speedometers, Instruments 
TEXTAR —Brake and Clutch Linings PECASEAUX—Lamps, Plastic Parts 
VARTA—Batteries other ten ines 

@ other top lines ° P 


skets AKRON—Oi! Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 


70 East 131st Street, New York 37, N. Y. 


may apply fer catalog te nearest regional distributor listed below. 
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|Moore, executive vice-president, Lark 


Texas Dealers | National Automobile Dealers Assn.; 


. k Vince Baker, Pueblo, Colo., sales 

List Spea ers expert; Milton Denbo, Washington, 

, attorney and wage-hour expert, 

AUSTIN, Tex. — Ben D. Mills,/ ang Helen Sachs, Downey, Calif, 
Lincoln-Mercury general manager, | incoln-Mercury dealer. 

will be one of the featured speakers | 


at the 44th annual convention of | J 
the Texas Automotive Dealers| Volvo Adds Deal 


Assn., May 7-9, at the Gunther| SYRACUSE.—Allan Byer Auto 
Hotel in San Antonio. | Sales, Inc., 944 West Genesee St., 

Other speakers include James C.' has been appointed a Volvo dealer. Indiana. South Bend, headquarters 
——— 1. ade. | Or mk, is in that district. 


The Government seeks temporary 
and permanent injunctions against 
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U.S. Sues Chrysler, 
Eyes Others on Duals 


(Continued from Page 1) 


awarding the Valiant or other 
Chrysler franchise and were 
sometimes written by the Chrys- 
ler Motors representative. 





















wAKE Kil 

iSeHOSES 

»*BRAKE FLUID 

JERS *BRAKE CUPS«P 

cRS*HOLD-DOWN PARTS+ 

\lTSeBRAKE BLEEDERS+TOOLS+ 

LINDER KITS*WHEEL CYLINDER KITS MB 

MASTER CYLINDER KITS *WHE Ese j 
HYDRAULIC CLUTCH REPAIR 

KITS AND CYLINDERS r 

S*POWER BRAKE KITS 

iSeWHEEL CYLINDERS «8 

wESeCYLINDERS AND KIT 

FOR IMPORTED CARS+PO 

S*POWER BRAKE PARTSe 

+POWER BRAKE TESTERS 

+ MASTER CYLINDERS «Bg 

ARS + BRAKE CABLES +9 





THESE ARE THE FEATURES YOU FIND 
IN EIS MASTER CYLINDERS 


CASTINGS — Fine grain, semi-steel. Many are 
shell-moulded . . . all are 100% pressure-tested! 
PISTONS— Precision-machined and ground. Fitted 
with EIS improved, ribbed, non-leak Secondary 


Cup! 

MAIN CUP— MADE OF HEAT-RESISTANT COM- 
POUND! ee with a razor-sharp sealing edge 
and moulded with tapered grooves to permit 
proper passage of fluid in the backstroke opera- 
tion. Moulded-in brass ring protects cup from 
extruding into piston by-pass holes! 
SPRING — Formed of top-quality music wire. 
Engineered to hold proper residual pressures 
which insure return of main cup and piston! 
pore- Bearingized and finished to close-pre- 
cision-tolerances for proper seal and lubrication 
by the hydraulic brake fluid! 

CHECK VAlvVE — Precision steel stampings, 
assembled with high grade rubber flapper .. . 
100% pressure-tested. Only 
the latest types are used. 
OUTLET PORTS — All are lead 
screw tapped. Assures full, 
precision threads, leakproof 
construction . . . prevents 
cross-threading! 

Ask your EIS Distributor or write for catalogs 


EIS AUTOMOTIVE CORP.+ Middletown, Conn. 


Cn 


reserve tanks yA Ee 





New car and used car sales 
and service customers 
are yours for keeps when 
you keep them reminded 
of your dealership 
... the most effective way is 
with Benmatt license plate frames 
or name plates! 


BENMATT ORGANIZATION, INC. 


1259 N. ASHLAND AVE., CHICAGO 22, ILLINOIS 


LOS ANGELES 23, CALIFORNIA * PHILA. 45, PA. 





MAKE EXTRA PROFITS WITH.-- 


Sidles Custom Made 


“Takes the 

“SIZZLE 
out of the 
Sun” 


Keeps cars and wagons up to 15° cooler by block- 
ing out the sun’s rays. Greatly improves air condi- 
FAST SERVICE tioning efficiency. 
We ship the same 
day your order is 


received. 


ORDER TODAY 


From your jobber 
or write direct for 
free catalog. 


Keeps outsiders from seeing in, yet gives excellent 
visibility and ventilation. 





Complete stock for all popular 1955 through 1961 
model cars and wagons. Simple instructions with 
each set. 


SIDLES MFG. CO. 


7300 U. S. Hiway 81 South 
Temple, Texas P.O. Box 3537A 


“The originator 
of Auto Sun 
Shades” 
















































had been set for a hearing on an 
injunction, and Chrysler had not 
been given a time limit in which to 
file a reply. 

The suit was brought under 
the Sherman and Clayton acts 
and- charges that Chrysler’s ac- 
tivities with its non-company 
duals constitute a combination 
and conspiracy in restraint of 
trade. 


A defendant, along with Chrysler 
Corp., is Chrysler Motors Corp., a 
subsidiary which distributes and 
sells Chrysler products. Plymouth, 
Dodge, Chrysler and Imperia] deal- 
ers are franchised by Chrysler Mo- 
tors. 

Mentioned as co-conspirators 
(but not as co-defendants) are ‘“nu- 
merous Chrysler Motors franchised 
dealers throughout the U. S, and 
others.” 

ok * * 

oo. of the language of the 

suit concerns the awarding of 
Valiant franchises. The Govern- 
ment charges that Chrysler would 
not give Valiant to a dealer dualled 
with a non-company make unless 
he agreed to drop the outside line. 

Valiant was a separate fran- 
chise when the car was introduc- 
ed in the fall of 1959. Every 
Plymouth dealer did not get Val- 
iant automatically, By Jan. 1, 
1960, only 1,028 Valiant franchises 
had been awarded. There were 
4,007 Plymouth dealers at that 
time. 

The Valiant dealer total grew 
rapidly during the early months of 
1960. It reached 1,933 on March 1 
and 3,065 on June 1. 

Late in May, Plymouth announc- 
ed that all its dealers would handle 
Valiant effective with the ’61 mod- 
els. On Jan. 1, 1961, there were 
3,573 Plymouth-Valiant dealers. 

Other Big Three compacts, except 
Comet, went immediately to all 
dealers handling the parent make. 

* * ok 

MONG the Government's 

charges against Chrysler are 
the following: 

1. Chrysler Motors would require 
dealers to enter into written and 
oral contracts, agreements or un- 
derstandings requiring the dealers 
to agree not to handle Lark and 
other cars competitive with Valiant 
or other Chrysler makes, 

2. Chrysler Motors would ter- 
minate or threaten to terminate 
the sales agreements of “dealers 
who did not adhere to the terms 
of the combination and conspir- 
acy and agreements and under- 
standings.” 

3. Chrysler Motors “would use 
pressure, coercion and divers 
means to induce its dealers to ter- 
minate sales agreements with Stu- 
debaker and other competitors of 
Chrysler,” 

4. Chrysler Motors “would not 
give Valiant franchises to any of 
its dealers who were also selling 
Larks and other competitive auto- 
mobiles unless such dealers agreed 
to terminate or cease ordering the 
competitive automobiles.” 

~ ok * 

HE Government contends that 

a “substantial number” of deal- 
ers entered into such agreements or 
understandings with Chrysler Mo- 
tors. 

In its bill of complaint, the Jus- 
tice Department claims the “agree- 
ments and understandings” were 
carried out in this manner: 

“On numerous occasions prior to 
the awarding of a Valiant or other 
Chrysler automobile franchise, rep- 
resentatives of Chrysler Motors re- 
quired that Chrysler Motors dealers 
who also sold Lark autos submit 
written resignations of their Lark 
franchises to Chrysler Motors rep- 
resentatives who thereafter mailed 
said resignations to Studebaker- 
Packard Corp. 

“Such resignations were re- 
quired by Chrysler Motors rep- 





resentatives as a condition to | be considered at the annual meet- 


the alleged coercive practices by 
Chrysler. Late last week, no date 


“On other occasions,’ according 
to the Government, “representa- 
tives of Chrysler Motors induced 
dealers with Studebaker franchises, 
as a condition to obtaining a Val- 
iant or other Chrysler franchise, 
to refrain from ordering Larks in 
order that S-P itself would termi- 
nate the dealer’s franchise.” 

* * * 


ip Government charges that 
Chrysler’s alleged actions have 
deprived Studebaker of a substan- 
tial number of dealer outlets and 
have prevented many dealers from 
handling cars manufactured by 
firms other than Chrysler. 


Customers also have been de- 
prived of the opportunity to pur- 
chase from a substantial number 
of dealers cars made by companies 
other than Chrysler, according to 
the Justice Department. 

Early in March of this year, 
Studebaker had 516 Big Three 
duals among its 2,163 dealerships. 
There were 802 Big Three duals 
among 2,579 Lark outlets on Sept. 
1, 1959, shortly before the Big 
Three compact cars began to ap- 
pear on the scene. 


During that period, the number 
of Lark-Chrysler duals dropped 
from 209 to 113; Lark-Ford dipped 
from 142 to 66, and Lark-GM de- 
clined from 451 to 337. 


In 1959, Studebaker registrations 
totalled 133,382 cars. The 1960 fig- 
ure was 106,244. 

* ok ok 

FN phen’ the filing of the Govern- 

ment’s suit, S-P President 
Sherwood H. Egbert declared that 
“the dealer’s right as an independ- 
ent businessman to conduct his 
business as he sees fit must be pro- 
tected.” 


“Dealers who wanted to sell 
Larks have been prevented from 
doing so by unfair pressures in 





did not single out Chrysler in his 
reference to “unfair pressures.” 

He added that he has called a 
meeting of the Studebaker Nation- 
al Dealer Council later this month 
and said: “I intend to discuss with 
them what dealers everywhere can 
do to resist unfair factory pres- 
sures.” 

A warning against factory pres- 
sures in dualling was delivered in 
November of 1957 by Victor R. 
Hansen, then chief of Justice’s an- 
titrust division, in an address at 
the convention of the National In- 
dependent Automobile Dealers 
| Assn. 

* * + 

HE HAILED the dualling of 

Rambler with Big Three makes 
(which was swinging into high gear 
at that time) and called it a de- 
velopment that was likely to pro- 
mote competition on the factory 
level and help dealers use their fa- 
cilities more intensively. 

Hansen noted that in the past, 
smaller makers had been “severe- 
ly handicapped” by lack of access 
to the market made up of dealers 
franchised by the major produc- 
ers. He warned that the Govern- 
ment would take a dim view of 
“retaliation” against dealers who 
| take on additional franchises. 

In the present suit, observers ex- 
plained that a civil suit, rather 
than a criminal suit, had been filed 
against Chrysler because the Gov- 
ernment seeks only injunctive re- 
lief. The Government is not seek- 
ing to fine or otherwise penalize 
Chrysler or its representatives. 

A criminal complaint could be 
filed later, however, but there is no 
indication that this will be done. 

If the Government prevails in 
the civil action, it would open the 
door for a possible civil damage 
suit against Chrysler by Studebak- 
er-Packard, but S-P would have to 
prove that it had been damaged 
by the Chrysler actions. 


Old Heitel GMC Truck 


Purchased by Chicagoan 
PHOENIX. — The former Heitel 
GMC Truck Co,, 1279 S. Central, 
which went bankrupt under its for- 
mer operators, has become General 
GMC Truck Sales, Inc., with Cecil 
Vernon, Chicago, as president. 
Sale of the firm for the $107,513.84 
book value of its stock of General 
Motors parts and other assets was 
announced by Allen R. Perry, at- 
torney for Trustee Walter E, Ful- 





this industry,” he said. Egbert 


Chrysler to Keep Proxies: 


ford. 


Annual Meeting Tuesday 


(Continued from Page 2) 


made in good faith in open court 
and in a way that would protect 

the interests of all the Chrysler 
shareholders impartially and 
share and share alike, and if we 
had the equal cooperation of Mr. 
McKean who was representing 

Chrysler locally. 

“Chrysler’s board of directors has 
been fully informed of and knows 
my feelings along these lines.” 

Dann said that he had a number 
of conditions that he would hold 
out for in any settlement with 
Chrysler management but he would 
not outline his conditions. 

However, Dann has been cam- 
paigning for the removal of L, L. 
Colbert as Chrysler’s top execu- 
tive and for the approval of cum- 
ulative voting for Chrysler direc- 
tors for more than a year, These 
may well be his conditions, 

There was no immediate com- 
ment from Chrysler on the settle- 
ment overture. 

There will be two main items on 
the agenda for this week’s annual 
meeting: Election of directors and 
voting on six proposals by share- 
holders, all of which are opposed 
by Chrysler management. 

The slate of director-nominees 
proposed by Chrysler mana ge- 
ment this year is different from 
the one proposed a year ago. At 
that time, 11 factory officials and 
10 outsiders were running for the 
board. This year, the slate con- 
sists of seven factory officials and 
11 outsiders. 


Of the six proposals which will 








ing, four were made by Dann. The 
four would provide for: 

1. Cumulative voting for Chrys- 
ler directors, a system whereby 
votes for director can be pooled 
and owners of a minority of the 
stock can win representation on the 
board. 

2. A three-man board which 
would include Dann which would 
investigate last year’s conflict of in- 
terest investigation and report to 
the shareholders. 

3. Anyone who has engaged in 
conflicts of interest or certain other 
questionable activities would be 
barred from serving as a Chrysler 
director. 

4. A change in the proxy vot- 
ing form sent to Chrysler stock- 
holders that would inform them 
that they may pick someone 
other than those designated by 
management to cast their proxy 
votes and that the proxy forms 
may be sent to that person. 

James M. Robbins, Royal Oak 
(Mich.) industrialist who has at 
times been a Chrysler supplier, 
dealer and engineer, has a proposal 
on the agenda that would limit the 
number of factory officials on the 

Chrysler board to one-fourth of the 
total membership. 

James H, Wilcox, a Detroit at- 
torney operating independently of 
Robbins, has offered a proposal 
which is similar to Robbins’ resolu- 
tion. 

He would give outside directors 
a majority and would limit factory 
directors to one less than a ma- 
jority. His definition of an inside 
director is wider than that used 
by Robbins and would class the 
company’s lawyers and consultants 
as insiders. 
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Price Exploitation Also Hailed .. . 


_ AUTOMOTIVE NEWS, APRIL 17, 








No Compact—Chrysler Thrives 


(Continued from Page 6) 
stick jobs, and they really travel,” 
Briggs noted. 
in * * K 

N KEEPING with the model- 

year pattern, the Newport was 
a slow starter for Chrysler, getting 
less than 50 percent in the first 
months of the ’61 run. Briggs ex- 
pects Newport to rise to 62 percent 
for the complete cycle, with the 
New Yorker tailing off to 21 per- 
cent and Windsor taking the rest. 

Approximately 1,600 Chrysler 
sales will be 300-Gs, featuring four 
bucket seats and front and rear 
consoles this year. 

“The 300-G, with all its power 
and luxury, is our ruboff car,” 
Briggs said. “It reflects on the 
rest of the line, and we have 
plans to carry it along year after 
year.” 

By 1979, if this plan is followed, 
Chrysler will have reached the end 
of the alphabet with the 300-Z. 
Then it will be time to launch the 
1980s with the 300-AA, which con- 
ceivably still will have the ultimate 
in automotive power and comfort. 

* * * 

RIGGS is not without sales 

problems, as evidenced by the 
fact that he felt impelled to deny 
two rumors when the discussion 
turned to the prestigious Imperial. 

The 59-year-old sales veteran 
denied that Imperial would become 
a series of Chrysler this fall or that 
Imperial’s body-and-frame con- 
struction would be abandoned for 
the semi-unitized type. 

Imperial’s west side Detroit 
plant new has been closed, and 
production will be phased into 





Iacocca Puts 
Economy Boom 
Up to Salesmen 


DETROIT.—An upswing in busi- 
ness is under way and the “signal 
from the market place” is that peo- 
ple have credit, cash, confidence, 
and are ready to buy and are buy- 
ing, Lee A, Iacocca, Ford Division 
general manager, said last week. 

Speaking to some 3,000 salesmen 
attending a sales rally of the De- 
troit Sales Executive Club, Iacocca 
said that the recovery situation 
provides a golden opportunity for 
salesmanship and that all the fac- 
tors are present for salesmen to 
turn the current upswing into a 
modest boom. 

The factors he listed were a near 
record 65 million people working, 
a high level of disposabi income 
and virtually unlimited credit. 

“First of all,” he elaborated, “65 
million people are working, bring- 
ing home pay checks, earning 
money to spend for food, clothing, 
housing, insurance, vacations, gas, 
oil, automobiles, or what have you. 
It doesn’t take an economist to 
figure the odds in favor of sales- 
men when this country has a near- 
alltime high in people working and 
earning money.” 

As evidence of the upswing, 
Iacocca cited car sales in March, 
saying, “Every day during the 
month more than 19,000 people 
paid cash or pledged their credit 
for anywhere from 12 to 36 months 
to buy new cars.” 


Compact Cars 
Blamed for Losses 


In Repo Sales 


CHICAGO. — Unprecedented 
losses per repossession sold were 
blamed on compact cars’ impact 
on used-car prices by Byron S. 
Coon, chairman of General Finance 
Corp. 

Speaking at the annual stock- 
holders’ meeting, Coon said the 
company looks for little or no im- 
provement in such losses and their 
adverse effect on profits. 

He said, however, that General 
Finance is doing “an intense job” 
of studying new credit control 
methods to help prevent a repeti- 
tion of the current loss situation. 

Despite the losses, Coon told 
stockholders that net income of 
General Finance reached a record 
high in 1960. 








the Chrysler line at the E. Jef- 
ferson Ave. plant later this 
month. But running body-and- 


frame Imperials down the unit- | 


ized Chrysler lines presents no 
difficulty, said Briggs. 

“Bringing back the Imperial to 
Jefferson will give us added advan- 
tages,” he declared. ‘Imperial will 
now have the no-rust dipping proc- 
ess of the Chryslers, and we will 
be able to schedule more effectively 
in terms of field inventories. 


“But I would be the first to say 
that we are unhappy about the Im- 
perial sales decline (off nearly 12 
percent last year from 1959). Cadil- 
lac is rough competition; look at 
the trouble one of our redesigned 
competitors has been having lately. 

“We're not giving up, though. 
This still will be the third largest 
Imperial year, and I’m projecting 
1962 as the second best, trailing 
only 1957 when we sold 37,000. This 
morning, at Highland Park, we in- 
spected the ’63 and ’64 Imperials.” 

* * + 

|, patehne said the Chrysler dealer 

position was satisfactory from 
a profits and inventory basis in the 
first quarter of 1961. He said 
Chrysler dealers were exceeding 
the industry average on profits, 
while new-car supplies of Chryslers 
and Imperials were less than nec- 
essary for a spring upturn. 

As of April 1, field inventories 
totalled about 15,000 Chryslers and 
3,000 Imperials, according to Briggs. 
Dealers “should have” 18,000 Chrys- 
lers and 4,000 Imperials for 
the spring market, he said. 

“We kept dealer inventories 
purposely short through the win- 
ter,” he said, “and now with sales 
rising, dealers are scarce of New- 
port convertibles. Our cleanup 
last fall was our best in years.” 

Briggs said the DeSoto demise 
last fall was strengthening the 
Chrysler dealer organization, as 
well as giving the division nearly 
a million orphaned owners for 
tradeovers. Overdealering of Chrys- 
ler outlets is being avoided by sim- 
ply denying the franchise in points 
where coverage already is ade- 
quate, he added. 


Chrysler has added 100 dealers to 
its total since a year ago, covering 
all open points except three, Briggs 
said. * * # 
|e AN economy move and prin- 

cipally because Chrysler-Impe- 
rial dealers mostly are dualled with 
Plymouth, sales of the two divi- 
sions have been combined since 
February under E. M. Braden, vet- 
eran general sales manager of 
Chrysler-Imperial. 

Braden now reports to E. C. 
Quinn, sales vice-president of 
Chrysler Corp., instead of to Briggs 
or Harry E. Chesebrough, Plym- 
outh general manager. Braden, as- 
sisted by Robert B. McCurry jr., 
former general sales manager of 
Plymouth, has maintained his of- 
fice in the E. Jefferson headquar- 
ters building of Chrysler-Imperial. 

Reports of a formal merger of 
the Chrysler and Plymouth divi- 
sions sprang up last November 
with the death of DeSoto. Clos- 
ing of the Imperial plant and 
marriage of the Chrysler and 
Plymouth sales forces have bol- 
stered the rumors. 

Officially, corporation and divi- 
sion spokesmen maintain silence 
about merger rumors. The unoffi- 
cial word is that if there is a divi- 
sional tieup this summer, Chrysler- 
Imperial has assumed a formidable 
position in corporation eyes by rea- 
son of its profit-reaping on full-size 
cars without a cost-consuming 
compact. 

It was Clare Briggs and his 
theory about “image dilution” 
which made the Chrysler-Imperial 
showing possible. 

* * a 


Dodge Notes High Rate 
Of Conquest Sales 


DETROIT, — Byron J. Nichols, 
Dodge general manager, has _ re- 
ported that a survey of ’61 Dodge 
buyers shows that tradeing are in- 
volved in 71 percent of Lancer 
sales, 70 percent of Dart deals and 
45 percent of Polara sales, 


He said the figures suggest that 








a greater number of Polara buyers 
are keeping their old car. 

Among truck buyers, 57 per- 
cent have tradeins, he added, 19 
percent of them standard cars, 2 
percent compact cars and 36 per- 
cent trucks, 

About 53 percent of the trades in 
Lancer sales represented conquests, 
Nichols said. These conquests were 
highest in Atlanta, 65 percent; Dal- 
las, 64 percent, and Minneapolis, 63 
percent. 

Dart’s conquests totalled 42 per- 
cent, with San Francisco in the 
lead, 54 percent, followed by Los 
Angeles, 51 percent, and St. Louis, 
48 percent, he said. 

About 21 percent of Polara sales 
represented conquests, Nichols said, 
led by Los Angeles, 32 percent; 
Cincinnati, 28 percent, and San 
Francisco, 25 percent, 

* * * 


Chrysler Sales Reach 


Highest Rate of Year 
DETROIT.—Daily sales rates in 
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Dealer Minded— 


Clare E. Briggs, general 
Chrysler and Imperial Division, is 


manager of 
inti- 
mately acquainted with many of his deal- 
ers. Here he scans a list of Imperial deal- 


ers in the Greater New York area. 
* * &* 


the first 10 days of April for Chrys- 
ler Corp. and its Plymouth, Dodge, 
and Chrysler-Imperial Divisions 
were the highest of any similar 
period this year, it was announced 
last week. 

E, C. Quinn, vice-president- 





Turn the 12-month/12,000-mile guarantees into profits 
with modern service equipment. Most service and war- 
ranty jobs can be handled best with Rotary Lifts to get 
the car off the ground where mechanics can do their 
work faster, with less effort .. . 


jobs per day. 


Two efficient lifts—Rotary’s Two-Plunger Frame Pick- 
Up is the best lift made for general shop work. The open 
span between the runners offers accessibility to all parts. 
For lubrication, oil changes, brake work, muffler replace- 
ment and many similar jobs, the more economical Single- 
Plunger FP-46 Frame Lift is ideal. 

Both of these lifts have “swinging arms” adjustable 
four ways to reach chassis support areas and raise the car 
safely. Dependable Rotary Airdraulic or Full-Hydraulic 
jack units, with the exclusive Hydra-Seal packing, give 


years of trouble-free service. 


Opportune time—Modernize your shop facilities now, 
take advantage of the additional service jobs which the 
new, extended car guarantees will bring you. Mail cou- 
pon today for more information on these profit-making 
lifts and a copy of Rotary’s Auto Lift Selection Guide. 





AUTO LIFTS 


Memphis, Tenn. * Madison, Ind. * Chatham, Ontario 


First name in oil-hydraulic auto lifts — passenger 
and freight elevators — industrial lifting devices 


DOVER CORPORATION, 
ROTARY LIFT DIVISION 


and thus turn out more 


Name 





Two Plunger 
Model FP-28 


Dover CorporaTION, Rotary Lirt Division 

1116 Kansas, Memphis 2, Tenn. 

Please send information on Rotary Frame Lifts and your 
Auto Lift Selection Guide to: 
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sales divisions, said corporation 
car sales totalled 20,219, with the 
daily sales rate of 2,527 units up 
45 percent over the first 10 days 
of March. The daily rate was the 
highest since last November, 
Quinn added. 

Plymouth dealers delivered 9,407 
units, exceeding the comparable 
March period by 33 percent, accord- 
ing to Harry E. Chesebrough, gen- 
eral manager, The daily rate of 
1,176 also was the highest since last 
November, he said. 

Cc. E. Briggs, general manager, 
reported 3,076 Chrysler sales, an 
increase of 68 percent over the 1,833 
units delivered in the like period 
a year ago. Imperial sales were up 
41 percent over the last 10 days of 
March, he added. 

The daily Chrysler sales rate for 
the 10 days was the highest since 
October, 1957, Briggs said. 

Dodge’s daily rate of 919 units 
was the highest since last No- 
vember and was up 8 percent 
over the March 21-31 period, 
which had two extra selling days, 
according to Byron J. Nichols, 
general manager, 

He said dealers delivered 7,351 
cars from April 1-10, with Lancer 
accounting for 2,200 sales. 








Single Plunger 
Model FP-46 








Company. 
Address. 
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Coliseum Show 
Draws Record Gate 


335,000 Visitors Buy 
$90 Million in Cars 


NEW YORK. — The fifth annual 
International Automobile Show at- 
tracted 335,000 persons to the New 
York Coliseum to set an attend- 
ance record for the event, show 
officials announced last week. The 
previous mark was 287,000 in 1960. 

Show directors also said that 
$90,232,270 worth of cars were sold 


by makers reporting their figures. | 


Not reporting were Chevrolet, Lin- 
coln-Mercury Division, Buick, Opel, 
Porsche and the Italian makes. 

The $90 million included sales to 
retail customers, distributors and 
dealers. Sales at the 1960 show 
were estimated at $40 million. 

British manufacturers reported 
$48 million worth of sales, with 
Jaguar getting $30.6 million of the 
total. Jaguar sold 5,200 of its new 
XK-E sports cars. Hambro Auto- 
motive Corp. said it took orders 
for 4,000 British Motor Corp. sports 
cars with a retail value of $10 mil- 
lion. 

Rootes Motors, Inc., mentioned 
$2 million worth of sales, with more 
than half the orders involving two 
new models introduced at the show 
—the Series II Sunbeam Alpine 
sports car and the dual-headlight 
Humber Super Snipe sedan. 

West German makes reported 
sales of $21,683,000, and the Swedish 
lines—Volvo and Saab—said retail 
buyers, distributors and dealers 
purchased $3,092,000 worth of cars. 
United States lines mentioned sales 
of $15 million to retail customers. 

Show officials said sales for over- 
seas delivery totalled $1,027,000. The 
British makes were not included in 
the figure. 


Indiana Selects 


Convention Dates 


INDIANAPOLIS, — Directors of 
the Automobile Dealers Assn. of 
Indiana have selected June 15-16 
for the association’s annual conven- 
tion. 

The convention will be held at 
the Marott Hotel here. The associ-| 
ation has advised members to make | 
reservations as soon as possible. | 


Women’s Clubs Plan... 


Crusade for Seat Belts 





WASHINGTON, — A nationwide 
“women’s crusade for seat belts” 
has been launched by the General 
Federation of Women’s Clubs. 

National and local leaders in 
traffic safety were invited to at- 

tend the reception opening the 
drive. Host was the Auto Indus- 
tries Highway Safety Committee, 
cosponsor of the crusade, of 
which J. B. Wagstaff, vice-presi- 
dent, Chrysler Corp., is chairman. 

The crusade will be conducted by 
the Federation’s 16,000 affiliated 
clubs and 5% million members, The 
objective is summed up in their 
slogan, “A Million and One in ’61!” 


Other organizations and groups 





Virginia Dealers 


To Hear Cooper 


RICHMOND, Va. — Five front- 
line speakers have been scheduled 
for the convention of the Automo- 
tive Trade Assn. of Virginia April 
23-25 at the John Marshall Hotel 
here. 

They are Walter B, Cooper, pres- 
ident of the National Automobile 
Dealers Assn.; Martin H. Bury, 
Philadelphia Buick dealer; Richard 
Harkness, radio-television news 
analyst; Dr. Albert G. Edwards, 
and Dr. R. Pierce Lumpkin, eco- 
nomic consultant for the Bank of 
Virginia. 

A lay church service will be con- 
ducted at 10 a.m. April 23 with an 
address by Dr, William Muse, dean 
of the law school at the University 
of Richmond. 








WE SELL STEEL 





Selling Steel and Autos— 


ARKO STEEL COMP 


The white parts of this car, being displayed by Howe Motor Co. (Chevrolet), Middle- 
town, O., during a three-week “We Sell Steel" campaign, carry decals declaring they 
are “made of steel from Armco.” The Middletown Automobile Dealers Assn. and 
Armco Steel Corp. are cooperating in the promotion. 


Ohio Steel Town Stages 


Drive to Spur 


Car Sales 


(Continued from Page 4) 


publication, and Quail said he men- 
tioned the idea at a meeting of the 
American Iron & Steel Institute 
prior to the Sharon campaign, 

Guyler, who was master of 
ceremonies at the kickoff dinner, 
said his sales picked up almost 
immediately after he launched 
his own “We Sell Steel” drive on 
Jan. 6. 

He said he borrowed yellow safe- 
ty helmets from Armco for his 
salesmen and launched an adver- 
tising campaign. 

“During the first two months of 
1961, our sales were up 80 percent 
over those in the same two months 
of 1960,” he said. “All Middletown 
dealers should double their sales 
during the current campaign.” 

But he warned the dealers and 
salesmen that success could be 
achieved only with “face-to-face 
hard selling.” 

“You can’t sell cars by tele- 
phone,” he told them. “Use the 
phone only to make appointments 





cooperating in the crusade are the 
American Medical Assn., automo- 
bile manufacturers, Automotive 
Safety Foundation, National Auto- 
mobile Dealers Assn., National 
Safety Council, National Tire Deal- 
ers and Retreaders Assn., the Pres- 
ident’s Committee for Traffic 
Safety, the Accident Prevention Di- 
vision of the Public Health Service | 
and tire manufacturers. 

Wagstaff pointed out that, over 
a number of years, the General 
Federation has been recognized na- 
tionally for outstanding accident 
prevention work. The federation’s 
traffic safety activities, as well as 
those of the Auto Industries High- 
way Safety Committee, are made 
possible through grants of funds 
from the Automotive Safety Foun- 
dation. 

The campaign will employ spe- 
cial “Crusade Cards,” provided 
through the courtesy of the Na- 
tional Automobile Dealers Assn., 
which will carry an explanation 
of why the use of seat belts is 
important, as well as a section to 
be returned to crusade headquar- 
ters here after seat belts have 
been installed. 

Crusade cards will also be dis- 
tributed by clubwomen to individ- 
uals and other organizations to 
stimulate the widespread use of 

seat belts in each community. 

Cards returned after seat belts 
are installed will be tabulated at 

crusade headquarters to determine 





club winners in the program, 


and then call on the prospect and 
sell the product, not price.” 
* * * 

IM BLEVINS, president of the 

Armco Employes’ Independent 
Federation, pledged the _ union’s 

support of the campaign. 

“We want to do everything we 
can for this effort because we 
know that by selling steel we can 
return more people to their job 
of making steel,” he said. 

Five parades, four in neighbor- 
hoods, will be held during the cam- 
paign, according to William S. 
Wilmer jr., association president. 
The biggest, a mile-long affair fea- 
turing new cars and trucks display- 
ing Armco products, will be held 
Saturday (April 22). 

Dealers participating in the cam- 
paign are Beck-Talbert Pontiac, 
Ine.; Guyler Buick, Inc.; Heber 
Jones, Inc, (Oldsmobile-Cadillac) ; 
Howe Motor Co. (Chevrolet); 
Hughes Motor, Ine, (Chrysler- 
Plymouth); Middletown  Lincoln- 
Mercury Co.; Ross Motors, Inc. 
(Ford), and Wilmer Motors (Ram- 
bler). 

In Sharon, 10 dealers and Sharon 
Steel Corp. cooperated in a promo- 
tion from Feb. 11 to March 1, Their 
slogan was “You Can Close a Deal 
to Help Sell Steel.” 

Sales were up 250 percent in one 
week, according to Kenneth L. Bell, 
president of the Shenango Valley 
Automobile Dealers Assn. 

* * oe 

N ROCKFORD, I11., 11 dealers 

completed a successful merchan- 
dising program over the weekend. 
The theme of the 10-day promotion 
was “CARnival 1961.” 

Visitors to showrooms were 
eligible for gift certificates total- 
ling $1,750. 

“Frontier Days’ was the theme 
of a similar promotion in Mead- 
ville, Pa., which was billed as “the 
biggest and best citywide automo- 
bile sale ever.” 

Ten dealer-members of the Mead- 
ville Automobile Dealers Assn. 
sponsored the drive, during which 
six transistor radios were given to 
persons who had registered at the 
showrooms during the sale. 

* * * 
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Profit Pinch Aired 
At NADA Hearings 


(Continued from Page 1) 


in major markets from which deal- 
ers can draw. 
* * * 

a factories generally are cool 

to this suggestion. One execu- 
tive told Automotive News that the 
range of models, options and colors 
is so great that “the dealer can’t 
carry ’em all, and neither can we.” 

Factory men also point to the fact 
that their field offices have a record 
of every new car in the area in 
order to facilitate dealer trades 

and to give dealers a large stock 
of cars to draw on. 

Many dealers aren’t convinced. 
One remarked, “If all those un- 
sold cars were owned by the fac- 
tory instead of the dealers, it 
might improve distribution all the 
way down the line.” 

NADA said the purpose of this 
week’s meetings is to collect dealer 
opinion on the basic problems con- 
fronting the industry, the basic 
causes of these problems and what 
can and should be done to solve 
them. 

a * - 

— have received ques- 

tionnaires from NADA on 
these points. Dealers were asked to 
return the questionnaires to the 
manager of their state association. 
Retailers also were asked to supply 
data on their profits, inventories 
and unit sales. 

Galles noted that the goals of the 
Task Force are both short-range 
and long-range. 

“Our immediate goal,” he said, 
“is to find some speedy means of 
relieving the depressing condi- 
tions which are threatening the 
dealer body with financial ruin 
because the current crisis is 
acute. 

“At the same time, our Task 
Force hopes to revitalize the en- 
tire franchised dealer system and 
to devise means of preventing a 
recurrence of the problems which 
continue to afflict the industry.” 

* a * 
nae said that reports from all 
sections indicate widespread 
dealer interest in the meetings. But 
there were some skeptics. One of 
the latter complained that “NADA 
is waltzing to the same old tune.” 

State associations urged mem- 
bers to attend the meeting in 
their area. Howard J. Steib, gen- 





California Senate 
Gets Bill to Ban 
Sunday Selling 


SACRAMENTO, Calif—New and 
used-car dealers in California 
would be required to close on Sun- 
day under terms of a bill that has 
been passed by the Assembly and 
sent to the Senate. 

Assemblyman Tom Carrell said 
his bill “would eliminate bad prac- 
tices that have grown up around 
Sunday automobile sales because 
credit is not available.” 

Carrell also said he objected to 
salesmen having to work seven 
days and nights a week. 

Opposing legislators said the bill 
violates freedom of religion and 
discriminates against one industry. 

The bill squeaked through the 
Assembly with the minimum num- 
ber of votes needed for passage. 
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Middletown Dealers Launch Promotion— 


The Middletown Automobile Dealers Assn., in cooperation with Armco Steel Corp., 
last week launched a ‘‘We Sell Steel" campaign to stimulate both steel and auto 
sales. Shown at the kickoff dinner are William S. Wilmer jr. (Rambler), association 
president; James J. Guyler (Buick) campaign originator; Jim Blevins, president, Armco 
Employes Independent Federation, and W. B. Quail, Armco distribution vice-president. 














eral manager of the Oregon 
group, observed: “It seems to us 
we have everything to gain and 
nothing to lose by enthusiastic- 
ally cooperating in the program.” 

Directors of the Indiana associa- 
tion agreed with the Task Force 
idea and urged NADA to formulate 
a statement of the solutions avail- 
able at this time and to submit the 
list of solutions to NADA members 
and ask them to indicate their 
preference. 

NADA reminded dealers that, 
while each meeting is designated 
to serve specific states, they may 
attend a meeting in another area 
if it is more convenient. 

* * * 

OLLOWING is the schedule of 

meetings: 
MONDAY, APRIL 17 

Dinkler-Plaza Hotel, Atlanta; 
Lord Baltimore Hotel, Baltimore; 
Statler-Hilton Hotel, Boston; Fin- 
len Hotel, Butte, Mont.; Sheraton- 
Cadillac Hotel, Detroit; McAllister 
Hotel, Miami;-Skirvin Hotel, Okla- 
homa City, and Multnomah Hotel, 
Portland, Ore. 

TUESDAY, APRIL 18 

Charlotte Hotel, Charlotte, N.C. 

WEDNESDAY, APRIL 19 

Conrad Hilton Hotel, Chicago; 
Leamington Hotel, Minneapolis; 
Roosevelt Hotel, New Orleans; 
Park-Sheraton Hotel, New York; 
Westward Ho Hotel, Phoenix; John 
Marshall Hotel, Richmond, Va., and 
Jack Tar Hotel, San Francisco. 

FRIDAY, APRIL 19 

Daniel Boone Hotel, Charleston, 
W. Va.; Sheraton-Dallas Hotel, 
Dallas; Denver-Hilton Hotel, Den- 
ver; Continental Hotel, Kansas 
City; Statler-Hilton Hotel, Los An- 
geles; Sheraton Hotel, Louisville; 
Sheraton-Fontenelle Hotel, Omaha, 
and Penn-Sheraton Hotel, Pitts- 
burgh. 


Air Force PXs 
Quit Foreign-Car 
Sales in England 


LONDON.—Foreign cars will no 
longer be sold in United States Air 
Force post exchanges in England 
as a result of the new U. S. policy 
designed to slow down the outflow 
of gold, 

The Air Force PXs in England 
were the only government agencies 
that sold foreign cars, and their 
auto business totalled an estimated 
$3 million yearly. 

This business is expected to dry 
up as a result of the new order 
plus an earlier ban on the free 
shipment of servicemen’s foreign 
cars to the U. S. 

Servicemen overseas are still en- 
titled to buy American cars for de- 
livery when they return home, thus 
avoiding U. S. taxes. 





Senate to Probe 
Consumer’s Plight 


WASHINGTON.—Senator Philip 
Hart, Michigan Democrat, will 
head a Senate investigation into the 
plight of the consumer in today’s 
markets and the problems of the 
ethical businessman who wants to 
stay ethical. 

The probe will be a function of 
the antitrust and monopoly sub- 
committee. It was reported that the 
investigation will not cover auto 
and TBA merchandising and ques- 
tions on consumer credit will be 
left to the Banking Committee 
under Senator Paul Douglas, IIli- 
nois Democrat, 


Freeman & Freeman 


Is Acquired by Carter 


DENVER, — Kenneth A, Carter 
has taken over Freeman & Free- 
man, Inc., 600 Grant St., manufac- 
turer of Porcelainize and a furni- 
ture polish. 

Porcelainize is merchandis- 
ed through car dealers out of De- 
troit. The firm was established in 
1937 by the late William A. Free- 
man, 
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units turned out during the week 



















































Five Makes Schedule Overtime . . . ended April 16 last year. Revised... 
e Canadian manufacturers produc- | 
ed 8,898 cars and trucks last week, 
| Car Output Hits 1961 Peak | secsecutsesascct) 1961 Car Output 
sembled a week earlier, and 8,560 | | 
: ; . : ‘ ._| cars and trucks produced during n st Quarter 
| (Continued from Page 1) that it is scheduling output in the| week. It also marked highs in| the week ended April 16 a year Pet. of 
schedule adjustment, officials said. — nasi at ae . oe ee a this year for ago. dotal i cletal 
Planned April assemblies of the| 2 aliant cars, or 55.2 percent| several makers. deat ‘ : utput ake utput 
§-22 have been increased by 25 per- | More than _were produced by the Plants working six days last tions eee tae Pare cong he ar 1— 294,243 Chev. (Std.) 24.74 
cent because of the large number| two makes in the first quarter. The) week include Comet and Falcon | 5+ 7.345 cars and 1,553 trucks last| 2— 158,069 Ford (Std.) 13.29 
of dealer orders received even be-| division turned out 56,652 Plym-| at Metuchen; Lincoln and Thun- | yoo’ compared with 7,815 cars and| °— 9,791 Falcon 8.05 
| fore any of the cars were available,| 0uths and Valiants from January! derbird at Wixom, and Corvair | 4551 trucks a week earlier, and| %— 84060 Corvair 7.07 
| the division said. The S-22 is being| through March of this year. at Willow Run. It marked the | 7131 cars and 1,429 trucks built) 5— 73,430 Rambler 6.17 
| produced at the Lorain, Kansas wait as second consecutive week that during the week ended April 16 6— 60,667 Olds (Std.) 5.10 
City and San Jose compact-car AST week marked the first time| Corvair worked six days at its | jact year. S-P has announced a 10 j— 57,963 Pontiac (Std.) 4.87 
| plants. this year that as many as five| Michigan plant. percent increase in car production 8— 43,813 Buick (Std.) 3.68 
Plymouth Division announced! makes worked six days in any one} Only U. S. plants down the entire| for the balance of the model year.| ,9— 43,254 Cadillac 3.64 
week were Chrysler Corp. units at a ae 7. oaean in orang a 
» Newark and St. Louis; Imperial] in % _ ’ Ss 
Car, Truck Output Estimates Detroit, and standard Ford units|U. §. Truck Production 12— 26782 Comet = 2.42 
‘ at Dearborn and St. Paul. . ° ’ . \ 
By Automotive News Makers hitting highs for the year D nan rc ad ae und — oa Chrysler oan 
in weekly output were standar - production) jg 20, 5 M ; 
PASSENGER CARS Chevrolet, Corvair, Falcon and i in the United States during the| 47_ oan Thunderbird aa 
i (U. S. PRODUCTION ONLY) Thunderbird. first quarter of this year totalled) jg 17,820 F-85 1.50 
i Week Week Jan. 1 gan. 1 * * & 263,490 units—a 30.7 percent decline} 4 17,405 : 1.46 
: Ended Same Ended Output, "To ‘To (COMMERCIAL-CAR production | from the 380,297 trucks produced a 13,956 Hewk-Lark Li 
— = — as. ae also hit a high for the year| in = —s Se a year i. 21— 8,523 Lancer 0.72 
CHRYSLER CORP.**.. 10,300 20,790 11,164 21,464 364,201 141,698 | !@8t_ week with an estimated 23,626) "lt — i reached einée ime | 2 | ta? tae 0.67 
Chrysler Division 2200 1,665 2550 4750 37,173  29,327| #8Semblies recorded. The previous) Output has reached since ‘| 23-— 2,099 Imperial 0.17 
ysler Division ...... ’ ’ , , , "ona | high of 23,555 units was built a| When 227,519 units were assembled.| 94 41338 Checker 0.11 
NE scvsackesscsuseseits 2,200 1,299 2,225 4,425 30,830 26,903 “ ’ 
Imperial 366 325 325 6.343 2424 week earlier. Only four makers—Ford, Inter- cmanminhinaing 
Dodge Division .... 3,600 8435 2,433 6,033 129,055 41,621| Last week’s truck output, how- | national Harvester, Willys and 1,189,539 Total 100.00 
Dart-Polara 2700 8435 1449 4,149 129,055 31,214| ever, was well below the 25,592 | White—were able to show per- 
soiree A pane 984 «1,884... ee jeep taae caten ot same Corporate Standings 
i B . Pct. of 
Plymouth Division .... 4,500 10,478 6,181 10,681 184,807 70,750 Frau d Warnin age, While woven Misiones and fhe Todas vo 
} Plymouth .................. 3,000 4,610 4,138 7,138 99,238 43,454 £ ‘evel a 4 Suna Nate Outeat 
. VANE oan ncscsecscssee 1,500 5,868 2,043 3,543 85,569 27,296 ee oe ee ee GM 54.56 
, 5 D y , O VW Sh clines. ” - 
| FORD MOTOR ........... 33,460 34,370 35,638 69,098 620,354 401,420/@ Jn ares mae ; - 2— 332,322 Ford 27.94 
| Ford Division ............. 25,840 27,826 28,177 54,017 522,705 328,746 iggest gainer was Ford which) 3 199934 Chrysler aii 
i rihsccveined 11,800 11,893 10,642 22,442 153,161 118,233/gogued by SEC took over first place in numerical) 4 73'439 AMC 6.17 
Ford (Std.) .............. 11,685 14,295 15,549 27,234 342,694 185,303 y output and climbed 3.54 percentage) 5  43'956 S-P Lu 
i Thunderbird. ............ 2,355 1,638 1,986 4,341 26,850 25,2101 WASHINGTON.—Persons effect-| P0ints from its standing of a year! §  4'338 Ghecker 0.11 
L-M Division. .............. 7,620 6,544 7,461 15,081 97,649  72,674| ing transactions in Volkswagen| 280. IH boosted its industry share ccatueaaad 
ME sor evastyiseeytsveus 4,085 4,273 4,146 8,231 27,404  36,963| stock—particularly brokers and|*28 Points; ‘Sama’ climbed 1.51 1,189,539 Total 100.00 
] TOE scesscisssssessesases 825 326 607 1,432 8,333 9,408 | dealers—were warned by the Secur- points, and hite edged up 0.35 
{ Mercury susabeucuchavetepies 2,710 1,945 2,708 5,418 61,912 26,303 ities & Exchange Commission to points. i 
GENERAL MOTORS .. 61,562 68,250 39,196 100,758 1,127,454 749,717| bear in mind antifraud provisions| On_the deficit side of the ledger| ['q@yr Heels Describe 
Buick Division ............ 5,867 5,387 580 6,447 101,184 67,665 | of the Securities Act of 1933 and| was a off 6.19 points; ee g 
Buick (Std.) ............ 4,042 5,387 580 4,622 101,184 48,435| the Securities Exchange Act of| 2.06 points; odge, 0.25 points; 
| I a ag SO cece “hes 1825 oe. 19,230| 1934, and rules thereunder. Diamond T, 0.06 points; Divco, 0.06 Auto Business as 
CRTTING «0... 50505sss0sses0sse0es 3,360 3,381 8,348 6,708 57,540 49,962) Jn substance. these prohibit any| Points; Studebaker, 0.03 points; ° 
Chevrolet Division .... 37,800 40,300 33,712 71,512 684,257 449,815| rraudulent or denastivs orecties, oy | Mack, 0.03 points, and the miscella- Too Sick to Tax 
CUE | csivisoserasevesssases 8,800 3,237 8,380 17,180 102,636 101,240), , y misstatement or misleading| 2€°US group, 0.01 point. RALEIGH, N. C.—New and used- 
Chevrolet (Std.) .... 29,000 37,063 25,332 54,382 581,621 348,575| omission of any material fact, in * * & car dedlens. eobeasel Sateen 
Oldsmobile Div. ........ 6,535 8,525 678 = 7,213 133,230 = 85,700| connection with the purchase or CMC, the biggest per-| Joint Finance Committee of the 
F-85 eeeee eeseesbeseusraesdens 1,295 Steeeenees = eeeereeeee 1,295 seeeeeeeee 19,115 sale of any security. centage decline was registered North Carolina Legislature April 6 
Oldsmobile (Std) .. 5240 8525 678 5,918 183,230 66,585| 4, smc became aware that| by Diamond T, which saw its out-| to oppose proposals to impose more 
Pontiac Division ........ 8,000 = 10,657 878 8,878 poner 96,575 transactions may be effected in| put dip from 806 units built during| taxes on the business. 
Pontiac (Std.) ......... 5,300 10,657 = oe 151,243 poged Volkswagen shares in this country| the first quarter a year ago to 396; They told the committee that 
Tempest... See rine 5 3 [3690 86. when a notice was circulated by| assemblies during the like period| Gov. Terry Sanford’s proposed plan 
RAMBLER. .............cc0s0000 6,900 9,370 6,49 13,395 158, 825 the Foreign Securities Committee| of this year. Its decline amounted] to raise the sales tax on motor ve- 
& s 
STUDEBARESR. ............ es —— or ae —— ae of the National Assn. of Securities | to 50.9 percent. hicles from one to 2 percent, but 
CHECKER. .........-.--..0.. . . Dealers, Inc. Close behind was GMC, which as retain pv “994 tax ory might 
It indicated, among other things,| declined 47.6 percent from 32,176 rive many dealers out of business. 
Total Cars, U. S.**......113,656 135,588 93,883 207,539 2,312,886 1,397,078 that ‘Yalhoenne an Racal = asnantiiies tu the January-March H. H. Baucom, Monroe, president 





**Totals for 1960 include DeSoto production, 
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gible for trading in the over-the- 
counter market in Germany start- 
ing Friday, April 7, 1961; that per- 
sons who purchase such shares in 
Germany will have no proof of 


period of last year to 16,864 
trucks built in the first three 
months of this year, 

Showing the smallest numerical 
decline was IH, which built 34,264 








of the North Carolina Independent 
Automobile Dealers Assn., told the 
committee, “In my 32 years in the 
business, I don’t think I’ve ever 
seen the industry as sick as it is 
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Ended Same Ended Output, To "To | ownership other than the advice|trucks during the first three|today. The proposed tax increase 

April15, Week, April8, April, April 16, April 15, | “from a German counter-party”| months of this year, compared with would | put a tremendous hardship 
SE ee Eel 1961 | that these shares have been pur-| 36,969 commercial vehicles assem-| 0M US. ‘ 

8,660 6,893 13,693 155,527 91,791| chased, and that the actual share| bled during the like period a year| _ Fred H. Deaton, Statesville Ford 

= : re a ia certificates will probably not be| ago. —_— oe e hatch 3 id ned —_— 

1945 1474 2,024 26248 18,150| °Vaable for several months. _—_|_ Among the other makes, Divco| aig “The automobile is paying 

6773-7484 «14,884 119,595 96,082| ., 1" Addition, the commission said) declined 46.4 percent from 1,137 to| into’ our state treasury day by day. 

1978 1354 2694 36613 19558|it Understands that information| 610 trucks; Chevrolet was off 42.7| onth by month, over 36 percent of 

INTERNATIONAL 3485 2616 3080 6565 42,743 40,829 | S°neFally available for most secur-| percent from 136,203 to 78,098 as-| Cyery revenue dollar. We operated 

i omncsn 200 «2 217,—=«=:«179—s*=«<CS*STDS«TB «gag [ities traded in this country is un-|semblies; Dodge fell 336 percent| + ‘joss than one percent profit last 
| STUDEBAKER ............. 132 «G17-—=s«d7T-—=—s«809S«41160 2.492 | BVAilable as to Volkswagen shares.| from 22,946 to 19,226 units; Stude-| Year ang three-fourths of us are 

eo . 397 | Statistical manuals of ordinary| baker skidded 33.3 percent from| C8" and three-fourths of us 

WRI ac ccvusesacccsisesossscsss 340 423 318 658 5,836 5,000 tai ti f th 2 A operating at a loss. 

WILLYS 2,270 2,753 2,399 +«=«4,669 «39,908 31,694 | USASC Contain no mention oF ee 1. | 27823 to 1,883 trucks; Mack declined | ““Wijson H. Yarbrough jr., Fayette- 
| MISCELLANEOUS .... "9 76 94 189 1399  11324| CO™Pany or of the shares; there is/ 322 percent from 3,614 to 2,449| Jie dealer. told the committee his 
| U. S... 23,626 25,592 23,555 47,181 438,610 310,671| 20 material on file with the com-| units; Ford fell 21.7 percent from did a million doll 
ee ee , , , 671! mission, nor, as far as is known,| 103,736 to 81,198 assemblies; Willys|COmPany Cle @ mil lon colar 
i Total C eer with any other agency, and balance| skidded 18.8 percent from 33,286 to ee Po rode of 81 7" while eae 
| ‘Trucks, U. S 137,282 161,180 117,438 254,720 2,751,496 1,107,749 | SBCets Profit and loss statements, | 27,025 units, and White dipped 122|‘,2"'the state $8800 in sales tax 
ae SS esa ; : : ee ov | earnings reports, etc., are all lack-| percent from 4,943 to 4,342 vehicles. The cat Ag cinta a aaa 
i ing. The miscellaneous group, which} + ec ej . ? : 
i . “ : , ived an average of $233 a 
j CANADIAN PRODUCTION—CARS gue ee includes Federal, Marmon-Herring-| month. . m 

Week Week den.1  dan.1 | Darticularly brokers and dealers, ton, Four Wheel Drive, etc., cenmn- Marion Boose, Wilmington, said, 
Ended Same Ended Output, ° To ; ..’|ed 31.4 percent from 1,658 assem-| «The ysed-car business is so sick 
April15, Week, April8, April,  April16, April15,| should be careful to avoid mis- blies during the first quarter of|; . S 

1961 1960* 1961*, to Date  1960* 1961 | statements with respect to the se-| 1969 to 1136 tracks buitt rile it can’t stand any further taxa- 

CHRYSLER CORP. .... 1,050 861 1,058 2,108 17,398 12,552 | curities and the company, and if, the fret thises cite of thin wean tion. 

FORD MOTOR ............... 2,060 2,162 2,010 4,070° 33,247 29,951/ as appears, there is an unusual lack " a ae 

GENERAL MOTORS.... 3,900 4,012 3,917 7,817 66,298 54,420) of pertinent information necessary Pe ee 

RAMBLER ....................5: UM. ssecenass 170 ae. See 1,584| to reach an informed judgment as|]| How Each U. S. Truck Maker Fared... 

STUDEBAKER. .............. 160 96 160 320 1,593 1,648 | to the value of the securities, this 

———  —————_| fact would be a material fact with- e i‘ 1 
Total Cars, Canada... 7,345 7,131 7,315 14,660 118,536 100,155|in the meaning of the antifraud First Quarter Output— 6l vs. ‘60 
provisions mentioned.” 

CANADIAN PRODUCTION—TRUCKS Se | = Gs SS = 2 
Week Week Jan. 1 Jan. 1 NIADA Picks 1961 Output 1960 Output Loss 
Ended Same Ended Output, To Te 718,098 29.63 136,203 35.82 —6.19 

April 15, Week, April 8, April, April 16, April 15, 9 9) ; 0.15 806 0.21 2 
1961 1960* 1961* to Date 1960* 1961 Vegas for 62 LO . - 0.06 

CHRYSLER CORP. ... 160 140 154 314 2,368 — 2,250 pap 1,187 030 =——0.08 

FORD MOTOR ............. 348 333 348 696 6,115 5,805| WASHINGTON.—The 1962 con- ~ee 22,946 6.03 — 0.25 

GENERAL MOTORS ._— 785 150 787 «1,572 «14,007 «9,185 wee, of ~~ Teecens eng be eae a = 

INTERNATIONAL. ...... 260 206 262 522 4,008 3,481} en utomobiie Dealers ASSn, W1 2 : : ¥ ’ . ~— 

—___. ____| be held in Las Vegas next January, ee : “ 36,969 9.72 +3,.28 
Total Trucks, Canada 1,553 1,429 1,551 3,104 26,498  20,721|/it has been announced. The last 0.9 3,614 0.95 —0.02 
Total Cars = . -| two conventions have been held in|} STUDEBAKER 0.71 2,823 0.74 —0.03 
— ’ Miami Beach. WHITE 1.65 1.30 +0.35 
Trucks, Canada ... 8,898 8,560 8,866 17,764 145,034 120,876)“ NTADA President Rem Rogers|| WILLYS 10.26 8.75 = +1.51 
Grand Total, jr, Charlotte, N. C., has taken over|] MISCELLANEOUS... 0.43 0.44 
Cars and Trucks, _| management of Henderson Motor 
U. S. and Canada....146,180 169,740 126,304 272,484 2,896,530 1,828,625 | Co. (Volkswagen), Charlotte, He is Total Trucks, U. S.. 263,490 100.00 380,297 100.00 
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continuing his used-car operation. 
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Dykstra Ford President at 63 


(Continued from Page 4) 


will be the manufacturing staff 
and the vice-presidents in charge 
of the car and truck, Ford inter- 
national, general products, stamp- 
ing and power train and defense 
products groups. 

Dykstra is the sixth man to 
serve as president of Ford Motor 
since its formation in 1903. John 
S. Gray was president from 1903 
to 1906. Henry Ford, grandfather 
of Henry Ford II, was president 


from 1906 to 1919 and from 1943 
to 1945. 

Edsel Ford, father of Henry Ford 
II, was president from 1919 until 
his death in 1943. Henry Ford II 
was elected president on Sept. 21, 
1945, and was succeeded on Nov. 
9, 1960, by Robert S. McNamara, 
who resigned Jan, 3, 1961, to be- 
come secretary of defense. 

* ok + 


— at Steins, Holland, on April 
16, 1898, Dykstra _joined Ford 


Renault Assures Dealers 
On Lot Sale of ‘Seconds’ 


(Continued from Page 6) 


with headquarters in Geneva, 
Switzerland, had approached Re- 
nault of France on another deal. 


“These 2,000 cars came into the 
picture. We had been thinking 
what we could do with them — 
thinking of our own dealers, Hav- 
ing toured the U. S., I knew used- 
car lots were backed up and credit 
was tight. 

“We thought of selling them to 
Wazim. We knew they would be 
selling them back to some firm in 
the U. S. for ‘as is’ sale to used-car 
dealers.” 

Wazim representatives then came 
to New York, and after two weeks 
of working out details, signed a 
contract with Renault, Inc., for the 
2,000 “seconds.” Approximately 48 
hours before the Wazim-Renault 
contract was signed, Mansfeld 
Used Car Co. was first mentioned, 
de Balan said. 

Wazim, he said, will pay for 
the cars in three installments — 


Obituaries 


George J. Dukes 
CHARLESTON, 8S. C.—George J, Dukes, 
operator of Dukes Auto Exchange (used- 
cars), died March 29. He was 61. 
* * * 


Mack N. White 
CUSHING, Okla.—Mack N. White, 62, 


a former Oldsmobile dealer, died March 30. 


W. A, Brandenburg 

MANSFIELD, O.—W. A. Brandenburg, 
a former Chevrolet dealer here, died April 
4 in Phoenix, where he had resided since 
last November, He was 59. Mr. Branden- 
burg was a past president of the Richland 
County Automobile Dealers Assn, and a 
former director of the Ohio Automobile 
Dealers Assn. 





* * 


Louis O. Staelens 

TOLEDO.—Services for Louis O, Stael- 
ens, 50, finance vice-president at Willys 
Motors, Inc., were held here April 8. Mr. 
Staelens died April 5 in Toledo Hospital. 
He had been a vice-president of Willys 
since Dec. 7, 1959, after previously serving 
as controller and assistant controller, After 
10 years with Chevrolet he joined the 
former Kaiser-Frazer Corp, in 1945 in the 
cost accounting department and was con- 
troller of the Detroit Engine Division from 

1949 to 1953, when he joined Willys. 
* 2 * 


Stanley W. Smith 
LOS ANGELES.—Stanley W, Smith, a 


retired auto dealer, and one of the found- 
ers of the Los Angeles Motor Car Dealers 


a 


Assn., died here. 
* * * 
Hubert C. French 
MELBOURNE, Australia. —- Hubert C. 
French, 78, who headed Ford Motor Co. 


in Australia prior to his retirement in 
1950, died April 4. He joined Ford Motor 
Co, of Canada in 1919 and was named 
managing director of the Australian firm 
when it was orgauaiged * 1925. 

* 


Joseph C. Kirchdorfer 
woumvite. — Joseph C, Kirchdorfer, 
89, a pioneer Reo dealer here, died April 5. 

# * 

Harry M. Felts 
CARLSBAD, N. M.—Harry M, 
71, died at his home here April 5, Mr. 
Felts was associated with Carlsbad Auto 
Co, from 1933 until the Ford dealership 
was sold in 1957, the last 14 years as 
part owner. 


Felts, 


* * * 
Ernest E. Thum 
CLEVELAND.—Ernest E, Thum, 76, 
editorial services director of the American 
Society for Metals, Metals Park, O., died 
suddenly April 10 in Coronada Beach, 
Calif., where he was vacationing. He was 
editor in chief of Metal Progress, the so- 
ciety’s monthly magazine, and its first edi- 
tor when the magazine was established in 
1936. 
* * * 
John Finch 
ST. PAUL.—John Finch, 
owner of Finch Chevrolet Co., 
He retired from the automobile 
in 1955. 


76, former 
died April 6. 
business 


* * * 


Charles W. McCord 
SEATTLE.—Charles W, McCord, 66, an 
auto dealer here, died recently of a heart 
attack. He formerly was with Firestone 
Tire & Rubber Co. 








due 30, 60 and 90 days after 

April 7%. Industry sources have 

said that Mansfeld has floor- 

planned 750 of the cars and that 
the other 1,250 are being carried 
on a 90-day note. 

De Balan said Renault “isn’t 
making a single cent” on the deal 
with Wazim—nor is it losing. 

“We sold the cars at our cost,” 
he said. (Wazim flatly refused to 
discuss the affair last week.) 

Renault has no connection with 
or interest in Mansfeld, de Balan 
said, except that it is taking a “cal- 
culated risk” that Mansfeld will 
handle the distribution properly. 

De Balan said it is his under- 
standing that Mansfeld will charge 
$90 per car for prep and varying 
amounts for freight when deliver- 
ing them to the used-car lots. 

When the “seconds” show up, 
they will have special price stickers 
on which the Renault name will not 
appear. Instead, Mansfeld will be 
designated as the shipper. 

The sticker will carry usual in- 
formation, plus this message: 
“Important Notice — This vehicle 
has been in open storage for a 
period of time and no renovation, 
inspection or repair has been 
made prior to delivery to the 
dealer. This vehicle is subject to 
the manufacturer’s warranty ex- 
cept that the warranty is valid 
only in the state in which the ve- 
hicle is purchased.” 

The cars will carry Renault’s 
usual 12-12 warranty, applicable at 
franchised dealers’ shops within the 
state where the “second” is pur- 
chased. 

A folder in the car will explain 
the warranty and will include a 
coupon which the purchaser will 
send to Renault to receive a copy 
of the warranty. 

The 2,000 “seconds” apparently 
are still at their original location— 
1,250 in Houston and New Orleans 
and 750 in Seattle, Los Angeles and 
San Francisco. 

As of late last week, none had 
appeared on the vacant lot in De- 
troit which Renault lists as the 
Mansfeld address. And Feldman 
was keeping his own counsel on 
his Mansfeld operation, refusing to 
go beyond, “No comment.” 

Asked whether Renault dealers 
could buy from Mansfeld, de Balan 
said, “We had to take a calculated 
risk on this I told dealers, 
‘Franchised dealers can buy cars 
from Mansfeld, but if you’re intelli- 
gent, buy only fresh cars. Don’t be 
stupid and tie up your line of cred- 
it on second-class merchandise.’ ” 

De Balan said that Renault will 
have worked its way out of the 
inventory bind by May 15 in most 
parts of the country, and by 
June in Gulf Coast and West 
Coast areas. 

With sales to dealers of 2,000 cars 
in January, 2,500 in February and 
3,500 in March, and with the sale 
of 2,000 to Wazim, balanced only 
by 500 to 600 imports in that period, 
Renault field inventories as of April 
1 should have been reduced to 
about 2,500. 

De Balan forecast 55,000 to 60,000 
Renault sales this year (with Gor- 
dini targeted for 50 percent) out of 
350,000 to 400,000 imported-car sales 
in a total U. S. market of 5 to 5.5 
million. 

Full shipments of “fresh” Re- 
naults resume this month, de Balan 
said, with about 2,500 Dauphines 
and 1,500 Gordinis expected before 
the end of April. 





in March, 1947, serving originally as 
general production assistant to 
D. S. Harder, manufacturing vice- 
president. 

He is a member of the executive 
and operating policy committees. 
He also serves on the product plan- 
ning, scheduling and styling com- 
mittees. 

His automotive experience 
dates back to 1914, when he be- 
came an apprentice die maker at 
Briscoe. He served in the Army 
during World War I, returning 
in 1919 to work for a division of 
Ciayton & Lambert Mfg. Co., 
which was later purchased by 
Hudson Motor Car Co. While 
with Hudson, he helped organize 
its body plant and later served as 
plant manager of sheet metal and 
body fabrication and assembly. 


In 1934, Dykstra began a 13-year 
association with the Oldsmobile Di- 
vision of General Motors. Five 
years later he became general su- 
perintendent and assistant factory 
manager and, in 1941, he was 
named manufacturing manager, a 
post he held until joining Ford. 


Dykstra is married to the former 
Marion Hyde of Detroit. They have 
two married children and live in 
Birmingham, Mich. 

Dykstra’s family has long-stand- 
ing automotive connections. His 
three brothers are James, 67, who 
retired two years ago as adminis- 
trative assistant to the chief engi- 
neer of Oldsmobile; Richard, 64, a 
manufacturer’s representative in 
Detroit for the past 40 years, and 
Theodore A., 54, manager of serv- 


ice and warranty for the General 
Motors Service Section. Their 
father, the late Theodore Dykstra, 
was superintendent of body stamp- 
ings for Hudson. 
* * * 

IGHT was elected a director 

of Ford at the same meeting 
of the board which elected Dykstra. 

Wright became vice-president 
and group executive—car and truck 
divisions in November of 1960. Pre- 
viously he had been vice-president 
and general manager of Ford Di- 
vision. 

Hampson, elected vice-president 
of the company, was appointed last 
month as a general manager of 
Ford tractor operations, which co- 
ordinates the operations of the 
Tractor and Implement Division in 
the United States and the tractor 
operations now a part of Ford 
Motor Co., Ltd., Dagenham, Eng- 
land. 

Hampson had served previously 
as general manager of the Trans- 
mission and Chassis Division since 
its formation in 1958. Prior to that, 
he had been general manager of 
the Chassis Division for five years. 

* 


Dykstra Appotate Ponta 


To Head Manufacturing 


DEARBORN. — Appointment of 
Peter H. Ponta as director of Ford 
Motor Co.’s manufacturing staff 
was announced by John Dykstra, 
president. 

Dykstra had held the position of 
manufacturing vice-president prior 
to his election as president last 
week. 

Ponta had been director of the 
manufacturing engineering ard de- 
velopment office since October, 1960. 
Prior to that he served as general 





manufacturing manager for the 
company’s Engine and Foundry 
Division. He joined Ford in 1937. 


Marmon to Build 
7-Ton Truck of 


Its Own Design 


INDIANAPOLIS, — Marmon- 
Herrington has entered the truck 
manufacturing business, David M. 
Klausmeyer, president of the 110- 
year-old firm, announced. 


Klausmeyer said, “We've actually 
been in the truck business for years 
since we pioneered in designing all- 
wheel-drive vehicles for specialized 
military and industrial use, This 
experience is completely applicable 
to big over-the-road equipment.” 


He described the new Marmon- 
Herrington truck as a _ seven-ton 
custom-designed vehicle, built to 
accommodate a variety of diesel 
engines and optional equipment. A 
number of them have been built 
and are on road test in fleets of 
large common carriers, he said. 


Klausmeyer indicated that gen- 
eral specifications and photographs 
of the new truck would be released 
shortly. Simultaneously, the com- 
pany expects to announce the ap- 
pointment of a national sales man- 
ager and set availability dates on 
the first production models, he said. 


The new Marmon-Herrington 
truck will be built at the main 
plant here, where the company’s 
Oneida School Bus Division is lo- 
cated. 

Marmon-Herrington was organ- 
ized originally as Nordyke & Mar- 
mon Co. in 1851 and changed its 
name to Marmon Motor Car Co, in 
1926. In 1931, the firm became 
Marmon-Herrington Co. The Army 
2%-ton 6x6 truck of World War II 





was first built by the company and 
became a standard for present 
units of this type. 








HELP WANTED 


HELP WANTED 


POSITION WANTED 





AUTOMOTIVE SALES 
PROMOTION AND 
TRAINING WRITER 


Tired of beating out the same old boiler- 
plate? Opportunity to do really creative 
writing in continuing national program 
employing modern communications media 
and techniques. Direct client contact. 
Help get your own facts from field; see 
your stuff tested under actual conditions. 


You should be an experienced writer with 
solid knowledge of automobile dealership 
operation, salesmanship, sales manage- 
ment. If you write fast and well in this 
field, and want big league challenge, call 
Detroit, TR 5-2450, Ext. 250, and let's talk. 





PARTS MANAGER—CHEVROLET—Must 
have had experience in Chevrolet parts, 
ability to manage, maintain balanced in- 
ventory, sell and work with others. Lib- 
eral salary and commission plan with 
benefits. Write to Standard Chevrolet 
Co., Box 540, Edinburg, Texas, 





ACCOUNTANT - BOOKKEEPER, Replace 
retiring accountant in 350 car Chevrolet- 
Olds-Cadillac dealership, Modern office 
and equipment, current records, able 
staff, Small but live-wire town, recrea- 
tion excellent including skiing. $6,500 for 
qualified man, Write: Raymond S. Rob- 
erts, Inc., 230 Canal St., Brattleboro, 
Vermont. 





MAINTENANCE MANAGER 
ASSISTANT 


Large national service organization with head- 
quarters in New York City has immediate 
opening for an experienced automotive main- 
tenance assistant. High school graduate, 
minimum 1-2 years previous experience, abil- 
ity to direct planning with dealers and driv- 
ers regarding repairs and direct customer 
contact and correspondence. Excellent oppor- 
tunity. Good starting salary and benefits. 


Detroit 7. 





USED CAR MANAGER—VW  distributor- 
ship needs an experienced man to plan 
and supervise a used car program for 
30-40 dealers. Send complete résumé to 
Box 2418, c/o Automotive News, De- 


troit 7. 





Position Wanted 


To this classification for the 
——oe . png : 
oe Wanted Ads ore — at 
regular rates, namely: — 


eora for each insertion. $1.00 io 
sertion for use of a box number. Cash 
in advance. {Half-rate does not apply 
to display ads in this section.) 


ATTENTION MINNESOTA DEALERS: 
General or sales manager wishes to re- 
turn to his native state of Minnesota, 
family man, age 38, with 16 years’ re- 
tail and factory wholesale experience, 
has thorough knowledge and broad back- 
ground of experience in all phases of 
dealership management, Desires perma- 
nent position with Ford or GM dealer in 
Minnesota, will consider incentive com- 
pensation commensurate with results 
produced, Can be available upon giving 
reasonable notice to present employer. 
Complete résumé of personal and _ busi- 
ness history along with references fur- 





nished upon request, Write Box 2419, 
c/o Automotive News, Detroit 7. 
MANUFACTURERS AGENT — Sales or 


service, under 40, excellent references. 
Last ten years factory parts and service 
representative. Prefer middle Atlantic 
States. Box 2420, c/o Automotive News, 
Detroit 7. 

MANAGEMENT POSITION—Married, two 
children. Son of auto dealer since 1910, 
seventeen years’ experience, Dodge-Plym- 
outh-Chrysler. Owner seven years. Box 
2421, c/o Automotive News, Detroit 7. 








EXPERIENCED 


SERVICE 


BUSINESS MANAGER—e 





Box 2423, c/o Automotive News, 





GENERAL MANAGER—sales manager-—— 
well qualified to take complete charge. 
Factory references ‘‘Big Three.’’ Box 
2422, c/o Automotive News, Detroit”7. 

in all phases of service 

work. Service manager desires position 
with reliable dealer. Box 2433, c/o Auto- 

motive News, Detroit 7. 
MANAGER—Experience 

quality volume, GM, 

Florida resident last five years. Knowl- 

edge gets respect owners, personnel, fac- 

tory. Box 2434, c/o Automotive News, 

Detroit 7. 











“second 


to none, Ford; 








eight years’ ad- 
ministrative-office experience, Chrysler, 
GM dealerships. Accounting major, fam- 
ily man, 32 years old. Not afraid of 
work hours, Location subordinate, op- 
portunity to produce and advance upper- 
most, Résumé on request. Box 2407, 
c/o Automotive News, Detroit 7, 


AGGRESSIVE, YOUNG GENERAL MAN- 
AGER or general sales manager, Nine 
years’ experience in fast-moving opera- 
tion as part owner, capable of handling 
new and used car sales departments, 
parts and service, factory relations, busi- 
ness management, finance and insurance, 
advertising and promotion, Top closer. 
Salary plus percentage with or without 
buy-in arrangement, Best of references. 
Box 2425, c/o Automotive News, De- 
troit 7. 


ACCOUNTANT, 35 years of age, over 12 
years’ experience as _  accountant-office 
manager or internal auditor for multi- 
dealer operation. Reply Box 2426, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER: 
Experienced in business :nanagement and 
office organization, thorough knowledge 
of advanced accounting, forecasts, budg- 
ets and internal control techniques in 
conjunction with daily operating control 
for planned operations, Motors Holding 
experience, Married and will relocate. 
Available immediately, Box 2427, c/o 
Automotive News, Detroit 7. 

MBA-MARKETING-CPA eight years’ 
field and staff sales experience, business 
management, personnel and dealer devel- 











opment, Sales promotion, fleet leasing 
background, Must travel, Will relocate. 
Résumé on request, Box 2403, c/o Auto- 
motive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


HANDLING OLDSMOBILE-DUAL, South- 
ern California—Selling over 500 new cars 
a year, located near Los Angeles, in one 
of California’s most prosperous towns. 
68,000 sq. ft. of sales and service area, 
362 ft. frontage. Facilities that anyone 
can be proud to show. Other business in- 
terest reason for offer for sale. Box 2436, 
c/o Automotive News, Detroit 7. 








BE A FORD DEALER! For sale or lease, 
a beautiful, modern, white brick auto- 


mobile building. Weaver twin post lift, 
Ford signs already installed, front end 
machine, used car lot. Lease only $295 


per month—nothing to buy, Factory ap- 
proval necessary, New lake area, farm- 
ing and cattle area, West Central Texas 
town. Twelve room home available for 
sale or lease, home lease $85 per month. 
Write Box 2414, c/o Automotive News, 
Detroit 7. 





DEAL ERSHIP HANDLING four major 
foreign lines, West Florida coast. Service 
department pays overhead, also good 
used car business, Complete price $8,500 
(includes $5,000 parts). Population 40,000, 
Box 2428, c/o Automotive News, De- 
troit 7. 


SEMI-RETIRE IN FLORIDA—60 car deal- 
ership handling GM, right on coast, Won- 
derful fishing and boating area. Easily 
pay out in two years. No real estate, 
accounts or used cars, Box 2429, c/o Au- 
tomotive News, Detroit 7. 





A A RTE ee TT 


a RS er ome EN 


a 


oem 





Disc 
cost 
the 
cars 
all 
ban 
tod. 
(inc 


AU’ 





| = §| 
ws eer © @ 


ty 


- a enacs eb ae ade 





AUTOMOTIVE NEWS, APRIL 17, 1961 55 

















DEALERSHIPS AVAILABLE CARS FOR SALE CARS FOR SALE TRUCKS FOR SALE MISCELLANEOUS 
OO eg eee OSES AA ARIE RMN ERT! TI 








mtmtenmenen aa 


months, like new, 900x20 new mud and snow 


handling Rambler—Located near Los 


Angeles, very low overhead, rent for IMPORTANT NOTICE 


used car lot and fine sales and service 
facilities $1,000 per month. Equipment Dealers are cautioned that before 





Ample Supply of 


; and parts and accessories all you have purchasing any import automobiles tires and all extras. No Other Tow Bar 
4 to buy. Used cars for sale if you wish or trucks, they should be sure to 1958 A. C. 170 International, 525 crane and Can Give You These 
to buy them. Good service business, with check the seller as to what, if any, body, 10,000 actual miles, used as demon- 
low supervision cost, A trading area of excise taxes and duties have not strator, mud and snow 825x20 tires, over- Outstanding Engineering Features 


drive transmission. 


1959 Ford F850, new 650 crane, 10.0020 tires,| *CADALLOY STEEL CAST 
and step tanks, truck like new. | COUPLING HEADS LINED 
All above trucks have Beacon Ray lights, TO PROTECT CAR BUMPERS. 


electric brake locks and truck tow slings, and 


are really sharp. . 
1953 GMC new Austin Western fully hydraulic 


sed ‘Austin, Wesiorn hydrauile crane: ‘sre| ~CADALLOY STEEL CAST 
Sons en Western hydraulic crane for YOKES WITH HEAVY DUTY 
oc coe TUBULAR STEEL "Vv" 

350 Ashlee Oe etre aio | SECTIONS TO RESIST 

STRAIN & STRESS. 


*Cadalloy Steel Castings 





over 300,000 people in one of Los Ange- been paid on the vehicles. 
} les county’s best business sections. Other 
| business interest in a diff2rent field rea- 


son for offer to sell. New car sales 375 


1960 - 1959 - 1958 


[ News, Detroit 7. 
MOST MAKES 


DEALERSHIP HANDLING CHRYSLER, 
sq. ft. modern buildings with used car 
lot adjoining, largest service business in 
area, 15 employes, Owner retiring, 
ranches and citrus groves, This is blue CURRY 























































territory, South Central Florida, doing 
% million sales, high profit margin, high- 
est market penetration in South, 21,000 





Plymouth, Valiant, International trucks, 
7 rapidly growing city 6,000, 50,000 trade 
chip deal, Lease or sell property, Write 

' Box 2413, c/o Automotive News, De- 


BUSES FOR SALE 





troit 7. Mini . . 
ET oo inimum Yield Point: 
SOUTHERN CALIFORNIA — Dealership CHEVROL GMC 1959 SCHOOL BUSES, 60-passengers, 46,000 Lbs. Per Square Inch 
handling Rambler, selling over 600 new B' 15 available. Also ten older models; two 7 = q 
cars per year, beautiful facilities on if way & 133rd St., N. Y. Cc. Greyhound Silverside 39-passenger diesel eS 
Automobile Row in one of California’s 2 buses with lavatory; four Aerocoaches, 
best automobile towns of over 400,000 Ed Hogan AD 4-6000 one with air conditioning, 37-passenger; UNIVERSAL SWIVEL ACTION 


people. Well equipped shop, beautiful 
showroom with a fine going business. A 


two 1948 GMC 36-passenger Suburbans, 
$1,800 each, Box 2416, c/o Automotive ON COUPLERS FUNCTIONS 





t real capable organization on hand to N , Detroit 7 
keep your business going when you = | Dg vo " seerunnials an Ml Gee 
over. Other business interest in a - , ee ee 
ferent field reason for sale. Box 2435, "61 Volkswagens EQUIPMENT FOR SALE N 
i c/o Automotive News, Detroit 7. = Full A Z d ROCKET AUTOMATIC CAR WASH UNIT FOR SMOOTH & SAFE 
| . r —Only $700, FOB Miami (Retail price 
DEALERSHIPS WANTED y Amercenme $1,800). Ten brand new factory crated TOWING. 
CHEVROLET OR CADILLAC DUAL — e Rocket-Wash units. Built-in vacuum = 


cleaner and white-wall tire cleaner. 22 


400-500 car deal in Midwest. Would IN STOCK 
consider buy-in to larger deal. Box 2430, " ™ feet of track, 60-gallon pressure tank. BOLTS, NUTS & WASHERS 
c/o Automotive News, Detroit 7. Immediate Delivery Made by _ Service Metal Fabricators, ARE USED TO MAINTAIN 


Chicago, Ill. Rocket Car Wash, Inc., SNUG FIT OF ALL CONNECTIONS 


P. O. Box 4304, Miami Beach 41, Fla. 
NO RIVETS TO LOOSEN AND 


& 
Excise Taxes Paid 
CAUSE PREMATURE WEAR 


MINIATURE VEHICLES 





WEAVER TWIN POST HOISTS 


BUY-IN OR BUY-OUT Ford, Chevrolet, 
Rambler deal in Florida, 125 to 200 car 
i potential, Factory approved, 16 years’ 
experience. Box 2431, c/o Automotive 

i News, Detroit 7. 
RAMBLER, GM, FORD dealership within 





277 Clinton Ave., Newark, N. J. REBUILT AND GUARANTEED s 
50 miles of Chicago metropolitan area. N. J. phone: Bigelow 2-6161 BD PG, CE WOE. cscsinssssssacsvernsed $480.00 
Vactory approval. assured. Wineaneiawie - =  ###}} } }}}}}}}}}}}}..}  . 6 6k © pie Cis eee | Bl 6 ’ THE SUPERIOR 
available immediately. Box 2432, c/o Au- N. Y. phone: WHitehall 3-7390 2 pass. medium truck .................... $685.00 
tomotive News, Detroit 7. 1 heavy duty truck ..............00, $1,050.00 BLUE CHIP 






Ss ICES 
DEALER SERVIC CARS WANTED 


7 | CADILLAC EL DORADOS: Factory 
x ‘“‘dream cars;’’ wire wheels; Buick Sky- 
larks; Plymouth phonographs, Ben Rob- 


ertson, Mansfield, Louisiana. 


DONOHOE CHEVROLET 
Brooklyn, Michigan TOW PILOT 
With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


SHOP EQUIPMENT FOR SALE 


j Parts, accessories and similar goods. : 
WANTED—Late model wrecks and police} BEELINE FRAME STRAIGHTENER and : i 
| APPRAISAL SERVICE cars. Ed Matt, 55 Madison Ave., Solar advanced aligner with airlift frame press, Dealers’ 25% Discount ...--+- +s -_ oe 
| son, N. J. Sherwood 2-4488. runways and turning aligners, Frame | Dealers’ Net with 4 $52 35 
i Furniture—Equipment—Machinery—Tools tool assortment—a few tools missing. | Standard plus 2 Large me 
; For Buy/Sell’ J Agreements, Annual Fiscal $750. Rodosta Motors, Inc., 2035 Poydras | Adapter Clamps Fed. Tax. Inc. 
Reports, Tax, Banking and Insurance St., New Orleans, La. 
Write for free ’ ee 
“Hidden Earning Power” booklet. 1959 and ’60 models are SHOP EQUIPMENT WANTED THE FAMOUS 
MBOMOTIVE nevereny eS now available at Hertz FOUR POST WEAVER or Globe electric MOTO-MATIC 
0040 Freelan ve. etroi ’ g lifts. Rodosta Motors, Inc., 2035 Poy- 


Ebster 3-6445 offices across the coun- 
try. All cars in top 
shape, clean and sharp! 


dras St., New Orleans, La. TOW GUIDE 


MISCELLANEOUS With Universal Swivel Action! 


ik 














1961 Auto Costs! Four Clamp Hook-Up 
: ‘ NOW AVAILABLE! BERLUTI GEE § | Dealers’ List F.0.B. Factory ................ $59.80 
peng i fon ee ee Se. ee Chevys, Fords, Plym- HOOK-ALL CON-VER-TOW 3-in-1 || Dealers’ 25% Discount... . 14.95 
‘ . ' ' . . ’ 
the factory invoice prices of all 1961 American ouths, Buicks, Cadillacs, Any TOW [or aoe ed a ee Eines $44.85 
cars, 25 foreign cars, 4 American trucks, and . REWARD—For inf tite Wadd t ° a Adapter Clamps Fed. Tax. Inc. ‘ 
all their equipment. Used by dealers and Pontiacs. Sedans, hard- recovery of 1960 DeBoto Firedoms oo Hitches— OPTIONAL EQUIP., - . 
banks nationwide. Order your ‘61 edition tops wagons and con- hardtop, last known to be bearing 1960|/§ BRAKE & GUIDE CABLES, $12.95 
today for only $10—three year subscription $18 P 7 Ontario license No, 683-072. This car| | Universal License 35 Hairpin 10 "ON THE BALL" 
| (including all supplements). verts — you name it, was white in color with a blue interior | Plate Holders Cotter Keys ° 
AUTO costs, s Publishing Co: , ++ conte Sad windows, sertel ite, TS0D110 [Gee cee en, (eer Gaae) 0008 TOW PILOT 
ncer Publishin mpany, eats and windows, serial No. -115- | f Bag with Shoulder Strap ................ i 
ileerty, N. Y. 7 — weve got it! 531. This car was fraudulently obtained Salery eiihions sce ar? 2, only...... os 
— Baccano pangs te eg Gna te ane STEEL (Tow Bar) CARRYING “Only with *Cadalloy Steel Safety Coupler 
Good colors — power have any information call collect to the BROWNIE CABRY-ALL $11. it Dealers’ List F.O.B. Factory .............+++ $51.00 
; : below number or contact your local police 7 Dealers 25 70 POI coscccccvescecccaseenet 12.75 
These Ads Really Sell Cars! steering, R & H, auto- or U. 8, _{mamatanation service. tary bs BAG Mourted ON with Bar Seateoe’ et = : $38.25 
; ; : . “fe a warrant out in ‘S.A. fo os andar 
$100 each for Pw Aine alae! ot matic transmission, man’s arrest. Clearwater Chrysler-Dodge, Rebber-Tived WHEELS Purchase Adapter Sree sl Fed. Tax. Inc. 
' -seli- * Ltd., 722 W: dotte St. E., Wind ye 
= = om. ae = = Eatiiy many with power Ontario. Paes: Biases 8-2303. ae Tow Bar Sales Co. 
adapted, everything you need. brakes —the works! PARTS FOR SALE DE 2.0700 ANS 8088" ONiter: BA I- 8717 Substantial Discounts 


YOU GET THE SAME FOR $5 
All five ads for $5. Satisfaction guaranteed. 


We pay charges * ° 
Tarrant Adv. Agency, 252 Whalley Ave., Call Collect on $100.00 orders To Distributors 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 





New Haven, Conn. (No Conn. dealers.) CALL sation, 35:3 a Ante Ave. Fort | #40 So. Clinton St.. Chicago 6, Ill. Write for Illustrated Catalog 
. orida, - . 
i ene PILOT DISTRIBUTING CO. 
DISTRIBUTORS WANTED LLOYD PARTS—complete stock, P: t > 
Spence ee ea eS ea THE HERTZ shipment, Greene Goesty “Sastone, "Cate- Factory Sales Division 





MANAGER a ee ee ee ee SEE PAGE 40 BATTLE CREEK 9, MICH. 
IN YOUR CITY TODAY [| 2% scessories. Contact nearest aistribu- jae: tie eel Phone WO 2-5257 All Depts. 
AUTOMOTIVE _. r. a rs —, — or e nations "Leaders in the Industry 
., 421 E. 91st St., . 
DISTRIBUTOR a ee 28 TRafalgar 6-7010 (Sole U. 8, im-| TOP AUTO AUCTIONS since 1939" 


porter for NSU cars and parts, Trans- 
WANTED The Hertz Corporation continental Motors, Inc., 230 Park Ave., 


New York 17, MUrray Hill 9-2710), 
660 Madison Ave., N.Y. 21, N.Y. 














New Subscription Order 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 2424, c/o 
Automotive News, Detroit 7. 


PARTS WANTED 


ATTENTION 
BUICK DEALERS! 


Will buy full lot of obsolete parts (1950 
CADILLAC 1957 limousines, two avail- 
able, one with air, $2,500 each; 1956 down). Have your parts man contact me. 
Cadillac 8-passenger limousine, $1,850;| Sidney Aberman, 1210 Beechwood Bivd., 
1955 Cadillac 8-passenger sedan, $1,250; Pittsburgh, Pa. 
1955 Cadillac ambulance; 1955 and 1956 
Cadillac Superior flower cars, Box 2417, 
c/o Automotive News, Detroit 7, 





Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [[] or Two Years $22 [] 








WANTED — DISTRIBUTORS, agents and 
salesmen desiring to be agents; to sell 
a new, rugged, exceptionally beautiful 
automobile grille guard. One stock guard 
fits all compacts, Chevrolet, Ford. Retail 
$11.95 with big discounts, Exclusive ter- 


ritories open all states. Write today, WILL WHOLESALE CUSTOM SEAT COVERS 


P. O. Box 5306—DAN, Detroit 35, Mich. 
FOREIGN CAR PARTS (WHOLESALE)—|§ 700 1960 & 1961 MODELS Fiber, $9.75; Saran Plastic, $12.75; 

We have openings for exclusive area : Clear Plastic, $11.25 

stocking distributors to the foreign car| {| Rambler Americans—All Type Compacts § | ¢,, any make of car in blue, green, red or 








ACCESSORIES FOR SALE 
AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 














trade. Enquiries and applications to: Fords—Chevrolets—T-Birds—Buicks gray colors. Drop arm $2.00 extra. Quality|} ‘*+-*+> Poem erm ere e eee es eres sree sees eee eeseeesssesesesese ee eeeeee eeee 
Britannic and European Auto Products, Pontiace—Cadill and fit guaranteed. 
Inc., 1555 Saint Nicholas Ave., New eee Street Address...... tienen tit hatbdaehiacens Zone No........ ; 
York 33, N. Y, SEDANS—HARDTOPE—CONVERTIOLES CUSTOM CARPETS, $9.95 pe iit ¢ 
Low mileage—Clean cars Sones theeiilel eolece tar cay webb of cor. ity. ...- ee eeeee eee eeereceees see ee eee eesccecees IO... ween eeeeee . 
Distributors Wanted Delivery Arranged Above prices include tax. 
; TRADE CONNECTION: 
to handle the world. famed METZELER GER- MORSE NATIONAL F.0.B., Cambridge, Mass. : is c , CTIO 
MAN QUAL T omplete range —wri f talog. ar Dealer Truck Dealer f 
cea touring, sport, economy, mini and CAR RENTALS Dealers—write for free ae og mee > os eiticl me sha ore ee a 0 
racing car tires rite us on your stationery. ae . - 
Vie Ge ab -ehena-Ma, 204, tadecneiional Aale Miami International Airport York Manufacturing Co. 
Show. Columbia Motor Corp., 419 E. 110 St., Miami, Florida 1971 MASSACHUSETTS AVE. MARE OF CMs i's 0s'0cenne cidahnodeabandantns scenes Er iaxaseecn ee 


4-17-60 


cm aphasia ae i th aca arta dea a 


New York 29, N. Y. Phone: NE 3-8655 CAMBRIDGE, MASS. 
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HOW TO REPAIR 
ACRYLICS 


FIRST... don’t let Acrylic paint scare you. It’s 

~ easy to repair Acrylics if you remember they do 
not redissolve or reflow like lacquer. So, why 
stew? Here’s what to do: Nothing tricky... 
just 3 basic reminders. 


WHAT'S TO BE AFRAID OF? 


BAD SCRATCHES WILL 
SHOW THROUGH 


Never leave sand scratches on the prepared 
acrylic surface. Bad scratches will show 
through as though the car surface had been 
cleaned with a rake... SO FINISH-SAND WITH 


FINE GRIT PAPER. 


Always thin according to directions. (If your 
eye glasses are fogged, ask the boss to read 


the directions for you.) 


Spray Acrylic colors in SINGLE COATS ONLY. 
Allow ‘‘Flash-out’’ or ‘‘set-up’’ time between 
coats. Don’t trap solvents. 


THIN ACCORDING TO DIRECTIONS 
RINSHED-MASON COMPANY 
Write for Alpha-Cryl/ 


Paint for automotive production and refinishing Refinishing Manual AD-96 
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